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foreign Governments 
Block Marine Market 
By Discrimination 


International Traders Not Free to 
Insure Cargoes in Companies 
of Their Choice 


CAMPAIGN LAUNCHED HERE 


Association of Marine Underwriters 
Back Movement for Free Marine 
Market; GATT Agreement 


The American marine insurance mar- 
ket is being increasingly hampered by 
foreign government discrimination to 
sich an extent that parties to an inter- 
national transaction are not free to ar- 
range their insurance on ocean move- 
ments of cargo in the open market and 
wih the companies of their choice. 
Prior to World War II there was lit- 
tle interference by governments with 
the placing of marine insurance, but 
during the post-war period many coun- 
tries, starting with Argentina, have seen 
ft to enact restrictive laws, decrees and 
statutes which have the effect of inter- 
fering with the freedom of the interna- 
tional trader and have forced him into 
a position in many trades where he is 
required by law to arrange his insurance 
in specific markets, frequently at higher 
wst and with unknown security. 











“Freedom of Marine Insurance” 
Campaign 


The Association of Marine Underwrit- 

tts of the U. S., located in New York, 
has been conducting a persistent cam- 
paign against this discrimination which 
has recently been given the definite title 
of “Freedom of Marine Insurance.” Im- 
portant national and international or- 
ganizations are being enlisted in support 
of the movement, among them the 
United Nations and the International 
Chamber of Commerce. 

At the annual meeting of the Associa- 
tion of Marine Underwriters of U. S. in 
New York last week, William A. Bon- 
ter, vice president of the Federal Insur- 
ance Co, and partner in Chubb & Son, 
speaking as retiring president of the as- 
Sociation, touched on these matters. 


Agreement Known as GATT 


“Many organizations of high standing 
in the national and international field 
have taken formal steps to show their 


(Continued on Page 27) 
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OLD SUPERSTITIONS 


and what they mean 


The taboo of “13” dates back 
to the time when man first 
learned to count. Using 
his ten fingers, and 
counting each foot as 
a unit, he came up to the 
number twelve. Beyond 
that lay the awful 
unknown..__i13! 
Nowadays, the unforeseen 
is not to be feared when 
you're protected by 
“L & L’s” new Compre- 
hensive Dwelling Policy. 
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A WELL-BALANCED COMPANY 


New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 

















Edmund P. Tobin 
Now President Of 
Union Labor Life 


Company Elects _ Matthew Woll 
General Executive Chairman; 
Famed in Labor Ranks 


COMPANY 28 YEARS OLD 


Company Made e Big Gain in Group 
Insurance Last Year; Assets 


Exceed $21,406,000 


Matthew Woll, who has been presi- 
dent of Union Labor Life since its 
founding in 1927, has been elected gen- 
eral executive chairman of the company 
and is succeeded as president by Ed- 
mund P. Tobin who has been executive 
vice president since 1948. 

Mr. Woll’s Career 

Mr. Woll is a first vice president of 
American Federation of Labor and a 
past president of International Photo- 
engravers Union, in latter capacity hav- 
ing been active (in the ’20’s) in develop- 
ing sound methods of Group insurance 
for AFL members. A development of 
his studies was the founding of Union 
Labor Life and his appointment as its 
first president. Born in Luxembourg he 
came to this country in 1891, attended 
Chicago public schools and was gradu- 
ated from Lake Forest University’s 
Kent College of Law. He has served on 
innumerable committees having to do 
with social, labor, industrial, unemploy- 
ment, educational, civic and charitable 
purposes. Mr. Woll was on War Labor 
Board in both world wars; is currently 
chairman of the standing committee on 
education, taxation and_ international 
labor relations of AFL and is president 
of United Nations Relief, labor’s league 
for human rights. 

Mr. Tobin’s Career 

Mr. Tobin, a native of Cambridge, 
Mass., is a graduate of Harvard Uni- 
versity, class of 1925. In that year he 
became an agent for a large New Eng- 
land life insurance company and in 1927 
joined Union Labor Life, in early days 
of the company managing the Chicago 
and then the New York branch office. 
He became vice president and agency 
manager in 1935 and three years later 
was elected executive vice president and 
executive committee member. He joined 
board in 1952. 

Mr. Tobin is a member of committees 
of Life Insurance Agency Management 
Association, American Life Convention, 
Life Insurance Association of America 
and Life Insurance Advertisers Asso- 
ciation. He belongs to both NALU and 
Life Underwriters Association of City 
of New York. 

Company’s Big Gain in Group Insurance 

In 1954 Union Labor Life had its best 


(Continued on Page 8) 





This is a Life Insura 


He is always ready to lend a helping hand. 
If the volunteer fire company needs an 
extra man, they can count on him. If there is 
” canvassing to be done for some community 
cause, he offers his services. 

He believes in his community and its 
future. He is a good neighbor; and the spirit 
of service that he shows springs naturally 
from his work. 


There—with friendliness and foresight 
he serves his community as few other busj- 
nessmen can. 


He asks people to buy peace of mind—for | 


themselves and their families. In today’s 
world, that is no small product to sell! 

Yet men do not always buy this product 
easily. He must have patience, understand- 
ing and wisdom. But — sooner or later — he 
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sees his hard work justified. Somewhere a 
~ family lives without fear of the future be- 


cause of the life insurance he once sold a 
father who now is gone. 

Then a warm glow fills his heart. 

In private life—as in his chosen career- 
he is glad, indeed, to be able to help his 
neighbors do what must be done for every- 
one in the community. 


tHE EQUITABLE tre assurance society oF THE U. § 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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Electronics Division of Metropolitan 


Life 


Vice President Francis M. Smith In Executive Charge, Third Vice 
President John J. Finelli In Direct Charge; 


How Company Uses Univac 


The Univac, one of the several elec- 
tronic data processing systems on the 
market, has now been in operation for 
ten months at the Metropolitan Life 
performing long sequences of arithmeti- 
cal and logical processes at lightning 
speeds. “In all this time not a single 
error which could be traced to the com- 
puting part of this equipment has oc- 
curred,” the company Says. 

This is the machinery which was em- 
ployed to forecast returns of the 1952 


Presidential election on election night. 
Last June, the Metropolitan Life be- 
came the first life insurance company 
to adopt such machinery to its opera- 
tions. It installed Univac to perform 
a large area of actuarial work which 
was being done by over 100 separate 
punched card machines. Since its in- 
stallation, more than half the work has 
been changed to the new basis and it is 
expected that before the year is out, 
the rest of it will have been converted. 
Others who have acquired Univac equip- 
ment for regular life insurance opera- 
tions are the Franklin Life and the Pa- 
cific Mutual. The Major Appliance 
Division of General Electric at Louis- 
villey U. S. Steel, DuPont and others, 
are also using Univacs as are the Atomic 
Energy Commission, the Army, the 
Navy, the Air Force and the Bureau 
of the Census. 


New Electronics Division Formed 


To extend the use of electronic data 
processing equipment to other areas of 
company work, the Metropolitan has re- 
cently created an electronic installations 
division under the executive direction 
of Vice President Francis M. Smith. In 
direct charge of the division is John 
J. Finelli, third vice president. At the 
present time, more than 30 persons are 
at work investigating company pro- 
cedures which can be converted to an 
electronic mode of. operation. 


Events Leading to Acquisition of Univac 


Metropolitan’s interest in automatic 
computing machines and techniques goes 
back at least 17 years. In 1937, punched 
card computing machines were used for 
calculating the dividend scale applicable 
to Ordinary life insurance policies; in 
1941 punched card calculating techniques 
were used to develop the premium rates 
and policy values for new life insurance 
policies; and in later years corresponding 
machine methods were applied to de- 
velop joint and survivor annuity rates, 
the company’s reserve liability and a 
variety of other mathematical and statis- 


t tical problems arising in actuarial work. 


By early 1948, it had become apparent 
to Frederick W. Ecker, now president 
of the Metropolitan, that new electronic 
computing machinery would play an im- 
portant role in future insurance practices. 
He asked M. E. Davis, now vice presi- 
dent and chief actuary, to head a com- 
mittee to investigate the possible uses 
ot such equipment. By mid-1953, the 
committee recommended the acquisition 
of Univae equipment for use in the 
actuarial division. Delivery of all but 
‘wo of the various machines comprising 
the Univae System took place during 
the period April- July, 1954. So much 
confidence did the actuaries have in their 
ability to adopt this machinery that they 
discontinued large segments of their nor- 
mal work as early as February, 1954, and 
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permitted it to pile up until the Univac 
was delivered. 


The Univac Machines 


The Univac System includes a large 
central computing machine which op- 
erates from information recorded on 
reels of magnetic tape (something like 
the tape used in tape recording ma- 
chines) and which supplies answers re- 
corded on other reels of magnetic tape. 
The Univac System also includes a vari- 
ety of peripheral machines which convert 
information to the magnetic recordings 
usable by the central computer and con- 
vert answers produced in magnetic tape 
form to the printed form needed for 
normal business use. They include — 

A Unityper—a_ typewriter which, 
in addition to recording information on 
a reel of magnetic tape usable by the 
central computer ; also produces a printed 
copy. 

2. A Card-to-Tape Converter—which 
duplicates information from in punched 
cards on reels of magnetic tape at the 
rate of more than 200 cards per minute. 

3. A Uniprinter—a typewriter which 
will prepare printed copy from informa- 
tion recorded on reels of magnetic tape. 

4. A High Speed Printer—a very fast 
printing machine which produces printed 
copy from information on reels of mag- 
netic tape at speeds as high as 600 lines 
per minute (each line may have 120 
characters). 

-5. A Tape-to-Card Converter—which 
converts information recorded in mag- 
netic tape form to the punched card 
form usable in the regular line of 
punched card equipment. 


The Central Computer 


The Central Computer is the key ma- 
chine in the system. It is an inter- 
connected assembly of 11 tape handling 
components, two large components con- 
taining electronic gear, and a _ control 
panel through which an operator can 
observe the computer process being ap- 
plied and intervene at any point desired. 
Through typewriter type keyboard the 
operator can communicate with the 
machine receiving answers to his ques- 
tions through an electric typewriter con- 
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nected to the control panel. A reel of 
tape (continuing the equipment of 12,- 
000 punched card records) can be read 
and processed in three minutes. 

Magnetic tape is a radically new me- 
dium for recording business information; 
its chief value lies in the fact that 
information recorded on tape can be 
introduced into electronic machines at 
great speed. The central computer can 
read tape at 100 inches per second and 
each inch contains more information than 
can be put on a punched card. The 
Univac tape is of phosphor bronze base 
with a special coating which permits 
information to be recorded in code by a 
configuration of minute magnetized spots 
imposed on its surface. Information so 
recorded may be retained indefinitely on 
tape, or erased to make the tape usable 
for other work. 


Actuarial Work Univac Is Doing 


In one company unit the Metropolitan 
had concentrated the work required to 
develop the insurance statistics needed 
for the insurance policy exhibits, the 
reserve liability, and various other fig- 
ures required for the company’s finan- 
cial statements and experience analyses. 
Such information for five lines of busi- 
ness is produced in this place—Ordinary, 
Monthly Accounting Branch (both Ordi- 
fary and Industrial), Weekly, and Acci- 
dent and Sickness policies. To prepare 
these statistics, reports of policy hap- 
penings (such as death claims, surren- 
ders, transfers, etc.) are sent to the 
actuarial division in punched card form. 
They are sent by other company de- 
partments and the two head offices. 
Under the procedures being discontinued, 
these ane were assembled into a series 
of work batches and passed through a 
variety of standard punched card tabu- 
lators, sorters, collators, and other such 
machines. The end result of many such 
handlings were classified totals of trans- 
actions and a wide variety of distribu- 
tions of the business inforce (i.e., by 
plans, by ages, by states and so on). 

With the Univac, reports continue to 
come in punched card form. They are 
converted to magnetic tape recordings 
and then the resulting reels of magnetic 


tape are passed through the central com- 
puter to produce the required classifica- 
tions and distributions. Through use of 
the high speed printer, the results are 
printed in approximately the same form 
as was yielded by the punched card op- 


erations. 
Two Shifts a Day 


The central computer is operated two 
shifts a day for five days a week. Two 
persons are required to operate the cen- 
tral computer. Maintenance service is 
supplied by the manufacturer (on a 
service contract basis) and there is at 
least one person in attendance to repair 
any machine breakdown which might 
occur. The peripheral equipment is 
housed in a separate room and is only 
operated one shift per day by a staff of 
five. 

Experience to date has been quite sat- 
isfactory. It has been’ shown that 
UNIVAC is well fitted to do large-scale, 
repetitive, and routine tasks—jobs gen- 
erally assigned to clerks of comparatively 
short service. While even with the great- 

est utilization of such systems—and this 
is a long look into the future—it prob- 
ably will not entirely solve the problem 
of clerical shortage; it will give welcome 
relief. In any event, it will result in 
the availability of more clerks for ap- 
pointment to the increasing number of 
positions with responsibilities requiring 
judgment and experience. 





New Discussion Plan for 


Twelfth CLU Institute 


Members of the American Society of 
CLUs have received the announcement 
of the 12th CLU Institute to be held 
August 1 to 12 at the University of Wis- 
consin. 

The summer school for CLU’s has be- 
come a traditional means of graduate 
education, and those responsible for the 
curriculum believe that the 1955 Institute 
will achieve a new high in educational 
value. Central theme will be “Lifetime 
and Testamentary Planning Under the 
New Tax Code.” 

Among those on the 
erine B. Cleary, vice president of First 
Wisconsin Trust Co., Milwaukee; Denis 
B. Maduro, attorney of New York; 
Charles B. McCaffrey, director of ad- 
vanced training for Northwestern Mu- 
tual Life; and John O. Todd, CLU, spe- 
cial agent for Northwestern Mutual Life 
in Chicago and president of Pension 
Service, Inc. 

Dr. S. S. Huebner, pioneer insurance 
educator and president emeritus of the 
American College of Life Underwriters 
will address one of the general educa- 
tion hours on the program. 

This year’s CLU Institute will 
new educational method under 
students, broken into small groups, 
devote the afternoon to workshop- 
discussion seminars in which, in close 
contact with the instructors, they delve 
deeply into the subject matter on a dis- 
cussion basis. 

Paul A. Norton, 
New York Life, 
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CLU, vice president, 
is chairman of the In- 
stitute board, and Leroy G. Steinbeck, 
CLU, managing director, American So- 
ciety, is director of institutes. Associate 
directors are Earle W. Brailey, CLU, 
with New England Mutual in Cleve- 
land, and Dr. Charles C. Center, CLU, 
professor of commerce at the Univ ersity 
of Wisconsin. 
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To Erect Four 21-Story Buildings 


New York Life’s Plans for Chicago Housing Development; 


Construction Starts May 1 





Life is to construct 


York 


buildings in 


New 


story Chicago on 


four 21 


ie South Side overlooking Lake Michi- 
gan. Two of these buildings starts con- 


on May 1. 
tain a total of O40 


struction These two will con 


apartments with 
2400 rental rooms 

An outstanding 
Hew 21-story 


100% 


the 
their 


characteristic of 
buildings will be 


exteriors on all four 


glass 
Metal 


room-width 


nMea4riy 


elevations frame work will en 


giass windows and in 


close 


between these will appear colored glass 


spandrels. Of the apartments 304 will 
have balconies. The new buildings will 
have a number of three bedroom apart 


ments with 1% baths, in addition to the 
2 o 44% room (two 
ments) standard in the 
Meadows buildings 

Both of the new structures 
vlass enclosed lobbies running 
through the center of the first floor 

north to south. One building will 
have the management office on the first 
floor and the other a suite of profes 
sional offices. Parking for 380 
cars will be provided. 

\partment rents are expected to ap 
proximate $28.50 per room 
which has prevailed in the 
buildings. 
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: t bedroom 


12-story 
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entirely 
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from the Chicago Land 
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Pauline Schneider Gets 
Tribute From L. I. Lester 


Lester | Lester, general agent of 
Mutual Trust Life in downtown New 
York, pays tribute this week to Pauline 
M. Schneider who has been supervisor 
in his agency for the past 14 years. En 


joving a wide brokerage following, Miss 
Schneider has done more than her share 
in keeping the Lester agency one of 
the top-ranking agencies of Mutual 


Trust Life over the years. 

In addition to her Mutual Trust Life 
affiliation she conducts the Tobe Broker 
age Co., a general brokerage i 


service, 
and serves as executive secretary of the 


Greater New York Insurance Brokers 
Association which now has over 1,500 
members. She is assisted in life insur 


production by Bruce V. Schneider, 
associate supervisor, and in the develop 
ment of brokerage business by E. Man 
uel Schneider 

In a recent mailing piece sent to bro- 
kers Miss Schneider announced _ that 
while the Lester Agency had moved to 
76 John Street, New York, she was re- 
maining at 45 John Street. This arrange- 
ment, she explained, permits her to bet- 
ter care of her diversified inter- 
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Skid- 
more, Owings and Merrill are the archi- 


contract for the new buildings. 


H. M. Stewart to Address 
LOMA Graduates Seminar 


The eleventh annual seminar of the 
Society of LOMA Graduates will be held 
May 11, at the Park Sheraton Hotel, 
New York, according to an announce- 
ment by William W. Cramer, director of 
accident and health of the Equitable So- 
ciety, president of the Society. 

Harold M. Stewart, executive vice 
president, The Prudential, will be the 
principal speaker at the evening session, 
discussing management problems from 
the viewpoint of a senior executive. 

A panel discussion on “Life Insurance 
Operations” will.feature the afternoon 
session. Frank D. Lewand, New York 
Life, will. be moderator, with four panel- 


ists participating: Herbert P. Annen, 
New York Life, “The Branch Office 
System”; John <A. Solomon, Union 
Casualty & Life, “Organization of 


an Ordinary Department”; George S. 
Haushalter, Home Life, “Underwriting 
of Extra Premium Risks”; Herman V. 
Staehle, Jr, CLU, Metropolitan Life, 
“Self. Development.” 

The annual meeting of the Society 
will be held following the afternoon 
session, with officers and councilors to 





























tects. The Chicago housing develop- be elected. A reception for members 
ment of New York Life will be called and guests will be held, to be followed 
“Lake Meadows.” by dinner. 
to be held during April 
and May at Del Monte 
Lodge, the Broadmoor, 
and Skytop Lodge, will 
witness the biennial sec- 
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GROUP MAN AVAILABLE 
Group insurance sales and service super. 
visor, age 36, desires new connection, 
Ten years’ experience in all phases of 
group work. College graduate. Salary 
desired $10,000. Box 2307, The Eastern 
Underwriter, 93 Nassau Street, New 


York 38. 
~<a 


Executive Vice President 


Of National Old Line 











HERBERT A. WINTERS 


Herbert A. Winters will join National 
Old Line Insurance Co., May 1, as ex- 
ecutive vice president, according to an 
announcement by W. E. Darby, presi- 
dent. Mr. Winters will leave his post of 
assistant vice president of Lincoln Na- 
Life. 

Mr. Winters was born and educated 
in Toronto, Canada. His first insurance 
experience was in the actuarial depart- 
ment of Canada Life. In 1929 he joined 
Lincoln National, becoming assistant sec- 
retary in -1935, reinsurance secretary in 


tional 


1943, and assistant vice president in 
1948. : : 
Mr. Winters is an associate of the 


Society of Actuaries and the Fraternal 
Actuarial Society. He is active in Ameri- 
can Life Convention, Home Office Life 
Underwriters Association, Institute 01 
Home Office Underwriters, Life Insur- 
ance Agency Management Association, 
and Actuarial ‘Club of the Pacific States. 
National Old Line, which has in excess 
of $165,000,000 of insurance in force, 1s 
completing construction of a $1,750,000 
new home office building, opposite. the 
state capitol building, which should be 
ready for occupancy in early fall. 





Strong List of Speakers at 
Swampscott, April 29-30 


Four of the leading men in the busi- 
ness will be on a panel of speakers at 
New England General Agents and 
Managers Conference to be held at New 
Ocean House, Swampscott, April 29-30. 
Theme is the challenge to management 
in a competitive market. 

Speakers include Eugene M. Thore, 
general counsel, LIAA; Holgar_]. 
Johnson, president, Institute of Life In- 
surance; O. Kelley Anderson, president, 
New England Mutual Life; and Dudley 
Dowell, executive vice president, New 
York Life. On second day six general 
agents and managers will take part in @ 
panel on agency management conducted 
by Robert W. Boas, a John Hancock 
district manager. Moderator will be 
Laurens F. Bruno, CLU, Boston mana- 
ger, Equitable Society. Final speaket 
will be Lewis W. S. Chapman, LIAMA. 
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General Agents of Washington National Meet in N.Y.C. 


Watt, Mullins and Helverson of. H.O. Reveal Life and A.& H. Improvements 


Making the most of their opportunity 
to compare notes with home office offi- 
cials, the General Agents Association of 
Washington National met April 25-26 at 
St. Moritz Hotel, New York, in an at- 
mosphere of determination to maintain 
the comp: iny’s position in the competitive 
life and A. & H. markets. 

Henry Levine, general agent in New- 
ark, who is president of the association, 
presided | at the opening session and wel- 
comed the company guests. Samuel L. 
Albert, CLU, Boston general or was 
the afternoon chairman the first day; 
W. J. Edelman, Philadelphia general 
agent, presided the second day while 
President Levine busied himself with 
making everyone feel at home. 

Unfortunately Board Chairman R. J. 
Wetterlund could not attend but Paul 
W. Watt, president of Washington Na- 
tional, was on hand along with eight 
other high ranking home office executives. 

Close attention was given to Mr. 
Watt’s remarks about forthcoming A. & 
H. policy improvements, the new life 
rate book and the lapsation problem. He 
advised that under the direction of Third 
Vice President James T. Helverson the 
A. & H. lines written by Washington 
National are being reviewed with the 
thought in mind of making changes and 
improvements. “In association franchise 
business we are getting our share,” said 
Mr. Watt, “but in the individual A. & H. 
markets we are not.” He indicated that 
production in these lines is ahead for the 
year but it should be better. 

Mr. Watt then said that the home 
ofice has reacted favorably to the sug- 
gestion from the field that all life insur- 
ance rates be reviewed. The study is 
now being made by the actuarial depart- 
ment and within the next few weeks the 
general agents will know what rate re- 
ductions can be made. Mr. Watt was 
hopeful that favorable action would be 
taken in this connection. 

He further advised that a rate book 
revision is “in the works” which will em- 
body the new rates “if they are adopted.” 
It is expected, he said, that the rate 
book will be ready by January 1, 1956. 

Mr. Watt then expressed his personal 
appreciation to the general agents for 
their part in achieving the billion dollar 
“insurance in force” goal at the close of 
14. Stating that Washington National 
continues to remain in 47th place among 
life companies in the United States, the 
speaker said: “We cannot rest on our 
laurels. We feel that we can reach 
$1,191,000,000 by the close of 1955 and to 
achieve this end each department has 
accepted a certain production quota.” 
While first quarter results are not en- 
tirely to his satisfaction Mr. Watt felt 
that the production pace would quicken 
as the year progressed. The general 
agents gave him assurance of that. 


Mullins Concerned Over Lapsations 


Vice President Kenneth Mullins backed 
up Mr. Watt’s comment that a revised 
tate book was being readied and said that 
itwould be by ages rather than by policy 
forms. He dwelt in his talk on the lapsa- 
tion problem, noting that most of those 
experienced by Washington National are 
‘econd year lapses. He earnestly sought 
he general agents’ support in improving 
the lapse picture and said it would be to 
their own advantage to do He 
reasoned: “If you want to have com- 


So. 


betitive rates we must have good per- 
sistency, 


Agents want high commissions 


By Wattace L. Ciapp 


but we cannot give them with 
persistency. € 

Mr. Mullins urged that a careful study 
be given to the five-page home office 
letter on the causes of lapses. In com- 
plete accord with this suggestion the 
general agents by a show of hands indi- 
cated that they are putting into effect 


the proposed persistency rater. 


poor 


Helverson on New A. & H. Coverages 


The meeting greeted with enthusiasm 
Vice President Helverson’s comment 
that Washington National is planning to 
put on the market soon an individual 
and family major medical policy with 
deductible and coinsurance features. He 
told the general agents about other an- 
ticipated changes and improvements in 
policy coverage for individual A. & H. 
In addition he spoke of the possibility of 
higher writing limits of indemnities in 
the preferred classifications. 

Two panel discussions were conducted 
during the meeting, first of which was 
moderated by C. I. Newton, Manchester, 
N. H., general agent, and the second by 
Mr. Albert who posed the question: 
“Are general agents good business men ?” 


Naff Makes Hit in Recruiting Talk 


One of ~ hits of the meeting was the 
address by T. Naff, Chicago general 
agent, on “Teereating and Training on 
the Plus Side.” One of the company’s 
newer general agents, he now is in sec- 
ond place countrywide. Giving the mo- 
tivating philosophy = his man power 
program Mr. Naff said: 

“Our recruiting ines is entirely 
on the plus side. We are not satisfied 
with average; to be accepted in our or- 
ganization a man must be above average. 
He must be thoroughly imbued with the 
professional aspects of life insurance and 
that he is in it to make a_ successfu! 
career.” 

The speaker said it is important to 
have an agency office atmosphere that 
lends credence to one’s objective. He 
therefore laid out his office in Chicago 
so attractively that even at the start it 
gave the impression of a_ successful 
agency. “Our sole purpose then and now 
is to serve the agent and to give him the 
needed facilities to achieve his ‘plus’ ob- 
jectives. Staff assistance is of highest 
quality, library facilities are available, 
training is on a long range basis. 

It was decided, he explained, to give 
new men thorough training at the outset 
before they go out in the field. This 
training takes a minimum of three weeks 
but not more than 30 days. It is then 
supplemented by LUTC courses over a 
two-year period. “We encourage our 
men to complete LUTC and then try for 
CLU designation or some phase of ad- 
vanced life underwriting. We supplement 
these efforts with a sales clinic program, 
holding office meetings on Monday morn- 
ings. At these sessions we continue in 
group training the fundamental princi- 
ples involved in the individual training.” 


The Haff Recruiting Technique 


Mr. Haff said that in his recruiting 
interviews he takes a man through the 
sales processes, showing him the type of 
work he will be doing. “He is told about 
our basic presentation technique—a mem- 
orized sales talk—designed to be used on 
an appointment basis. Uppermost in mind 
is a desire to sell the recruit on the 
professional aspects of our business so 
as to make him a strong independent 





In Offing; Lapses Big Topic; Guest Speakers Are Quarto, Anderson, 


Gilmartin, Francis, Gutmann; Levine Extends Welcome 





PAUL W. WATT 
President, ieciaalai National 





contractor. In our recruiting process we 
devote from 15 to 30 hours to the men 
we have selected. Among other things 
we ask for a meeting with him and his 
wife to discussing budgeting.” 

The speaker then highspotted the 11- 
step selling procedure used in his agency 
in which the new agent must be thor- 
oughly grounded. The steps in the order 
given are: prospecting, qualify the pros- 
pect, pre-approach mailing or circulariza- 
tion of the prospect, approach (‘phone 
call or conversation to get an interview), 
verification of appointment with the 
prospect, preparation for the interview. 
Then comes the first interview followed 
by four further steps culminating in the 
second interview. Careful attention is 
also given to the “center of influence” 
approach. The new men are taught to 
think big in prospecting and encouraged 
to increase their calls as they gain in 
experience. 

Mr. Naff further brought out that the 
recruit is told that his commission earn- 
ings bear a direct relation to the pre- 
miums he puts on the books. Thus, 
premiums represent his par. He has to 
have X number of prospects which result 
in a certain number of calls. Then he 
must get a certain number of interviews 
from which a certain number of sales 
will result. “We put the play on ‘plus’ 
and the agent is constantly working for 
pluses in each of his par earnings,” said 
the speaker. He frankly tells the new 
“We interested in 


man: are not you 
unless you are above the average and 
can produce above average results. This 


is not a business of geniuses but one in 
which the agent puts a little more into 
his work to produce ‘plus’ or We 
are looking for ‘plus’ men and a ‘plus’ 
production. We won’t spend ry money 
on a new man unless we are sure he has 
what it takes. We want to see how many 
‘plus’ factors we can add up to make 
this recruit an outstanding agent.” 

The final thought expressed by Mr. 
Naff was that throughout his career he 
has put great faith in God and he feels 
that his agency staff should be imbued 
with the same faith. Another priceless 


HENRY LEVINE 
President, General Agents Association 


ingredient, he said, is love of wife and 
family. These qualities he considers of 
top importance in recruiting man power 


P. A. Quarto Speaks on LUTC Training 


As a guest speaker 
Pasquale A. Quarto, CLU, director of 
training for LUTC, stimulated consider 
able interest in the advantages of taking 
the prescribed courses. He maintained 
that LUTC is the general agent’s strong 


the second dav 


right arm. “The reason LUTC is sue- 
cessful,” he said, “is because it is com- 
prehensive, practical, on-the-job, inex- 
pensive. Furthermore, it offers national 
recognition and prestige.’ 

-Mr. Quarto told his audience about 
LUTC’s annual analysis of student pro 
duction before and after taking LUTC 
training. The results for the 1952-53 and 


1953-54 classes are as follows: 
YEAR AVERAGE MONTHLY 
PRODUCTION 
Ordinary Underwriters 


Ist 


1952-53 1953-54 
During LUTC . $26,970 $23,873 
Before LUTC 21,570 19,191 
Percentage Increase 25% 24% 


2nd YEAR AVERAGE MONTHLY 
PRODUCTION 


During LUTC 
Before LUTC 
Percentage Increase 





Mr. 
ideas, 

and explaining 
trains its students to solve 
ing problem through the use of what he 


In rapid-fire order 
sented 11 LUTC 
prospecting 


Quarto 
starting 
that 
the 


pre 
with 
LUTC 


prospect 


termed “the live list system.” He ex 
plained the executor’s fund, the readjust 
ment income fund, the approach to a 
family’s dependency problem, how to 
handle the programming of life income 
for the widow, the retirement income in 
which connection Mr. Quarto said “our 
biggest competitor in this market is mu 


tual funds.” He then gave the educa 
tional insurance approach, mortgage in 
surance techniques, sales tracks and the 


cycle which is recommended as 
(Continued on Page 37) 


selling 

















LINCOLN B. POLETTO of San Francisco, Cal., says — 


“While the bulk of my business cannot be attributed 
to life insurance programming, but rather to insurance 
for business purposes and estate clearance, I find that 
most of my sales actually develop from the Estate 
Control Plan approach. It pinpoints all of a prospect’s 
life insurance needs and paves the way for an effective 
and forceful sales presentation pitched directly to the 
individual’s circumstances.” 








fEtna Life’s leading producer for 1954, 
Mr. Poletto is a member of the 1955 Million 
Dollar Round Table. He joined Aitna Life 
in 1952. 


NE 
ate Co 
princ 
pgnize 
¢ sell 
onsta 
t—— E 
existe 
sin | 


ERNEST BRYDON of Philadelphia, Pa., says — ‘Y 4 ay 
yo tna | 

“Men rarely buy life insurance on logic. nou, 

However, a logical analysis and solution 4 : Bice B; 

makes a lot of sense to me as well as to my 

prospect in laying the groundwork for clos- ough 

ing the sale. The Estate Control Plan, elo- fully 

quent in its simplicity, brings the need for it er t 

personal life insurance into sharp focus, and 

is responsible for the major portion of my 

business.” 


Mr. Brydon is a graduate of Temple Uni- 
versity. He began his insurance career in 
1952 by attending the Home Office School. 
He has been a member of the Company's 
honor production club each year. 
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2e Hina Lifes Estate Control Han 


& 


is the foundation of career success 





A COMPLETE KIT. These tested and proved Estate Control Plan selling aids 
give tremendous leverage to a salesman’s skill. Developed and refined through 
almost 20 years of use, they simplify and streamline selling — result in a high 
percentage of successful interviews. 


DAT A HIGH-POTENTIAL MARKET. Etna Life’s exclusive Estate Control 
is unexcelled as an entree to the young family market. It also provides 
ong, continuing bond that ties policyholders to the salesman — retains 
holds them as they develop into big clients. 


UNE of the first sales systems of its kind — Aitna Life’s 
tte Control Plan was introduced in 1936. It pioneered 
ptinciple of sales through service and was immediately 
ognized as a significant contribution to modern insur- 
¢ selling techniques. 
onstantly improved through nearly 20 years of experi- 
¢—ECP is today one of the most advanced sales plans 
nxistence. Frequently agents report that its use results in 4 
sin 1 out of every 3 closing interviews. = am 
aresult, it has become the real cornerstone for success Attna Life Backs its 


| Etna Life. In addition to the highly successful Estate Control Plan, A:tna 
Life offers many more advantages, including . . . 


Salesmen All the Way 


hough 4 weeks of intensive training at the Home 


t Basic School, and in the field — new men become 
uughly versed in its use — quickly qualified to sell suc- 
fully in the immense family programming market. 

ter they add the advanced underwriting skills of Busi- 
Insurance — Estate Analysis — and Pension Trusts. But 
ugh the years, the Estate Control Plan remains their 
bread-and-butter sales tool —the solid foundation that 
brought great success to so many Aitna Life career 
lerwriters. 


pays to represent the Atna Lite 





@ Outstanding sales plans 
for the three other major 
markets: Business Insurance, 
Estate Analysis, Pension 
Trust. 


@ Complete facilities for 
writing Life, Group, Acci- 
dent and Health. 


@ A comprehensive training 


program in two Home Office 
Schools and in the field. 


@ Backing of Home Office 
experts on Group, Pension 
Trust, Salary Budget, and 
other specialized markets. 


@ The prestige of represent- 
ing a company which com- 
mands wide respect and 
acceptance. 
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Frank Whitbeck to Head 
Pioneer Western Life 


RESIGNS FROM UNION LIFE 


New Little Rock Company First To Be 
Formed There in Years; Whit- 
beck’s Career 


Whitbeck, CLU, vice presi- 
director of agencies, Union 
Rock, has resigned in order 
new legal reserve life 
insurance company. To be called Pioneer 
Western Life, it will be the first old 
line life company formed in Little Rock 
in 25 vears. Stock of the new company 


Frank L. 
dent and 
Life, Little 
to organize a 


Shrader Studio 
FRANK L. WHITBECK 
will be divided between common and 
preferred and sold at $14.90 per share; 
20,000 shares will be offered. Capital and 
surplus will be $299,000. 

Mr. Whitbeck joined Union 
agency assistant in 1942; was named 
agency secretary in 1943. After three 
years with the Army he returned to the 
Union Life and was named vice presi- 
dent in 1948. In 1951 he was elected vice 
_— and director of agencies. 

‘arly in his Union Life career he 
e. ame active in Life Insurance Agency 
Management Association. He appeared 
on programs of Small Companies Con- 
ference (now Agency Management Con- 
ference) for three years and is now 
chairman of the conference. Last De- 
cember he became a member of the 
LIAMA board. 


His Career 


A native of Oklahoma, Mr. Whitbeck 
at 21 entered insurance in Oklahoma 
City after attending University of Okla- 
homa, Oklahoma City University, George 
W ashington University and Oklahoma 
Central College of Law. He is a member 
of Arkansas bar; is a past director of 
Arkansas Safety Council and past presi- 
dent of Little Rock Chapter, CLU. In 
1954 he was named Senior Warden of 
Trinity Episcopal Cathedral Parish in 
Little Mrs. Whitbeck is the for- 
mer Butterfield of Oklahoma 
City, have two sons. 


Life as 


Rock. 
Beverly 
and they 





Home Life’s Record Month 


Home Life of New York, last month 
shattered all previous production records 
with $16,739,000 of paid-for Ordinary 
business. Announced by John H. Ev ans, 
vice president and manager of agencies, 
the March figure exceeded by more than 
$3,000,000 the volume reported in March, 
1954, which until now stood as the best 
month in company history. Mr. Evans 
also reported that the company’s year- 
to-date Ordinary production was 19.8% 
ahead of last year and greater than the 
total recorded in any other three-month 
period. 


More Power for N. Y. Supt. 


Governor Harriman has approved 
legislation giving the State Insurance 
Superintendent power to set up advisory 
rates of commissions paid to brokers 
and agents selling Group life and A. & H. 
insurance. Also signed was the bill re- 
quiring A. & H. companies to file with 
the Superintendent schedules of pre- 
mium rates, rules and risk classifications. 





Supreme Court Refuses 


Bankruptcy Case Review 
The Supresne Court of the U. S. has 
refused to review an Appeals Court 
decision in a bankruptcy case. The lower 
court decision was that five insurance 
companies should pay in full cash sur- 
render values of eight policies despite 
the fact that the companies have al- 
ready loaned to the bankrupt insured 
the full values. Companies are Equitable 
Society, John Hancock, Reliance, New 
York Life and Union Central. 





Increases Dividend 
Great American Life Underwriters, 
which holds more than 400,000 shares of 
Franklin Life stock, has paid a dividend 
to stockholders of $1 per share. The 1954 
payment was 60 cents. 





WANTED: MANAGER BROKERAGE Dept. 


For Strong, Progressive Southwestern Life Co. 


Must be able to open and manage brokerage life and accident 
and health department for stock company not now in 
brokerage field. Must have had experience in both life and 
A&H fields. Preferable age: 30-45. Give full details con- 
cerning your business, educational and community service 
background. Replies treated with strictest confidence. Salary 
open ... based on your experience, ability and responsi- 
bility you assume. Write Box No. 2309, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 





Bankers National Ordinary 
Business Up 21% in March 


Bankers Nationai Life, Montclair, N. J., 
reports March production was the great- 
est in the history of the company. Paid 
for Ordinary for the month increased 
21% over March of last year, and over- 
all company business was up 30% over 
March, 1954. 





a feature value: 


LPSGSCB 


$10,293.0 
premiums 


through yearly 


$1 2,226 80* , 


at Age 65 


$10,000 Lif 
r 30 years 


protection fo 


7 Like living 

= in a home 
for 30 years...then getting back 
more than you paid for rent. 





© over 30 years 


in CASH 


e Insurance 


4 *The dividends in this 

illustration are neither estimated 

nor guaranteed, but are computed on 

the same basis as the scale of dividends in 

effect at the date of this illustration, Jan- 

vary 1, 1955. Similarly, the interest rate 

assumed is that currently allowed on such 
accumulations. 


Like driving a 

car for 30 
years then getting back 
more than you paid for it. 


EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 


PITTSFIELD, MASS. 


e A MUTUAL COMPANY e« CHARTERED 1851 





Union Labor Changes 


(Continued from Page 1) 


year. Group life insurance in force at 
end of that year passed $708,000,000, an 
increase for the year of $205,000,000, 


Volpe 
-MATTHEW WOLL 


Total assets increased to $21,406,000. 
Present at the annual meeting of the 
shareholders where Mr. Woll and Mr. 
Tobin were given new titles were Lef- 


Fabian Bachrach 
EDMUND P. TOBIN 


fert Holz, Superintendent of New York 
Insurance Department, and _ Insurance 
Commissioner Charles Jackson of Mary- 
land, 
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Berkshire Life Names 
Three Company Officers 


ALCOMBRIGHT AGCY. SECRETARY 





¢. B. Liddiard Tabulating Division 
Manager; Paul R. White Made 


an Assistant Secretary 





At the quarterly meeting of the board 
of directors of Berkshire Life, held this 
week, Valmore E. Alcombright, George 
p. Liddiard and Paul R. White were 
elected company officers. 

Mr. Alcombright, who becomes agency 
secretary, has been with Berkshire since 
1931 and has served in many key home 
ofice departments. In 1947 he left the 
home office to join the company’s Pitts- 
feld, Mass., sales organization as a pro- 
ducing agent. In 1947-48 he was a mem- 
ber of the field advisory board. He is a 
member of the Berkshire County Life 
Underwriters Association and served as 
its secretary in 1952-53. He is also a 
member of the Life Advertisers Asso- 
ciation. 

Mr. Alcombright reentered the Berk- 
shire home office in October, 1951, as a 
member of the agency department staff 
in the capacity of director of field 
service. 

George B. Liddiard, manager of the 
tabulating division since joining Berk- 
shire in 1953, retains that title in his 
new official capacity. A native of Win- 
nepeg, Canada, Mr. Liddiard joined 
Great-West Life in 1932 where he re- 
mained until 1942, when he entered war 
work at the Canadian Car and Foundry 
Co., Fort William, Ontario. He was in 
charge of all tabulating work there until 
1945, when he returned to Great-West 
as tabulating department supervisor. 

Mr. Liddiard holds a fellowship in life 
insurance accounting. from Life Office 
Management Association and has been 
active in the Insurance Accounting and 
Statistical Association. 

Paul R. White, who was made an as- 
sistant secretary, became associated with 
Berkshire Life in 1953 as manager of 
the policy records and change section 
of the policyowners service division. In 
November, 1954, he was promoted to 
division manager. 

Mr. White attended Boston College 
in 1942-43 and was graduated from Tufts 
College in 1947 with an A.B. degree, fol- 
lowing three years of Naval Service. In 
that same year he entered the home 
office of Massachusetts Mutual as a 
supervisor in the benefit department. 
He has completed LOMA sections and 
has acted as an instructor in classes 
conducted for Berkshire Life home office 
employes. 





New Post for Leavitt Howard 


Leavitt Howard, associate advertising 

manager, John Hancock Mutual Life, 
has been appointed director of public 
services, according to an announcement 
by Vice President Robert P. Kelsey. 
In addition to assisting Mr. Kelsey and 
Second Vice President Richard P. 
Waters, Jr., in the administration of 
the John Hancock’s public services de- 
partment Mr. Howard will continue to 
serve as associate advertising manager. 
A graduate of Harvard University he 
spent several years in the field of ad- 
vertising and sales promotion before 
joining the John Hancock advertising 
department in 1940. He was appointed 
assistant advertising manager in 1948, 
and associate advertising manager in 
1954. During World War II, Mr. Howard 
was four years in the Army in the 
Mediterranean and European theatres, 
and was discharged with the rank of 
captain. 





N. Y. Women Meet May 3 


The League of Life Insurance Women 
will meet at 3 p.m. in the home office 
ot the New York Life, 51 Madison Ave- 
nue, New York. Giles Baker of “Busi- 
ness Activators, Inc.,” will speak on 
Prospecting. 





Yates-Woods Agency Sets 
Record for First Quarter 


Paying for over eight million of life 
(exclusive of Group and _ annuities) 
the Yates-Woods Agency, Massachusetts 
Mutual, Los Angeles, set a new first 
quarter production record for any agency 
of the company. January and March 
were three million dollar months for the 
agency. 

Approximately 2!%4 million of the rec- 
ord total was produced by agency asso- 





MUTUAL BENEFIT AGENTS MEET 
Agents 


ciates with the agency for two years or 
less. 

John W. Yates and Robert L. Woods, 
CLU, general agents, received the com- 


The eight-member Advisory 
Mutual 


at the home office, April 27-28, 


Committee of 3enefit Life met 


to dis- 


pany’s Manpower Award at the General Seer 

Agents Conference last month in Hot CuUss with company officials, agents’ sales 
Springs, Va., as a result of new organi- techniques and procedures, ideas and 
zation paying for six million for the year problems. Among the committee mem 


bers are chairman, Harold N. Covert, 
Jr., of Philadelphia agency; George D. 
James, Jr.. CLU, Albany agency, and 
Marvin V. Henkel, CLU, Newark 
agency. 


1954, over 35% of the agency’s 22 million 
grand total. The agency was also cited 
for attaining second place in the annual 
President’s Trophy competition for the 
year 1954. 
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Occidental agents and brokers using our new 

visual sales presentation—PAID UP?—will find 

it solves the problem of getting the prospect's 

attention, and keeping it long enough to tell the 

story of Occidental’s outstanding Group Term 
and Paid Up plan. 


ccidental Life 


HOME OFFICE * LOS ANGELES 


INSURANCE 


COMPANY 
OF CALIFORNIA 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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Life Investors Fund 

Buys Limit in Six Cos. 
FIRST REPORT BY BY NEW FUND 
Put Million in Each of of Sitieiais Life, Conn. 


Ceneral, Lincoln National, National 


L &A, Transamerica, Travelers 


By Levertnc CartwricHt 


Life Insurance Investors, Inc., the new 
$21 million investment company, in its 
first message to stockholders over the 


signature of President Raymond T. 
Smith, announced that it has already pur- 
chased about $1 million of stock in each 
of the following companies: 

Aetna Life, Connecticut General Life, 
Lincoln National Life, National Life & 
Accident, Transamerica Corp. (owner of 
Occidental Life of Angeles) and 
Travelers. 

L. I. L, Inc., received its capital funds 
on February e% and in the subsequent 
11 weeks invested $8,544,438 or 40.7% “in 
life insurance stocks of high quality and 
at prices which I believe represent sound 
values.” L.I.I. is confined in its pro- 
gram to investing not more than 5% of 
its assets in the stock of any one com- 
pany. This limit has been already in- 
vested in the six companies named. Also, 
according to Mr. Smith, purchases have 
been made in 11 other companies, but 
until the purchasing program has been 
completed as to any one of them, the list 
is not being published. There are a lot 
of whispers as to which companies are 
being added to the list, the gossip in- 
cluding Continental Assurance and Con- 
tinental Casualty, which owns a large 
part of Continental Assurance; Gulf Life, 
Life & Casualty, Missouri Insurance Co; 
Northwestern National Life, etc. 


Los 


See Time Opportune 


Investment observers feel that this ini- 
tial investment was made at an oppor- 
tune time. The life insurance stocks 
have been in the doldrums for the past 
couple of months. Now, there appears to 
be renewed interest in such stocks, in 
the wake of the considerably elevated 
general stock market, and there hz ive 
been some handsome increases. For in- 
stance Travelers got up to the $2,300 
level whereas the chances are that L. I. I. 
bought most of its Travelers close to 
$2,000. Transamerica got up to about 
$43, but eased off to about $41/% as the 
day approached for the sale of 1,300,000 
additional shares. Franklin Life got over 


$100 for the first time and Great Amer- 
ican Life Underwriters which owns six 
shares of Franklin for each share of 
G.A.L.U. began to move and edged 
up toward $400. 

L. I. 1., Inc., was brought out at $16.25 
by White, Weld & Co. and J. C. Brad- 
ford & Co. of Nashville. The underwrit- 


ing discounts and commissions were $1.23, 
producing proceeds to the company of 
$15.02 or $21,028,000 to be exact. The 
stock sold at a little premium for time, 
but then began to sag and the “free 
riders” flipped off. As a result the stock 
sold as low as $15. Then some of the 
traders began to see the opportunity 
of picking up this package with all the 
underwriting costs squeezed out of it 
and the tide turned. 

“Your company,” Mr. Smith wrote, “is 
inviting offerings of blocks of life stocks 
for consideration rather than actively 
entering the open market and_ bidding 
for small amounts. This has proven to 
be a desirable method of acquiring our 
portfolio,” 


Hagan New Monarch Life 
General Agent at Boston 


Benjamin F. Hagan of Monarch Life’s 
Hartford, Conn., agency has been named 
general agent for Boston, succeeding 
Dwight H. Magovern, who recently re- 
quested retirement because of ill health. 

Mr. Hagan is a veteran of nine years 
with the Monarch in Hartford—seven 
years as a field underwriter and the last 
two as agency supervisor under the com- 
pany’s management training program 











Pach Bros., N.Y. 
JOHN W. LANGDON 


Two appointments by Home Life of 
New York, have been announced by 
President William P. Worthington. John 
W. Langdon has been appointed an as- 
sistant manager of agencies and Robert 
S. Rouffa has been named Group under- 
writing manager. 

Mr. Langdon, formerly an agency field 
assistant in the agency department, 
joined Home Life in 1950 as a_ field 
underwriter with the Baltimore Agency. 
After successfully building a clientele 
through “Planned Estates,” the com- 
pany’s service for owners of life insur- 
ance, he was transferred to the home 
office in January, 1954 and, since that 
time, has taken over administration of a 
group of agencies. 

3efore coming into the life insurance 
business with Home Life, Mr. Langdon 
held positions in sales management and 
public relations. He attended Regis and 
Loyola Colleges. During World War II, 
Mr. Langdon served with the Army in 
the Southwest Pacific, attaining the rank 
of captain and winning the Bronze Star 
Medal. 


Langdon and Rouffa Get New Posts With Home Life of N. Y. 





Pach Bros... N.Y 
S. ROUFFA 


ROBERT 


Mr. Rouffa joined Home Life in 1950 
as a member of the actuarial department. 
Assigned to work with the Group depart- 
ment on actuarial matters, he was named 
actuarial assistant in 1951 and assistant 
actuary in 1952. Mr. Rouffa was elected 
an officer of the company at the time 
of the latter appointment. 

For some time, Mr. Rouffa has been 
concentrating his efforts on actuarial re- 
search, mainly in the Group insurance 
area, and assisting in phases of Group 
underwriting. In his new post he will 
have charge of Group underwriting, in- 
cluding evaluation of cases as well as 
the preparation and issuance of policies. 
Also certain Group insurance statistical 
and dividend work will be under his 
direction. 

A graduate of Massachusetts Institute 
of Technology, Mr. Rouffa received a 
master’s degree in actuarial science from 
the University of Michigan in 1949. He 
is a Fellow of the Society of Actuaries 
and had experience with a west coast 
company before joining Home Life. He 
is a Navy veteran. 





To Honor W. O. Menge 


This May, representatives of Lincoln 
National Life will observe President’s 
Month in honor of its President Walter 
O. Menge. This one-month contest will 
climax the company’s drive to attain 
$7,060,000,000 of insurance in force by 
convention time in June when the com- 
will celebrate its 50th anniversary. 
Month feature both 

agency competition and 
will be based on paid business. Indi- 
viduals can qualify for the President’s 
Month honor roll by producing $20,000 
or more of eligible business, provided 
premiums also meet specified require- 
ments. There will be four groups of 
winners. Business to count must be sold 
during May and paid for by June 20, and 
contest volumes will be determined in 
accordance with the company’s conven- 
tion club rules. All members of the honor 
roll will receive personal mementos from 
Mr. Menge. 

The company’s agencies will compete 
on a percentage-ot-quota basis for Presi- 
dent’s Month plaques which will become 
the perm: inent possession of the agencies 
winning them. 


pany 
President’s will 


individual and 


ADVANCED TRAINING COURSE 

Eleven members of Indianapolis Life’s 
field force have successfully completed 
an advanced training course in program- 
ming. The course, conducted by Educa- 
tional Director Ivan V. Snyder was held 
at McCormick’s Creek State Park in 
Southwestern Indiana April 18-22. 


R. J. O’Neil General Agent at 


Peoria for Conn. Mutual 
J. O’Neil as 
agent at effective 
1, has been announced by Connec- 
Mutual Life. 

As head of the Peoria agency, Mr. 
O’Neil succeeds Chester T. Wardwell, 
who is retiring from active agency man- 
agement work after 23 years as general 
agent there. Mr. Wardwell announced 
that he will continue his affiliation with 
the agency as associate general agent, 
devoting his full time to sales work. 


Appointment of Robert 
general Peoria, Ill., 
May 


ticut 


Mr. O’Neil, a native of St. Louis, 
attended Washington University and 
served three years in the Naval Air 


Corps during World War II. He joined 
Connecticut Mutual in 1949 as an agent 
at Peoria and was appointed agency su- 
pervisor in 1952. 


Record Month in March 
For Midland Mutual Life 


During March, representatives of 
Midland Mutual Life, produced a record 
volume of new insurance. Charles E. 
Sherer, director of agencies, announced 
that paid-for business totaled $3,893,772, 
more than 43% ahead of March, 1954, 
and almost $500,000 above the previous 
high for a single month. 

Setting the pace among Midland Mu- 
tual’s field forces were the Columbus 
general agency, headed by Herman O. 
Tice, and the Beverly Hills, Calif., gen- 
eral agency, headed by Sam Van Elgort. 


John Hancock Aviation 
Coverage Liberalized 


HOW NEW RULES APPLy 


Coverage for Passengers in Private o; 
Chartered Aircraft; Some Additional 
Benefits Given 





The John Hancock has announced , 
liberalization in its aviation coverage, 

Effective as to claims incurred On or 
after April 13, 1955, the only aviation 
deaths or specified losses excluded from 
coverage by aviation exclusion clauses 
will be those resulting from travel or 
flight in or descent in or from any 
kind of aircraft on which the insured 
is a pilot or a member of the crew, or 
which is being operated for any tr: aining 
purpose. 

The general effect of the liberalization 
is to extend the coverage to insureds 
for losses resulting from traveling as 
passengers in private or chartered air. 
craft, where such coverage has not pre- 
viously been granted under: 

(1) provisions for additional benefit for death 
by accidental means under all Ordinary, Month. 
ly Debit Ordinary, Weekly Premium “Industrial 
and Monthly Premium Industrial policies oyt. 
standing or, being currently issued, 

(2) provisions for benefits for loss of sight 
or limbs and additional benefit for death, by 
accidental means, under all Employe Insurance 
— outstanding or being currently issued, 
an 

(3) special aviation a under all Ordi- 
nary and Monthly Debit Ordinary policies out. 
standing 


Also, with respect to claims incurred 
on or after April 13, 1955, for total and 
permanent disability benefits, the John 
Hancock will waive any aviation ex- 
clusion clauses which may be contained 
in any total and permanent disability 
provision under all Ordinary and Month- 
ly Debit Ordinary policies outstanding 
or being currently issued. The effect 
of this waiver is to make such aviation 
clauses inoperative. The total and per- 
manent disability provisions under poli- 
cies in the company’s Multiple Protec- 
tion series, and the provisions for 
benefits for loss of sight or limbs in 
Multiple Protection and Industrial poli- 
cies do not contain an aviation exclusion 
clause. 





Howard J. Rosan Is Named 
Associate Editor of Query 


Howard J. Rosan, CLU, president of 
the Samuel D. Rosan agency of Con- 
tinental Assurance, New York, has been 
appointed an associate editor ‘of Query, 
the monthly public relations periodical 
of the American Society of Chartered 
Life Underwriters. 

At the recent meeting of the execu- 
tive committee of the American Society, 
Mr. Rosan’s appointment was confirmed 
after the Query board had recommended 
his name for the position. 

Mr. Rosan is prominent in life insur- 
ance circles in New York City and in 
community activities in Riverdale, N. Y, 
where he lives. He entered the life in- 
surance business in 1945 after having re- 
ceived the government’s Naval Ordnance 
Development Award for guided missile 
research at Cornell Aeronautical labo- 
ratory in Buffalo, and became president 
of the Samuel D. Rosan Agency in 1952. 
He was awarded his CLU designation 
the same year. 

Query is published monthly for mem- 
bers of the American Society under the 
editorship of Eugene P. Walsh, New 
York attorney, and two associate edi- 
tors. The other associate editor is 
Donald G. Mix, CLU, sales promotion 
manager for State Mutual Life. 


Mutual Benefit Reports 


First Quarter Increases 


Mutual Benefit Life reported a 25% 
increase in the sale of life insurance 
for the first quarter of 1955. The com- 
panv’s field force sold $85,435,564 of life 
insurance during January, February and 
March. This compared with $68,126,436 
of life insurance coverage sold during 
the same period of last year. 
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N, J. State Sales Congress 
At Sea Girt on May 11 


The annual sales congress of the New 
jersey State Association of Life Under- 
yriters will be held at the Sea Girt Inn, 
cepirt, MF May 11, starting at 

am. 

Mopeakers will be Charles R. Howell, 
cLU, Commissioner of Banking and In- 
qirance, State of New Jersey; Umberto 
\ Palo, special agent, The Prudential, 
“Heart to Heart Selling”; Francis _L. 
Merritt, CLU, director of training, Mu- 
ial Benefit Life, “Fourteen Ways to 
Double Your Production”; Peter W. 
Rove, merchandising coordinator, New 
jersey Bell Telephone Co., “Dollars and 
Sense”; and Ralph K. Lindop, general 
went, Monarch Life, New York, “Twins 
Should Not Be Separated.” 

“Chairman of the committee is Kenneth 
W. MactWhinney, Jr., associate general 
agent, John Hancock. Other members of 
the committee are George W. Owens, 
general agent, Monarch Life, speakers; 
Charles F. Shaw, Jr., Equitable Society, 
arrangements; and Carl Herzog, staff 
manager, The Prudential, publicity. 





Herbert Bartholdi Named 
Minn. Mutual Comptroller 


Herbert Bartholdi, associate comptrol- 
ler of Minnesota Mutual Life, was ap- 
pointed company comptroller at a recent 
hoard meeting. He replaces the late 
John Joseph Schoeller. 

Mr. Bartholdi, a native of Duluth, 
Minnesota, took a B.A. degree at the 
University of Minnesota and a Master’s 
degree at the Harvard Business School. 
He joined the comptroller’s department 
of Minnesota Mutual in 1934. He is a 
Fellow of the Life Office Management 
Association Institute and is active in 
that organization. He is also a member 
of the Insurance Accounting and Sta- 
tistical Association. 





In Manhattan 


—— > 


"Ask PEYSER 
About It’ 


———> 


— 


PERCY A. PEYSER 
General Agent 


THE MANHATTAN LIFE 
140 West 57th Street 
New York 19 

Circle 7-3963 








B. S. Ford Named in Memphis 


Bruce S. Ford has been appointed 


general agent in Memphis, Tenn., for 
Atlantic Life, Charles W. Phillips, vice 
president and superintendent of agencies, 
has announced. 

Mr. Ford entered the life insurance 
business in 1950 as a special agent in 
Memphis for the Prudential. From 1945- 
48, he saw service as a purser aboard a 
U. S. Merchant ship. 





G. A. Walter Gets Award 

Announcement is made by Canada 
Life of the presentation of the Presi- 
dent’s Award to Graham A. Walter, 
manager of its Toronto Osgoode branch. 
This is the second consecutive year in 
which Mr. Walter has earned this 
trophy. 

The President’s Award is the highest 
honor attainable by a Canada Life mana- 
ger and is emblematic of efficiency in 
all phases of branch management. 


Samons-Press Agency 
Notice of the appointment of the 
Samons-Press Agency, to succeed the 
late Julius Eisendrath as managers of 
Guardian Life, which appeared in last 
week’s The Eastern Under- 
writer, erroneously referred to the new 
agency as the The 
agency is to be known as the Samons- 
Press Agency and is located in the Em- 
pire State Building. A. Aaron Press and 

Bernard Samons are co-managers. 


issue of 


Samons-Agency. 





* 





Issued between Ages 10 to 70 


x kek *& 


Minimum face amount: $10,000 
Maximum: $100,000 


Soe 


All standard policies include without 
specific extra charge the Waiver of 
Premium feature, effective to age 60. 





PREMIUM 
10-10 





INSURANGES 


* 


WINNER 








Not 1, But 2 Guaranteed Reductions in Premium... 
10% Reduction at End of First 10 Years. A Second 10% 
Reduction at End of 20 Years... OR, if the Policyholder 
wishes he may Continue the Original Premium and 
secure a Paid-Up Whole Life Policy... Ask the Man from 
Manhattan about this new Manhattan Life Policy that 


provides permanent protection at low net cost. 





of NEw YORK, 
Home Office: 120 West 57th Street, New York 19, N. Y. 
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Washington National Names 
Pruitt Lubbock Genl. Agt. 


Washington National has appointed 
French S. Pruitt as general agent in 
Lubbock, Texas and vicinity. Prior to 
his induction into the military service in 
1942, Mr. Pruitt was associated with the 
Texas Company in Dallas. He resumed 
his sales work in 1945 for Enterprise Inc. 
of Dallas and later, in 1947, acted as 
sales representative for the Allbright- 
Nell Company of Chicago. French Pruitt 
entered the insurance business in 1951 as 
an agent in Dallas for Great National 
Life and remained in this capacity until 
his present appointment. Never lower 
than 3rd as an agent for Great National, 
he distinguished himself as the leading 
agent in 1952 in total premium income. 
In 1953 he qualified as a member of the 
Million Dollar Round Table. 

A graduate of the University of Texas, 
Mr. Pruitt is a graduate of the two 
year Life Underwriter Training Council 
Course and Southern Methodist’s Insti- 
tute of Insurance Marketing and is cred- 
ited with two years of CLU training. 


Equitable Society 


Pension Forums 


The Equitable Society in May will 
conduct its third series of one-day 
Pension Forums in centrally located 


cities throughout the country. Purpose 
of these forums will be to examine re- 
cent legislative, economic and social de- 
vetopmonts currently influencing pension 
planning at the executive level. Of spe- 
cial interest will be presentation by an 
official of the Ohio Oil Co. of the highly 
successful methods of that company in 
publicizing its welfare plans to its em- 
ployes. The program will also highlight 
a timely discussion by an officer of the 


Equitable’s investment department re- 
garding its security portfolio and the 
impact of Equitable’s investment  poli- 


cies on the cost of providing pensions. 
In New York City two forums will be 


held at Essex House—May 23-24. Bos- 
ton panel will be May 26. First of the 
meetings will be in Detroit, May 2. Chi- 


cago comes on May 3-4 and then follows 


Kansas City, San Francisco, Los An- 
geles, New Orleans, Philadelphia, May 
16, and Pittsburgh. 


Northwestern Mutual’s 
Mortgage Loans Rise 


OVER 75,000 ON COMPANY BOOKS 





President Fitzgerald Gives First Quarter 
Report; Life Insurance Sales 
Continue to Gain 





A spectacular rise in mortgage loan 
business and an increasing demand for 
investment funds were reported by 
President Edmund Fitzgerald as he 
made his first 1955 quarterly report to 


the trustees of Northwestern Mutual 
Life. 
“The demand for investment money 


stems from the tremendous pace being 
set by the home building industry,” Mr. 
Fitzgerald said. “Northwestern Mutual, 
itself, has set quite a pace, loaning 
nearly $7114 million during the first 
three months of 1955. This is a 126% 
increase over the same period last year. 

“The company plans to transact one- 
quarter of a billion dollars of mortgage 
loan business this year,” he added, “and 
over two-thirds of our current mortgage 
loans are residential.” 

Mr. Fitzgerald added that Federally 
guaranteed and insured home loans be- 
ing made by the company now carry 
larger down payments, in line with cur- 
rent thinking that too free credit is 
unwise. He also noted that foreclosure 
and delinquency cases continue to be at 
a minimum. 

Northwestern Mutual has 75,414 mort- 
gage loans on the books for a total of 
$882,777,036. That figure was broken 
down as follows: residential loans, $551 
million; city loans, $276 million; and 
farm loans, $55 million. 

Meeting in the Milwaukee home office, 
the trustees elected Cyrus L. Philipp, 
president of the Union Refrigerator 
Transit Co. of Milwaukee, to North- 
western Mutual’s Finance Committee. 

Increase in Sales 


Mr. Fitzgerald also told the trustees 
that the company’s continued steady 
increase in life insurance sales is due to 
the present day emphasis on _ estate 
planning and business life insurance. As 
previously reported, Northwestern Mu- 


The BARON 


suggests: 





QUADRUPLE PROTECTION 


when needed most! 


Imagine! $5,000 of regular Life Insur- 
ance becomes $20,000 for 10, 15 or 20 
years . . . just by asking. Competes 
with 20-year level term, yet has Cash 
Call "The Baron." 


Values. 


DAVID H. BARON AGENCY 


United States Life Insurance Co. 


New York 5, N. Y. 
REctor 2-3861 


55 Liberty St. 





tual sold $144 million of insurance dur- 
ing the first quarter of this year, a 5.6% 
increase over the pace it set in 1954, the 
biggest sales year in its 98-year history. 

“The | policies themselves have also 
grown,” Mr. Fitzgerald said. “The aver- 
age policy issued during the first quar- 
ter is 30.3% larger than it was in 1954.” 

The Milwaukee risk firm now has 
1,542,321 policies in force for a total of 
$7,038,235,771 an increase of 4.66% over 
last year. 

Trustees were told that assets of the 
company now stand at $3,278,485,977_an 
increase of 5.8% over a year ago. Be- 
sides mortgage loans, the company’s as- 
sets include: bonds, $2, 104,658,000; policy 
loans, $117,603,000; real estate invest- 
ments, farm, land contracts, and home 
office property, $57,755,000; preferred 
stocks, $43,680,000; and cash, $22,068,000. 

Income during the first quarter to- 
taled $131 million while disbursements 
were $90 million. Chief sources of in- 
come were: premiums, $70 million, and 
investment earnings, nearly $29 million. 
Among the disbursements were: taxes, 
nearly $6 million, and money paid to or 
held for policyholders or beneficiaries, 
$66 million. Of that figure, $14 million 
was paid in dividends and over $18 mil- 
lion in death benefits. 
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Sales & Management Executive With Proved Ability Available 
For Progressive Group Life and A. & H. Company 


Somewhere in eastern United States or Canada there’s a life insurance com- 
pany whose 1955 production will benefit by the outstanding sales record of 
this college-trained executive (CLU) now available . . . with first-hand knowl- 
edge of group life, group A. & H. and Ordinary selling. 


QUALIFICATIONS 


'. Fifteen years of personal production, both Group and Ordinary, for one of | 

America’s largest companies. 
ix years as Group manager in Canadian territory for large U. S. company. 
ales ability demonstrated under keen competitive conditions. 


3. Most recent assignment—regional group manager for Eastern seaboard states 
of New York company. Responsible for a large percentage of total Group 


4. Has thorough understanding of both Ordinary and Group markets; proved 
ability to handle large lines where specialized knowledge is required. 


5. Has directed sales efforts of others; accustomed to management responsi- 


C apable of earning in the five figures annually. References will be furnished by 
previous company. If interested in these qualifications, address Box 2310, The 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 
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We’re looking for an able 


Sup’t. of Agencies 








He has had considerable experience 
in recruiting and training. If he knows 
life brokerage business, all the better, 


If you are this man, this “once in a 
lifetime” opportunity is open! 


You'll enjoy selecting and guiding 
General Agents and Fieldmen for this 
friendly, progressive, growing New 
York City company. 


If you are stymied in your present 
position, are 28 to 45 or so years old, 
and want to get ahead, you'll like this 
job! The salary is open. 


Write directly to me, in full conf. 
dence, giving your educational back. 
ground, agency experience and salary 
requirements. 


George Kolodny, President 
POSTAL LIFE INS. CO. OF N. Y, 
511 Fifth Avenue 
New York 17, N. Y. 











Manhattan Life Reports 


Record Production Year 


Manhattan Life reports that its vol- 
ume of new paid-for life insurance writ- 
ten in 1954 set a record, as did its 
year-end insurance in force and admitted 
assets. New paid-for business, all lines, 
was $132,744,466, compared with 1953 vol- 
ume of $90,600,606, including revivals and 
increases. 

Insurance in force stood at $511,032- 
061 at year end, compared with $415- 
966,673 in force on December 31, 1953. 
The gain of approximately $95,000,00 
was by far the largest ever achieved 
by the company in one year. Admitted 
assets reached $90,330,880 at the end of 
1954, as against $82,176,077 at the end 
of 1953. 

Premium income during 1954 was 
$16,173,238 and $14,431,043 in 1953. Pay- 
ments to policyholders and beneficiaries 
were $7,713,880 in 1954, compared with 
$6,420,117 in 1953. 





W. C. Creighton Promoted 


William C. Creighton, associate re- 
gional manager of the Intermountain 
mortgage loan office of The Prudential, 
Boise, Ida., has been promoted to re- 
gional manager of that office. 

Mr. Creighton succeeds R. G. Royer, 
who is retiring from active service with 
the company. As regional manager ot 
the Intermountain office, Mr. Creighton 
will be in charge of a territory which 
includes the states of Idaho, Montana, 
Utah and a portion of northern Nevada. 
The in-force loan account of the Boise 
headquarters is comprised of  10,%/ 


loans totaling $83,040,000. 





SCHRIVER DAYTON SPEAKER 

Dr. Lester O. Schriver, managing di- 
rector of the National Association of 
Life Underwriters, discussed “Living i0 
Tomorrow’s World” at a recent luncheon 
meeting of the Dayton Association 0 
Life Underwriters. The Dayton Cham- 
ber of Commerce co-sponsored the event. 
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Continental Assurance Appointments 


Hamor, Grant, Morrison, Green and Simms Made Superin- 
tendents of Agencies; Fontaine Named Director of 
Advertising; Other Promotions Announced 


Continental Assurance has announced 
12 appointments as part of a program 
io definitize home office agency depart- 
ment organization, a need arising from 
the company’s rapid growth and expan- 
gon. “As the company has grown,” Con- 
inental pointed out, “new areas of ac- 
tivity have demanded increasing atten- 
tion.” : : 

Title changes and new assignments in- 
clude the naming of five superintendents 
of agencies with responsibilities as indi- 
cated. Robert B. Hamor and John T. 
Grant have been named superintendents 
of agencies for the midwestern and Pa- 
cific Coast departments respectively. Al- 
bert B. Morrison has been named su- 
perintendent of agencies for the eastern 
department under the direction of Har- 
low G. Brown, vice president. 

In the home office, Paul C. Green, 
(LU, has been named superintendent of 
agencies responsible for new _ business 
development, which includes advertising, 
field services, planning for agency con- 
ferences, and agency research and an- 
alysis. Marshall B. Simms has _ been 
named superintendent of agencies with 
responsibility for all aspects of home 
office agency administration. 

Robert L. Fontaine, formerly director 
of publicity, has been named to the 
newly-created position of director of ad- 
vertising, responsible for general and 
trade press advertising, publications and 
sales promotion. . 

Charles W. Kraemer, formerly as- 
sistant superintendent of agents, field 
service division, has been named to the 
newly-created position of director of 
field services, responsible for sales train- 
ing and education, preparation of sales 
materials, and providing of miscellane- 
ous agency services. 

Named as assistant superintendents of 
agencies are Huston Leonard, Pacific 
Coast department; William H. Day, and 
Edward N. Maloney, eastern depart- 
ment, formerly agency supervisors. 

Earl G. Cleal, formerly superintendent 





Leon Jonas Honored at 
Mutual Benefit Luncheon 


Leon Jonas, supervisor of the Edward 
L. Rosenbaum Agency, Mutual Benefit 
Life. New York, was the guest of honor 
at a recent luncheon at the Bankers 
Club. The occasion was in recognition 
of his receipt of “The Builders’ Award,” 
which is given annually by the company 
to the supervisor “whose performance 
shows over-all excellence in recruiting, 
uit production, sales management and 
cooperative effort.” 

Honoring Mr. Jonas, in addition to the 
Rosenbaum agency force were H. Bruce 
Palmer, Richard E. Pille and Charles 
Heitzeberg, president, vice president in 
charge of agencies and second vice presi- 
dent and director of agencies, respec- 
twely of Mutual Benefit Life. In making 
the Presentation, Mr. Palmer called at- 
tention to the outstanding progress of 
the agency and the part that Mr. Jonas 
has played in its rapid development. Al- 
though only seven years old, the Rosen- 
”aum Agency is currently among the 
company leaders. The agency passed the 
$50,000,000 mark of life insurance in force 
last year. 

Assistant to the general agent of the 
\osenbaum Agency is James P. Carr. 





JR. A. BARBER APPOINTED 
Robert A. Barber has been appointed 
iead of The Prudential’s New Kensing- 
‘on, Pa. district succeeding Paul E 
ng whose promotion to asssociate di- 
tector of the company’s Allegheney re- 
sion was announced recently. 





of agency accounting, has joined the 
agency department as agency secretary, 
and will be responsible for supervision 
of this division including service liaison 
with all operating departments. 


Republic National Promotes 
McRae, Thomas, Daniels 


Three promotions have been announced 
at Republic National Life, Dallas. Colin 
E. McRae has been advanced from as- 
sistant secretary to assistant vice presi- 
dent, agency underwriting; and Malcolm 
D. Thomas from assistant secretary to 
assistant vice president, reinsurance un- 
derwriting. Jack F. Daniels has been 
named assistant secretary, reinsurance 
underwriting. 





Rated ‘“‘A’’. 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
*% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
% NO BUSINESS WRITTEN DIRECT /Q)gefia 00 
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We'd like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 


AMERICAN HEALTH 


INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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McElwrath Is Given 
Management of Sales 


MADE V.P. OF NEW YORK LIFE 
Achieved Notable Sales Records as Man- 


ager of Branches; Has Been a 


Field V.P. 





G. Thomas McElwrath, CLU, has been 
elected vice president of New York Life 
and have supervision ‘of 
management training and_ sales 
training programs as well as directing 
field activities. He been 


will over-all 


sales 


relations has 





G. THOMAS McELWRATH 


field vice president of the South Pa- 
cific division in Los Angeles. 

Mr. McElwrath who was born in Ten- 
nessee and spent his boyhood in May- 
field, Ky., was educated at Columbia Uni- 
versity and University of California. He 
became an agent of New York Life in 
1934 and three years later was appointed 
assistant manager, Southern California 
branch. In 1942 he took the manage- 
ment of the Long Beach branch where 
in three years he increased its produc- 
tion from $1,900,000 to $4,500,000. In 
1945 he was made Memphis branch man- 
ager, increasing in four years its produc- 
tion from $3,800,000 to $7,500,000.  Fol- 
lowing a brief time as manager at Balti- 
more he was assigned to Atlanta in 
which city he made another outstanding 
record. 

In 1952 he became superintendent of 
agencies in the home office in charge of 
management training program. In the 
home office he completed the agency de- 
partment orientation program and also 
an indoctrination course in underwrit- 
ing, Group, A. and §S., real estate and 
mortgage loans, investments and other 
department operations. 

Mr. McElwrath was elected field vice 
president of the Southeastern division 
in 1953; and in same year was trans- 
ferred to Los Angeles as field vice presi- 
dent of a newly established South Pa- 


cific division. In 1954 that division 
showed a sales increase of 44.4% over 
1953. 


Steering Committee of 


Philadelphia Group Ass’n 


A steering committee responsible for 
running the Philadelphia Group Super- 
visors Association has been appointed. 
Chairman is Francis L. Doyle, Jr., CLU, 
who is with New England Mutual. Other 


members are Robert A. Apple, Aetna; 
F. W. Banfield, CLU, State Mutual; 
Frank J. Kelly, Connecticut General; 


James W. Kerl, Sun Life. At the last 
meeting J. Milton Neale, vice president, 
Girard Trust Corn Exchange Bank 
highly praised the association. 
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N. Y. Life Studying 
Polio Benefit Status 


HAS TAKEN NO ACTION YET 





Phillips Says General Experience Under 
H. and S. Expense Policies Shows 
Morbidity Cost Increase 





The Eastern Underwriter asked the 
New York Life for the attitude in refer- 
ence to premiums for the polio benefit 
based on the vaccine discoveries by Dr. 
Jonas E. Salk. News of the success of 
this development became public April 12 
following an evaluation report made by 
Dr. Thomas Francis, Jr., that the vac- 
cine could prove so effective as to eradi- 
cate the terror of paralysis. In response 
to the inquiry of The Eastern Under- 
writer James T. Phillips, vice president 
and chief actuary of New York Life, 
said: 

“We have not yet completed a detailed 
analysis of Dr. Francis’ report. How- 
ever, there appears to be no question 
but that we can anticipate a marked 
reduction in the frequency of polio cases, 
both because of the immunizing effect 
on those who have been inoculated and 
because of the reduction in the number 
of persons who are carriers of the dis- 
ease. Also, it has been gratifying to 
learn that the vé accine is very effective 
against the more serious types of polio— 
which, of course, involve the more ex- 
pensive medical treatments. It is only 
to be regretted that the supply of the 
vaccine is limited to the extent that it has 
been necessary to establish priorities. 


Manner in Which a Given Company 
Offers Benefits 


“With respect to the action that a 
given company might take with respect 
to its premiums for the polio benefit, I 
think that such action might depend upon 
the manner in which the benefit is. of- 
fered by the given company. As you 
know, there are generally two bases upon 
which a polio benefit might be offered in 
an Individual A. & S. policy: first, as a 
separate benefit in a polio or ‘dread dis- 
ease’ policy, and, second, as an integral 
part of a policy providing broad hospi- 
tal, surgical ee other medical expense 
benefits. In the latter type of policy, the 
polio benefit represents a relatively minor 
part of the overall coverage. This is 
the basis upon which the polio benefit 
has been offered in our policies. In our 
Individual and Family Hospital Expense 
policies, and in our rate books, no spe- 
cific charge is shown for the polio benefit 
itself. 

“T believe that a company which offers 
the polio benefit as an integral part of 
a broad program of medical expense 
benefits might wish to review its overall 
experience before taking any action with 
respect to premium rates. In general, 
the experience under hospital and surgi- 
cal expense policies has shown a steady 
increase in morbidity costs for the past 
several years. Moreover, there appears 
to be a likelihood that these costs will 
continue to rise. It is possible that a 
company might find that these antici- 
pated increases in these morbidity costs 
might more than offset any possible sav- 
ings due to a reduction in the cost of 
polio benefit. 

“These comments are general in na- 
ture. We at the New York -Life are 
studying this question carefully, but have 
not yet reached any definite decision as 
to any action we might take.” 





- F. Haas Anniversary 
\. F. Haas, of Philadelphia, this month 
wat his 30th anniversary with Mu- 
tual Life of New York. He joined the 
company as a field representative in Bal- 
timore in 1925. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








Klem Predicts Small 
Call for Polio Cover 


EQUITABLE SOCIETY’S VIEWS 





If Required by Group Insured, Society 
Has Small Extra Policy Rider 





Premium 
In response to an inquiry by The 
Eastern Underwriter as to Equitable 


Society’s position about premium rates 
for polio insurance Walter Klem, senior 
vice president and actuary, said this 
week 

“The only special polio benefit which 
we write is in connection with Group 
policies. Even there, we do not have 
extensive holdings relatively speaking 
because our general attitude has been 
that, rather than insurance against polio 
only, broader coverage should be pro- 
vided. We have generally recommended 
that liberal coverage, including Group 
major medical expense insurance, be 
adopted as a much more appropriate 
program for employe protection. How- 
ever, where Group policyholders have 
requested it, we have issued a polio 
rider, subject to a small extra premium. 

“It is deeply gratifying that the new 
vaccine technique apparently will soon 
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MANHATTAN LIFE 
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60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 











largely eliminate the scourge of polio- 
myelitis. We hope, therefore, that the 
need for polio insurance as a_ special 
coverage will disappear, and the few 
remaining cases of the disease generally 
can be dealt with under insurance poli- 
cies like any other diseases, without 
extra charge. Anticipating this result, we 
think that there may be little, if any, 
demand for polio insurance from now 
on, and if that is so the question of 
premium rates will also largely disap- 
pear. 

“Until the vaccine becomes generally 
available and widely used, we suppose 
that those Group policies which now 
have the polio protection will continue 
it and that there will be a number of 
polio claims. These we will continue to 
handle as heretofore; the dividend and 
premium rate. adjustment techniques 
which are standard in Group insurance 
will continue to apply, so that the net 
cost of the insurance will be very largely 


























William Elliott, President 


William Penn’s 
Prayer for Philadelphia 


1684 


. And thou @ Philadelphia q the virgin settlement of 
this province q@ named before thou wert born @ what 
love @ what care q what service @ and what travail have 
there been to bring thee forth and preserve thee from 
such as would abuse and defile thee. O that thou may- 
est be kept from the evil that would overwhelm thee 
@ that faithful to the GOD of thy mercies q in the 
light of righteousness q thou mayest be preserved to the 
end. My soul prays to GOD for thee q that thou mayest 
stand in the day of trial q that thy children may be blest 
of the LORD ¢ and thy people saved by his power... 


1955 


Completing our first half century of 
service to the Public 


Philadelphia i ife 


INSURANCE COMPANY 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., Vice-President 


OVER A QUARTER OF A BILLION OF 


INSURANCE IN FORCE 
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determined by the actual experience, 

“Since our only policy form in the 
individual health field, our major mej. 
cal expense plan, has always include 
polio without any rider or extra pre. 
mium, there is no problem for ys in 
that field. e 





Hall of Fame for Field Men 


A Hall of Fame for New England My. 
tual fieldmen will be a part of the ney 
agency department quarters being con. 
structed in the home office building 
Consisting of pictures of all full-time 
agents who have written a million do. 
lars of new business in a year’s time ip 
the New England Mutual, the gallery 


will occupy a prominent position in the 
reception area. 

Seventy-six men are currently quali. 
fied for inclusion in the group, a major. 
ity of whom have met the requirement 
several times. Leading the field with 
12 years of million dollar production jy 
the company is David Marks, Jr., CLU, 
New York, while top man in total busi 
ness placed with the company is Henn 
C. Stockman, Newark, with $28,226,82) 

In a special ceremony at the receni 
Homestead meeting of the Leaders As. 
sociation, Vice President Lambert \ 
Huppeler, CLU, presented inscribed sil. 
ver trays to 50 qualifiers who were in 
attendance. The present Hall of Fame 
incumbents include these: 

New York: Henrikas Rabinavicius, Donald £ 
Leith, L. P. Mirsky, Shelby L. Turner, Owen 
P. Jacobsen, Charles H. W eiss, Isidor ‘Hirsch. 
feld, Walter T. McIntosh, Samuel M. Barg, | 
Austin Kelly, III, Albert ip Kelly, Sidney Fried, 
Harold C. Rose, George J. Cohen, Harry ( 
Stockman, H. Arthur Schmidt, Robert O. Segal, 
Sidney O. Thompson, George B. Byrnes. 

Boston: E. Lester Goodrich, Arthur C. Keni: 
son, Richard W. Partridge, Kenneth R. Macker- 
zie, Hugh Robertson, George Twigg, Jr., Thoma 
E. Burke, Fred P. McKenney. 

Pittsburgh: Jules J. Polachek, W. Hayden Wi: 
son, Robert A. McKean, Jr. Hartford: Kenneth 
V. Robinson. Philadelphia: | Wilbert E. Gehman 
— N. H.: Blaycock Atherton, Chris 4. 
4 en, 



































Maccabees Have Increase 
In Assets of $5 Million 


The annual report of the Maccabees 
Detroit, shows an increase in assets i 
almost $5 million for last year. Present 
assets are $104,336,085. Insurance ii 
force is now $362,745,492, an increase oi 
15 million dollars during 1954. Almos 
350 million dollars have been paid out! 
since the company was organized it 
1878. 

The company, which now operates i 
42 states, the District of Columbia an! 
four provinces of Canada, will hold its 
second annual vacation-sales conferent 
in August at Miami Beach, Fla. Fiell 
representatives win this trip for then: 
selves and their wives by writing thei 
quota of new business during the can: 
paign. 





PAN-AMERICAN GEN’L AGENT 

Pan-American Life, New Orleans, at- 
nounced the appointment of Charles £ 
Goodfellow as general agent for the 
company in Atlanta, Ga., and surroun¢- 
ing territory. Mr. Goodfellow was bor! 
in New Jersey and graduated from 
Drexel Institute of Engineering, Phil 
delphia, Pa. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS 


i 


OMAHA | 


























—$———_ 


erience, 

™M 1M the 
jor med. 
> Included 
xtra pre. 
for us i 


d Men 


zland My. 
f the ney 
eing Ccon- 

building 

full-time 
illion dol- 
’s time in 
1e gallery 
on in the 


























tly quali 
, & Major. 
juirements 
field with 
duction in 
Jr, CL 
otal busi. 
is Henry 
28, 226,82) 
he recent 
aders As. 
mbert M 
cribed sil. 
> Were in 
of Fame 


. Donald £ 
rner, Owen 
dor Hirsch. 
M. Barg, |. 
dney Fried, 
| Harry C 
rt O. Segal, 
yrnes. 
ur C. Keni. 
R. Macken: 
Tr., Thoma 


fayden Wi: 
d: Kenneth 
E. Gehman 
in, Chris A. 










ase 
Million 
faccabees, 
assets 0 
Present 
rance i 
icrease 0! 
Almost 
paid ott 
anized in 


yerates ill 
mbia au! 
| hold its 
onferenct 
‘la. Fieli 
for them: 
ting their 
the can- 


\GENT 
leans, all 
harles £ 

for the 
surrount: 
was bor! 
ted from 
ig, Phile- 


T, Ine. 












April 29, 1955 





S& RE EE REESE Se 











A. Bleetstein Agency 
Now in New Quarters 


MOVES TO 112 WEST 34TH STREET 





Many Father and Son Teams i in Agency; 
Has Placed $235,000,000 in Ordinary 
on Society’s Books 





The Abraham Bleetstein agency . of 
Equitable Society has moved into large 
attractive new offices at 112 West 
Thirty-fourth Street, New York, occupy- 
ing 7,200 square feet. Furnishings are 
modernistic. The housewarming was at- 
tended by officers of the Society’s 
agency department and members of the 
agency. This agency, which led the 
Greater New York agencies of Equitable 
for: first three months of 1955, stands 
fourth among the Society’s 112 agencies 
in club membership, having 79 club 
members. Bleetstein unit managers are 
Joseph Orshan, president of Equitable’s 
New York Unit Managers Association 
and also president of Life Supervisors 
of New York; Al Weiner, Abraham lI. 
Covell, CLU, Marvin Lipman and Leen 
Lachs. 

In the personnel of the agency are 
eight father and son teams, two mother 
and son and two father-in-law combina- 
tions. In the agency are two sons of the 
manager—Leonard, CLU, a graduate of 
New York University, School of Engi- 
neering and who made the Society’s 
Million Dollar Club his second year in 
the business and who will become a unit 
manager June 1; and Morton E., an 
agent, who is a graduate of Butler Uni- 
versity majoring in life insurance. They 
are the third generation of Equitable 
representatives as their grandfather was 
an agent and their grandmother a spe- 
cial agent. 

Abraham Bleetstein joined Equitable 
when 20, was appointed assistant agency 
manager when 23, at which time he be- 
gan building a unit so successful that 
when 28 he was appointed agency mana- 
ger. This was 26 years ago. His brother, 
Monroe W., is also an Equitable mana- 
ger. Since appointment of Abraham 
Bleetstein as manager his agency has 
placed on the books $245,000,000 in Ordi- 
nary business, exclusive of Group and 
annuities, 





Civil Defense Award in 
N. J. Given to Prudential 


The Prudential today, April 29, will 
receive the top New Jersey Civil De- 
fense Award for its public building pro- 
gram in Newark for that defense. The 
award will be presented to President 
Carrol M. Shanks by Major General 
James F. Cantwell, chief of staff, State 
Department of Defense. Ceremonies will 
be witnessed at a luncheon attended 
by 250 persons, including local and state 
Civil Defense heads as well as members 
of The Prudential’s civil defense or- 
ganization. The company’s protection 
program of defense of its personnel is 
manned by 1,000 volunteer employes. 





R. C. Johnson’s New Post 


The election of Robert Craig Johnson 
as first assistant comptroller of Union 
Central Life was announced by W. How- 
ard Cox, president of Union Central. 

Mr. Johnson was elected assistant 
comptroller of the company in 1938 after 
six years in clerical and managerial as- 
signments in the real estate and collec- 
tion divisions and in the personnel 
bureau. 

A native of Missouri, he is a graduate 
of William Jewell College and the Har- 
vard Graduate School of Business Ad- 
ministration. During World War II, Mr. 
Johnson served for two years as a lieu- 
tenant in the Navy Supply Corps. 

Mr. Johnson is a fellow and a member 
of the examination committee of the 
Life Office Management Institute and is 
past president of the Cincinnati Chapter, 
Comptrollers Institute of America. 


Business Still Needs 
Creative Individual 


MYERS TELLS MANAGEM’NT MEN 





New York Life President Addresses 
Management Society at Dallas 
Meeting 





The greatest asset of modern Ameri- 
can business is the quality of creative 
individualism, Clarence J. Myers, presi- 
dent of New York Life told the Society 
for the Advancement of Management 
meeting at the Adolphus Hotel, Dallas, 
last week. Teamwork is essential in big 
business, he said, but added that the 
general conception of teamwork in which 
“the skills and ambitions of the mem- 
bers of a team are subordinated to the 
directives of a clever coach” is a far too 
narrow outlook to be applied to modern 
American business techniques. 

Mr. Myers said he preferred to think 
of a successful business team as “a 
group of individuals whose separate as- 
pirations and abilities are recognized 
and encouraged.” The main purpose of 
the modern business team, he said, 
should be to bring out individualism and 
not shun it. 


Translate Creativeness Into Action 


“In successful business enter- 
prise,” he said, “the individual creative- 
ness of its members is of paramount 
concern and the proper function of the 
team, as I see it, is to translate that 
creativeness into action” which can re- 
sult in a company becoming “greater 
than the sum of its parts.” 

“Dynamic and forward moving  busi- 
ness in general wants people who are 
critical of present performance and 
curious about possible ways to do things 
better. The progressive manager ap- 
proves of this kind of dissatisfaction. He 
wants his employes’ ideas and sugges- 
tions, and doesn’t want ‘yes men’ but 
people with the courage of their con- 
victions,” Mr. Myers asserted. “The pro- 
gressive manager will make it company 
policy to seek out the creative individ- 
ual, to provide the kind of climate in 
which he can flourish, and to recognize 
and reward his efforts.” 

Mr. Myers said that he subscribed 
completely to the concept of individual- 
ism because the results of “unusual 
thinking are invaluable. It’s just plain 
good business to believe in individual- 
ism. It’s good for all of us.” He noted 
that individualism, which is perhaps a 
too often overlooked part of our Ameri- 
can heritage, also is important for a man 
personally, apart from his business ca- 
reer. “Individualism,” he said, “fosters 
enterprise and the qualities of leader- 
ship and gives a man more to give to 
others thereby making his own life a 
more satisfying one.” 
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LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





OCCIDENTAL CLUB MEMBERS 

Eighty-five Occidental Life of Califor- 
nia agents have been installed as mem- 
bers of the company’s Millionaires Club, 


Vice President William B. Stannard an- 
nounced. Membership consists of agents 
who brought their total Ordinary insur- 
ance in force above the $1 million mark. 





ACTUARY 


Position open for qualified actuary, 
Chicago or San Francisco, with nation- 
wide consulting actuaries. Compensa- 
tion includes base salary, profit sharing 
and stock ownership. Box 2311, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38. 














Jack Sheehan and S. R. Trapani Join White & Winston, Inc. 





JACK SHEEHAN 


So as to better handle its increasing 
volume of business, White & Winston, 
Inc., midtown New York general agency 


for the United States Life, has ap- 
pointed Jack Sheehan and Simon R. 
Trapani, respectively, as brokerage su- 


pervisor and group manager for the life 
and group divisions of the agency. This 
is an expansion move by one of United 
States Life’s leading agencies, and the 
appointments reflect White & Winston’s 
policy of constantly expediting more 
efficient service to brokers. 

Messrs. Sheehan and Trapani repre- 
sent 20 years of combined insurance ex- 
perience and know-how. Mr. Sheehan 





PIONEERS IN 


INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 





and Family Hospitalization 








JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


5 Participating Life Insurance 


s All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 


-~Loyat Protective Lire INSURANCE COMPANY 


BOSTON 15, 





MASSACHUSETTS 





SIMON R. 


TRAPANI 


was a successful life producer with one 
of the country’s largest companies be- 
fore joining White & Winston, Inc. He 
is an alumnus of both Fordham Univer- 
sity and New York University graduate 
school. 

Mr. Trapani, who will manage group 
operations, has previous company back- 
ground in actuarial work as well as per- 
sonal production and sales managing. 
He attended St. John’s University and 
held his first insurance job at the same 
time. He is a member of the Greater 
New York Insurance Brokers Associa- 
tion, the New York Group Supervisors 
Association, and the Insurance Federa- 
tion of New York State. 

Bill White and Bud Winston, partners 
in the agency, have demonstrated in the 


three years since they started in  busi- 
ness in 1951 the results that can be 
achieved by drive and initiative. In this 
short time the agency has doubled its 
production and, just recently, received 
the United States Life’s award as the 
outstanding agency in group life and 
A. & H. production in 1954 among all 
agencies of the company 

Messrs. White and Winston are both 
charter members of the General Agents 
and Managers Conference. Alert to the 


advantages of a well organized program 
of direct mail and trade journal adver 


tising, they are featuring on all ma 
terial sent out the agency’s slogan: 
“Where the broker’s always. write.” 


With an augmented staff the agency is 
now equipped for expert counsel on all 


forms of group welfare and pension 
funds, Ordinary life and A. & H. insur- 
ance. 

Other members of the staff include 


Margaret Boyle, office manager; Paula 
Glass, cashier, and Lillian Schweinfurth, 
group secretary. The office is located at 


271 Madison Avenue, New York. 
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POLIO VACCINE CONFUSION 


The great success of the polio vaccine 
experiments by Dr. Jonas Salk and his 
associates, getting world-wide recogni- 
tion as one of the most important dis- 
coveries in medical] science, recalls other 
vaccine Some of them are 
discussed in a letter to the New York 
Harry Bakwin, 


successes. 
Times written by Dr. 
president-elect of American Academy of 
that in 1947, 
when several cases of smallpox appeared 
New 6,000,000 
persons were vaccinated, principally by 
that 
was a shortage of vaccine, but the situa- 


Pediatrics, who recalled 


in Greater York, almost 


private physicians. At time there 
tion was handled by the physicians with- 


out confusion. Again, two years ago, 
when gamma globulin was in great de- 
mand for the prevention of polio, dis- 
efficiently and 


Diphtheria, 


tribution was managed 


well by private physicians. 
once a major killer of children, has been 


virtually eliminated in the same way. 


To meet the problem of distribution of 
the Salk polio vaccine, county medical 
societies and other organizations of phy- 


sicilans with foresight and care set up 


priorities for the orderly administration 
of the vaccine to the age groups of chil- 


dren most susceptible to polio. These 


notices were distributed to physicians 


when the favorable report by Dr. Francis 
The large drug houses co- 


was issued. 


operated with physicians and pharfma- 
cies for the equable distribution of the 
vaccine. 

But then 


A number of municipal officials 


So far so good. came con 
fusion. 
and certain types of physicians whose 
ethics are not highly commended, began 
to seek some political advantage due to 
the way in which they made announce 
ments as to how the vaccine would be 
distributed, with conflicting statements 
about the age of the children who would 
be vaccinated. “Physicians, bombarded 
by their patients for information about 
the vaccine administration,” said Dr. 
Bakwin, “share the confusion engendered 


and 
Continuing, he said: 

From the beginning of the modern 
study of polio to the final testing of the 
vaccine this has been an American 
achievement. An undertaking, beautifully 
conceived and laboriously executed, has 
been brought to completion by American 
scientists, too numerous to mention here, 
working principally in private endowed 
institutions, with moneys voluntarily do- 
nated. Instead of praise for a job well 
done America invited ridicule by allow- 
ing her politicians to exploit this con- 
tribution of her scientists. 


by politicians some newspapers.” 





HOUSING FOR THE AGED 


Because there are many evidences that 
the difficult task of finding housing for 
older people has become a concern of 
these people themselves and of the ex- 
perts and groups who can help bring 
about an expansion of housing facilities 
for them a new book published by Uni- 
Michigan timely. 
Called “Housing the Aging,” it is edited 
by Wilma Donohue and consists of a 
number of 


Press is 


” 


versity of 


these experts. 
Those who prepared the book are of the 


articles by 


opinion that the job of housing for peo- 
ple advanced in age cannot be done by 
It will require, they 
say, the best talent of architects. build- 
ers, planners, economists, physic‘ans and 


any single group. 


those who understand the social require- 
ments of the aging. Their articles in the 
book Hertha Kraus is 
quoted in the volume as pointing out: 


explain why. 

“Adequate housing for the aged must 
develop at the crossroads of two impor- 
tant programs: better housing in better 
neighborhoods within the reach of all in- 
come groups, and more adequate service 
to meet the peculiar needs of a large 
and growing senior consumer group com- 
monly characterized by waning ability 
and a proneness to multiple handicaps.” 

The new book of the University of 
Michigan Press is a valuable source of 
communication between the researchers, 
planners, builders and the older people 


themselves. 



























CLINTON L. ALLEN 







Clinton L. Allen, president, Aetna 
(Fire) of Hartford, has been reelected a 
director of Chamber of Commerce of the 
United States representing the insurance 
industry. He already has served two 
terms in that post. 


* * 


Mrs. Charles G. Taylor, Jr., whose late 
husband was president of Metropolitan 
Life and whose son, Donald Q. Taylor, 
has been made a legal officer of Jeffer- 
son Standard Life, sailed for the Carib- 
bean and South America April 22 on the 
S.S. Brazil. Her itinerary includes Bar- 
bados, Rio de Janeiro, Sao Paulo, Mon- 
tevideo, Buenos Aires and Bermuda. Mrs. 
Taylor’s companion on the trip is Kath- 
erine Ricks, long a personal friend. Both 
live in Richmond, Va. For an hour be- 
fore the ship sailed it kept two stewards 
busy bringing in baskets of flowers, the 
bon voyage gifts of friends. 


* * * 


Wilmer M. Hammond, member of the 
Aetna Life general agency of Hammond 
& Craig, Los Angeles, was the guest of 
honor at a_recent luncheon marking 
his 30th anniversary with the company. 
More than 50 business associates at- 
tended the luncheon, at which Mr. Ham- 
mond was presented with a silver plaque 
in recognition of his long service. 


* * * 


John J. Finelli, third vice president of 
Metropolitan Life of the electronic in- 
stallations division of the company, lec- 
tured at Insurance Society of New York 
on April 27. He gave the registrants in 
the Society’s electronics course an ex- 
perience report on the company’s Univac 
operations. 

* * * 


Boyd Campbell, who takes his new 
post as president of Chamber of Com- 
merce of the United States at its annual 
meeting next week, is president of the 
Mississippi School Supplies Co. of Jack- 
son, Miss. : 

x k x 


J. U. Boyer has been elected a director 
of the Crown Life Insurance Co. of 
Toronto. He is vice president and gen- 
eral manager of the Provincial Bank of 
Canada and honorary president of the 
Canadian Bankers Association. 


* * * 


Donald Jackson of the Jackson Insur- 
ance Agency, Toledo, Ohio, has been 
elected to the board of trustees of the 
Toledo Better Business Bureau. 
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ELIZABETH V. DOOGAN 


Elizabeth V. Doogan, who has been 
elected a director of United States Life 
and made general counsel, attended 
Fordham University and then was gradu- 
ated from St. John’s University Law 
School. After spending a year with the 
United States Health Service in Wash- 
ington and Trenton she went with the 
Compensation Rating Board as attorney 
in charge of its arbitration division. She 
joined the United States Life, became 
counsel and was then advanced to gen- 


eral counsel. 
* Ok 


Matar 


FRANKLIN B. TUTTLE 


Franklin B. Tuttle, chairman of The 
Atlantic Companies, has been visiting 
London this week. He sailed for Europe 
on the Mauretania on April 12 and will 
return on May 14. While abroad he 
will see a number of insurance men. 

* * x 

William G. Hoyt and Walter B. Lang- 
bein are authors of a new book, “Floods 
which is published this week by Prince- 
ton University and reports on the prin- 
cipal floods in America. Another book 
published this week is “Ships of the 
Cunard Line” by Frank E. Dodman and 
published by John de Graff. 

x * * 

T. L. Jones, of Suckling & Garrett Ltd., 
Ottawa, was elected president for 1955 
of the Toronto Insurance Conference. 
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Where Washington Was 
Inaugurated 


The Federal Hall Memorial Associates 
is a body of citizens to promote the 
reconstruction and preservation of the 
Sub-Treasury Building (corner of Wall 
and Nassau), for purposes of historic 
commemoration. This building, itself 
dating from 1835, stands exactiy on the 
site of the old City Hall, dating from 
1699 which became Federal Hall, the first 
capital of the United States under the 
Constitution, and about which for many 
years pivoted the greatest incidents of 
history within this city. At this place, 
and within the older building, the Gov- 
ernment of the United States was estab- 
lished and here it remained through its 
formative period. And here also, on 
April 30, 1789, George Washington was 
inaugurated as the nation’s first Presi- 
ident. 

Chairman of the Federal Hall Memo- 
rial Associates is Leroy A. Lincoln, chair- 
man of the Metropolitan Life. Vice 
chairman is Harold V. Smith, chairman 
of Home Insurance Co. Several directors 
of insurance companies are also on board 
of governors. 

Though divested of its former impor- 
tant government uses, the Sub-Treasury 
continues to stand, not only as the des- 
tined memorial of all the great events 
that have passed on and about its site, 
but as the dignified and impressive cen- 
ter of the city’s financial district. With- 
out it, Wall Street and its neighborhood 
would seem strange and different. 

For nearly six years—from December, 
1784, to August, 1790, New York was the 
Capital of the United States. In 1784 
the Continential Congress—then the na- 
tional governing body—after moving its 
headquarters successively from Philadel- 
phi to Princeton, to Annapolis and to 
Trenton—voted to make this city its 
permanent seat, and proceeded to take 
up its labors here. 

At the same time it voted to accept 
the offer of the New York City govern- 
ment to place at its disposal, as its Capi- 
tol Building, as much as the City Hall 
“together with such other buildings as 
might be considered necessary for its 
accommodation.” On September 18, 1788, 
Mayor James Duane laid before the 
Common Council the act of the Conti- 
nental Congress designating the city to be 
continued as the nation’s capital under 
the Constitution. The alteration of the 
building was begun three weeks later, un- 
der the direction of Major Charles Pierre 
L’Enfant, afterward designer of the new 
city of Washington whom the Council 
had appointed as architect. Under this 
authority the building was largely recon- 
Structed. The effect of the whole, no- 
tably in the designing of the two legis- 
lative chambers for the Senate and 
House of Representatives was rarely 
beautiful and well worthy of the part 
it was shortly to play in history. 

It was thereupon first proclaimed as 
Federal Hall. The date for the assem- 
bling of Senators and Representatives 
Was set for March 4, 1789. The mem- 


bers, however, came in slowly as trans- 











portation was so difficult, and it was 
not until April 6, 1789, that a full quorum 
was in attendance. The electoral votes of 
all the states were then counted, and 
George Washington was by unanimous 
choice elected President. It was April 23, 
after the formal notification at Mount 
Vernon, that he reached the city, landing 
from a barge at the foot of Wall Street. 
Here he was greeted in picturesque sur- 
roundings by both Houses of Congress 
and by the Governor and both legislative 
houses of the state. 

On April 30, 1789, Washington was 
inaugurated as President. Dressed in 
brown homespun and standing on the 
balcony of Federal Hall, facing a multi- 
tude which overflowed both Wall and 
Broad Streets, with crowds on _ the 
housetops, he repeated after Chancellor 
Livingston the Oath of Office and kissed 
the Bible. The Chancellor waved his 
hat to the people and exclaimed: “Long 
live George Washington, President of the 
United States.” The President bowed and 
then entered the Senate Chamber where 
he delivered his Inaugural Address. Before 
the end of the morning came the solemn 
procession of the entire company afoot 
to St. Paul’s Chapel on Broadway for 
the service of thanksgiving. 

The events attending the foundation 
of the Government came in quick suc- 
cession. First in order, the creation of 
the great executive departments and the 
selection of their heads: Alexander Ham- 
ilton as Secretary of the Treasury, Gen- 
eral Henry Knox as Secretary of War, 
Edmund Randolph as Attorney General 
and Thomas Jefferson as Secretary of 
State. Co-incidentally the organization 
of the Supreme Court with John Jay 
as first Chief Justice, and the submis- 
sion and discussion of Hamilton’s great 
reports upon the nation’s financial and 
industrial condition. Thomas Jefferson, 
by the way, lived in a house in Maiden 
Lane that is now part of the site of the 
home office of Home Insurance Co. 

ee DS 


Premium Budget Meetings 


Afco Incorporated, 100 William Street, 
New York City, an insurance premium 
budgeting organization representing a 
number of fire and casualty subscribing 
companies, will hold two meetings in May 
for field representatives. They will be 
in Atlanta May 9 and Baltimore May 16. 
Assistant to Vice President David Gray 
will preside at the panels. 

- ee 


Late “Mayor of Chinatown” 


Shavey Lee, who died recently, was a 
New York City insurance agent, and 
restaurant owner, who for 30 years 
was the unofficial mayor of China- 
town which meant that he was consultant 
to hundreds of residents of the Chinese 
colony near the Brooklyn. Bridge. His 
tremendous acquaintance and high regard 
in which he was held by the local Chinese 
colony made it easy for him to sell 
insurance. 

Born in Mott Street, his correct name 
being Lee Waye. His father came 
here from Canton, China, becoming a 
New York Chinatown merchant. Thou- 


The Federal Hall 





sands of tourists flocked to “Shavey’s” 
restaurant at 32 Mulberry Street to 
shake hands with “the mayor of China- 
town.” He was board chairman of the 
Chinese Community Club and performed 
the role of Santa Claus during the holi- 
day seasons. Five feet six inches tall he 
weighed over 200 pounds. 

* ok x 


Roy Duffus Sailing Today 

Roy A. Duffus, secretary of James 
Johnston Agency, Rochester, N. Y., and 
former president of New York State 
Association of Insurance Agents, is sail- 
ing today on the S.S. Santa Clara for a 
three weeks’ trip in the Caribbean. His 
health has considerably improved. Fol- 
lowing his recent illness he received 
more than 400 letters from insurance 


men countrywide. 


ROY A. DUFFUS 


In a letter to the writer of this page 
he said: “This vacation will be the first 
my wife and I have taken since 1937 
where there will be no insurance lectures 
or speeches. All of my vacation time 
since then has been devoted to insurance 
schools or conventions and I have now 
spoken in all but four of the states.” 

Mr. Duffus started working at age of 
14 and then set out to study salesman- 
ship and public speaking. In the summer 
of 1924 he took the Travelers training 
course for field assistants and for the 
next four years traveled western New 
York territory for that company. Lack- 
ing the advantage of a college education 
he was determined that his two sons 
should be university graduates, which 
both of them are. His younger son, 
James, a Yale graduate, is now with the 
Johnston agency. 

Roy Duffus joined the Johnston agency 
in 1928 as manager of the casualty de- 
partment. He was elected secretary the 
following year. In 1938 he became presi- 








dent of the Underwriters Board of 
Rochester and of the New York State 
Association of Insurance Agents in 1948. 
He has done exceptionally fine work for 
both associations, particularly with ref 
erence to educational matters, 


Wolff Heads Publishing Co. 
Succeeding L. Alexander Mack as 
president of Underwriter Printing & 





Matar 


DONALD E. WOLFF 


Publishing Co. publishers of The 
Weekly Underwriter—which is 96 years 
old—and other insurance publications, is 
Donald E. Wolff, with the organization 
since 1945. Mr. Mack, who was seriously 
injured in an automobile accident but is 
recovering his health, becomes chairman 
of the board. He has been an officer of 
the corporation for 51 years; was elected 
secretary in 1904 and president in 1913. 

Born in Rome, N. Y., Mr. Wolff is a 
graduate of Boys High School in Brook- 
lyn. Later, he attended Colgate Uni- 
versity. Before joining The Weekly Un- 
derwriter he was with American Can 
Co. and Mergenthaler Linotype Co. 
During World War II he was in the 
U. S. Navy Air Corps and on discharge 
from the Navy joined U. S. Coast Guard 
where he was a platoon leader and an 
acting company commander. He lives in 
Brooklyn, has a wife and two children. 

John P. Jeffrey, secretary of the Un- 
derwriter Printing & Publishing Co., 
has also been elected treasurer. He has 
been with The Weekly Underwriter 33 
years, becoming secretary in 1945. A na- 
tive of Scotland, he came here when a 
youth. Upon leaving school he was with 
a Wall Street brokerage firm and fol- 
lowing service in the Army during 
World War I he joined The Weekly 


Underwriter in 1922, 
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Underwriters Lab.’s 
4 Honorary Trustees 


WELBORN RENAMED PRESIDENT 





J. C. Harding, F. W. Koeckert, W. E. 
Mallalieu and A. F. Powrie Honored; 
E. A. Henne, Chairman 


April 22— “For their 
friendly 
C. Harding, 


Chicago, wise 
skillful guidance, 


election of j: 


counsel, and 


loyal service,” 


F. W. Koeckert, W. E. Mallalieu, and 
A. F. Powrie as honorary members of 
the board of trustees of Underwriters’ 
E i et tories, Inc., was announced by C. 
R. Welborn, president. 


J. C. Harding was the former chair- 
man and a member of the board of di- 
rectors/trustees since 1915. F. : 
Koeckert was a member of the board of 


directors/trustees since 1934. W. E. 
Mallalieu was a member of the board of 
directors/trustees since 1913. A. F. 


was a member of the board of 


since 1940. 
Officers and Trustees 


rg announced was the election of 
E. Henne as chairman of the board, 
po ea Mr. Harding, and the election 
of six new trustees: P. H. Barr, K. E. 
Black, H. W. Miller, J. A. North, C. W. 
Ohlsen, and W. A. Rattelman, replz icing 
J. C. Harding, F. W. Koeckert, W. E 
Mallalieu, A. F. Powrie, A. R Small, 
and H. V. Smith. 

W. E. Newcomb, M. E. Peterson, and 
Clarke Smith were elected members of 
the executive committee. K. B. Hatch 
was elected a member of the investment 
and banking committee. 

The trustees in the regular meeting re- 
elected C. R. Welborn, president; M. M. 
Brandon, vice president; W. S. Austin, 
secretary; and H. F. Dune: in, treasurer 

Paul H. Barr, is vice president of 
Hanover Fire Insurance Co., Chicago. 
Kenneth E, Black is president of Home 
Insurance Co., New York. E. A. Henne 
is vice president of reat eel Insur- 
ance Co., Chicago. John C. Harding, 
is the retired executive vice president of 
Springfield Fire and Marine Insurance 
Co., Chicago. F. W. Koeckert is the re- 
tired U. S. manager, oe Union 
Assurance Co., New York. W. E. Malla- 
lieu is the retired general manager of 
National Board of Fire Underwriters, 
New York. Harry W. Miller is the U.S 
manager of Commercial Union Aceh 
ance Co., New York. Charles W. Ohlsen 
is vice president, Sun Underwriters In- 
surace Co., Chicago. John A. North is 
president of Phoenix Insurance Co., 
Hartford. A. F. Powrie is the retired 
vice president of Fire Association of 
Philadelphia, Chicago. 


NIBA wad Fire Panssdtion 
Engineers Hold Open Forum 


Powrie 
trustees 


A joint meeting between the New 
York Chapter, National Insurance Buy- 
ers Association, and the New York 


Fire Protection 
April 28 at the 


Society of 
was held 


Chapter, 
Engineers, 


Hotel Martinique, N. Y. <An_ open 
forum discussion took place. Matthew 
Braideck, director of research, National 


Board of Fire Underwriters, served as 


moderator for the meeting. 


The luncheon meeting heard a_five- 
man panel consisting of: H. Bunting, 
manager, N. Y. office, Factory Mutual 
Engineering Division; W. C. Potter, 


manager, New York office, Factory In- 
surance Association; Alan L. Kling, as- 
sistant safety director, American Cy- 
anamid Co.; Kenneth O. Smith, assistant 
general manager, New York Fire Rating 
Organization; Robert L. Strong, mana- 


ger, engineering and rate survey depart- 
ment, 


Johnson & Higgins. 





J. J. Magrath Made Chairmn. 
N. Y. Bd. Fire Underwriters 


J. J. Magrath, secretary of the Federal 
Insurance Co., was elected chairman of 
the board of directors of the New York 
3oard of Fire Underwriters at a meet- 
ing last week to succeed H. J. Kiefer, 
who retired. 

Eugene C. Richard, manager of the 
New York Office of the American Insur- 
ance Co., was elected vice chairman of 
the board. 


Richard W. Daum Secretary 
Fire Association of Phila. 


The annual meeting of the Fire Asso- 
ciation of Philadelphia was held at the 
head office April 20 when Charles G. 
Berwind, William L. Dempsey, George 
H. Pabst, Jr., and William B. Walker 
were reelected directors. Proxies repre- 
senting 81.4% of the outstanding stock 
were voted at this meeting. At the 
organization meeting of the board of 
directors, which followed, all present 
officers were reelected. In addition, 
Richard W. Daum was elected a _ sec- 
retary. 

Mr. Daum is currently assistant man- 
ager of the New York Branch Office 
of the Fire Association Companies. He 
commenced his insurance career in New 
York City in 1924. Prior to joining the 
Fire Association, in 1945, he was an 
officer of the Northern Assurance Group, 
engaged in supervision of production 
activities. Henceforth, Mr. Daum will 
assume additional administrative respon- 
sibilities in Fire Association’s New York 
Branch Office. 


National Board Exhibit 


The National Board of Fire Under- 
writers will maintain a headquarters 
suite at the Mayflower Hotel, W ashing- 
ton, D. C., during the annual meeting of 
the United States Chamber of Com- 
merce, May 2-4. Insurance executives 
attending the meeting are invited to 
visit the headquarters. J. Wendell 
Sether, manager of NBFU, public rela- 
tions department, will be in charge. 











N. Y. Insurance W omen Meet 

The Insurance Women of New York 
will hold their regular monthly meeting, 
followed by a buffet supper, in the din- 
ing rooms of the Royal Insurance Co., 
150 William Street, New York, Monday 
evening, May 2, at 5:30. The entertain- 
ment of the evening will be a Hobby 
Show, participated in by several of the 
members. Prizes will be awarded for the 
most popular exhibits. 











PRITCHARD 


Consultants 


and render expert service. 








WILLIAM C. 


McILWAIN 


William C. MclIlwain has been ap- 
pointed a secretary of North Star Re- 
insurance Corporation, which is a mem- 
ber of the General Reinsurance Group. 
He joined the North Star as an under- 
writer in 1953; was named assistant sec- 
retary in September, 1954. Previously he 


had been a special agent in fire insur- 
ance lines at the Memphis branch office 
of United States F. & G. for two years. 

After graduation from University of 
North Carolina in 1947 he joined Seibels, 
Bruce & Co., Columbia, S.C. In World 
War II he was in the Naval Air Corps. 





MRS. HENDON CHUBB DIES 





Wife of Chairman of Federal Insurance 
Co. Was Active in Community 
Affairs in the Oranges 
Mrs. Alice Lee Chubb, wife of Hendon 
Chubb, chairman of the board of the 
Federal Insurance Co. and senior partner 
of Chubb & Son, underwriting manager 
of 90 John Street, New York, died April 
20 at her home in Mountain Avenue, 
Llewellyn Park, West Orange, N. J., 
after a long illness. Six years ago Mr. 
and Mrs. ‘Chubb celebrated their 50th 

wedding anniversary. 

She was a member of te board of the 
Women’s Exchange of East Orange, of 
the West Orange Community House, and 
of the Victoria Foundation since it 
started in 1923. 

Surviving besides her husband are two 
sons, Thomas C. Chubb of Greenwich, 
Conn., and Percy Chubb 2nd, of Chester, 
a daughter, Mrs. Russell Parsons of 
Llewellyn Park, and two brothers, Al- 
bert R. Lee of New York and Harold 
Lee of Seattle. 
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Reconsider Allstate 
Fire Dwelling Rates 


AT N. Y. INS. DEPT. HEARING 





Superintendent Holz May Raise Pre. 
mium Rates If Loss Experience War- 


rants; NYFIRO and Allstate Debate 





At a hearing called by New York 
State Superintendent of Insurance Lef- 
fert Holz April 25, to reconsider the 
fire and extended coverage dwelling 
rates filed by Allstate Insurance Co, 
there was a good deal of discussion on 
current loss experience and acquisition 
costs. The Superintendent indicated that 
rates for extended coverage on New 
York State private dwellings may soon 
be increased if current loss experience 
proves that the present rates are inade- 
quate. First day saw counsels of New 
York Fire Insurance Rating Organiza- 
tion and Allstate in extended debate, 
The hearing was carried over to April 27, 

From the outset, Superintendent Holz 
made it clear to all parties present that 
the informal hearing was called, on his 
own initiative, solely on the basis of 
furnishing information to the New York 
Department to assist it in determining 
whether fire and extended coverage 
dwelling rates approved by the Depart- 
ment for Allstate Insurance Co. “should 
be modified.” He stressed that no 
aggrieved parties were concerned in the 
hearing. Allstate is currently writing 
dwelling policies 20% lower than those 
used by members of the New York Fire 
Insurance Rating Organization. 

The NYFIRO was represented by 
Senator Abraham Kaplan, attorney of 
Powers, Kaplan & Berger. The legal 
battery for Allstate consisted of Judge 
Joseph M. Proskauer and Henry S. 
Moser. NYFIRO contested Allstate’s 
reduced rates on the basis that extended 
coverage loss experience does not justify 
their rates, which became effective Sep- 
tember 21, 1954, just eight days after the 
effective date of the NYFIRO rates. 

Senator Kaplan emphasized that pres- 
ent extended coverage rates are inade- 
quate and that Allstate’s 20% reduction 
is unjustifiable. Counsel Moser stated 


(Continued on Page 23) 





HEMISPHERIC INS. DAY MAY 16 





Diemand to Preside at N. Y. Lunch; 
Supt. Holz and Assistant Secretary 
of State Holland Speakers 
Henry F. Holland, Assistant Secretary 
of State for Inter-American Affairs, and 
Leffert Holz, Superintendent of Insur- 
ance, New York State, will speak at the 
ninth annual Hemispheric Insurance 
Day luncheon, scheduled for Monday, 
May 16, at the Waldorf-Astoria Hotel, 
New York. Mr. Holland will speak on 
the economic policy of the United 

States towards Latin America. 

Announcement of the affair was made 
by John A. Diemand, president, Insur- 
ance Co. of North America, and chair- 
man of the Hemispheric Insurance 
Conference Committee of the United 
States Chamber of Commerce. The 
luncheon is being given under the aus- 
pices of the United States Chamber. 

Mr. Diemand, who will preside at the 
luncheon, will report on the 1954 Hem- 
ispheric Insurance Conference, held last 
August in Rio de Janeiro, which he 
attended as head of the U. S. delegation. 

Similar functions will be held through- 
out the Western Hemisphere as_ the 
insurance industry celebrates Hem- 
ispheric Insurance Day, an observance 
that was created and sponsored jointly 
by the United States Chamber of Com- 
merce and the Inter-American Council 
of Commerce and Production. It origi- 
nated in May, 1945, with a resolution 
by the Chamber’s board of directors, 
acting upon a suggestion from the in- 
surance companies of Chile. 

Henry C. Thorn, resident vice presi- 
dent of the Insurance Co. of North 
America, 99 John Street, is chairman otf 
the luncheon committee. Tickets may be 
obtained from him or from Harry 
Legg, secretary, insurance section, New 
York Board of "Trade, 291 Broadway. 
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Investments By Fire and Casualty 


Insurance Companies In Stocks 


By RicHarp T. Davipson 
Financial Secretary, Boston and Old Colony 


The Eastern Underwriter printed last 
week the first section of an address de- 
livered by Mr. Davidson before students 
of the Institute of Investment Bankers at 
Wharton School, University of Pennsyl- 
vania. That section had to do with the 
theory and practice of investing funds 
originating with the policyholders. The 
second section, which has to do with in- 
vestment of the stockholders’ funds, is 
summarised on this page. 

It has long been an accepted insurance 
company practice to invest a good por- 
tion of the capital funds in preferred 
and common stocks. Companies do not 
fully cover their business liabilities with 
cash, receivables and bonds and fre- 
quently will be found to accent preferred 
stocks in their portfolios. In spite of 
certain well-known disadvantages of 
preferred stocks they have an attraction 
to insurance companies as income pro- 
ducers. The reason for this lies in the 
preferential tax status of stocks over 
bonds to the corporate holder. Divi- 
dends from both preferred and common 
stocks of domestic insurers are 85% 
free of Federal income taxes to a re- 
cipient corporation. This makes the ef- 
fective tax rates on dividends only 7.8%. 


Comparable Yields of Bonds and Stocks 


Consider that an insurance company 
retains only 48% of the income from a 
government or corporate bond. Consider 
also that it retains 92.2% of the income 


from a preferred ; stock, with “old 
money” public utility preferreds ex- 
cepted. Furthermore, preferred stocks 


customarily yield perhaps a full percent- 
age point more than do bonds of the 
same issue. For example, take the case 
of a company with both long-term bonds 
and preferred stock outstanding. Let us 
say the bonds are available at a yield of 
34% and the preferred stock is obtain- 


able on a 44%4% yield basis. After tax, 
the respective yields to a _ corporate 


holder would be 1.68% for the bonds 
and 4.15% for the preferred stock. This 
means that an insurance company 
would net almost two and a half times 
as much income from the preferred 
stock as it would from an equal invest- 
ment in the bonds. In other words, one 
dollar invested in the preferred stock 
would produce the same income as $2.50 
invested in the bonds. 

Insurance companies” generally con- 
centrate their preferred stock invest- 
ments in stocks of better-than-average 
quality, with emphasis on high-grade or 
money-rate issues. The market value of 
these issues tends to follows the trend 
of the bond market rather than that of 
the stock market. Nevertheless, we 
should keep in mind that these invest- 
ments can fluctuate over a considerable 
range. The market decline of a 4%, 
$100-par preferred stock, when the go- 
ing rate changes from 4% to 5%, is no 
less than 20 points. 


Function of Common Stocks 


Let us consider also the function of 
common stocks in the insurance com- 
pany portfolio. Remember that common 
stocks enjoy the same tax shelter as 
Preferred stocks. Dividends are 85% ex- 
empt from Federal income taxes. It is 
still possible to derive two and a half to 
three and a half times as much income, 
after taxes, from good common stocks 
a may be ‘obtained from United States 
Government bonds of average maturity. 

Almost as important to the insurance 


company is the long-term growth in- 
herent in certain well-selected equities. 
Common stocks of companies controlling 
cheap natural resources, with relatively 
low labor costs, with research-minded 
and broad-visioned managements have 
been extremely profitable investments 
to hold over the years. We are living 
in an inflationary age. In my company, 
common stocks are viewed more or less 
as permanent investments. We try to 
avoid stocks with pronounced cyclical 
characteristics. We may _ occasionally 
weed out an equity where the original 
reasons for owning it appear to be no 
longer valid. In general, however, we 
hold our stocks as long-term invest- 
ments. 


Appreciation of Common Stocks 


During the past few years, the in- 
crease in value of high-grade common 
stocks has paralleled the rise of insur- 
ance company liabilities. In many in- 
stances, companies with large common 
stock investments of the growth type 
have been able to maintain their capa- 
city to write additional business without 
resorting to the raising of new capital. 
Capital funds have tended to grow in 
proportion to the amount of funds com- 
mitted to common stocks. The surplus 
of the Boston Insurance Co. rose $9,- 
500,000 last year owing to appreciation 
of its common stocks. My company had 
99% of its capital funds invested in pre- 
ferred and common stocks at the recent 
year-end. Common stocks alone repre- 
sented 81% of capital funds. 

The maximum investment exposure 
obviously resides in the common stock 
segment of the portfolio. As in any in- 
vestment portfolio, good practice calls 
for wide diversification between indus- 
tries and between companies in the same 
industry. 

Now, it is fairly apparent that the 
more premium volume a company is 
writing in relation to its capital funds, 
the less investment risk it can afford to 
assume. That means the less capital 
funds that prudently can be committed 
to common stocks. 


The Risks in a Diversified List of 
Equities 


What are the risks in holding a diver- 
sified list of equities? When | mention 
the 90% decline of the Dow in the 1929- 
1932 period, I don’t want you to assume 
that I think that a repeat of that catas- 
trophe is probable now. But the facts 
are that we have experienced three ma- 
jor declines in the Dow-Jones industrial 
averages since the great depression. In 
1937-1938 the Dow dropped almost 50% 
in a year’s time. Between 1939 and 1942, 
it declined about 40%. The attrition in 
the average from 1946 to 1949 was 24%. 

We should all benefit from the ex- 
perience of the past. In face of the his- 
torical record, what percentage of capi- 
tal funds should a prudent insurance 
management dedicate to equity invest- 
ment? Overlooking the risk in preferred 
stocks, if 100% of capital funds had been 
invested in common stocks at the 1929 
peak, capital funds would have been vir- 
tually extinguished by 1932. Again, in 
1937, capital funds fully committed to 
equities would have been cut in half in 
a year’s time. This could be disastrous 
if coupled with extremely poor under- 
writing experience. 

Over-all investment policy of an in- 
surance company is the responsibility of 
its finance committee. This committee 
must correlate investment policy with 
the primary business of the company— 
insurance. First it must see that insur- 
ance liabilities are substantially offset by 
liquid assets. Before it decides on the 


proper proportion of capital funds that 


should be invested in common stocks, it 
must consider the relationship of capital 
funds to insurance exposure. The vol- 
ume of earned premiums is generally 


considered an adequate, if rough, indi- 
cator of insurance exposure.  Insur- 
ance exposure may be further de- 


lineated by assaying the quality of busi- 
ness written, the product mix or whether 
(in insurance jargon) a balanced book 
is maintained, and the very important 
factor of reinsurance coverage. 


Wide Disparity in Investment Policies 


There is a wide disparity in invest- 
ment policy among leading insurance 
companies. This was forcefully por- 


trayed in a survey of the 1954 year-end 
standing of a group of 22 companies. 
The company at the top of the list with 
a capital funds-earned premium ratio of 
177% had 99% of capital funds com- 
mitted to common stocks, but one com- 
pany with a large insurance exposure 
reflected in a capital funds-earned pre- 
mium ratio of only 55% had no less than 
116% committed to equities. Preferred 
and common stocks together amounted 
to 167% of capital funds. A third com- 
pany with a capital funds-earned pre- 
mium ratio of 163% had only 53% of 
capital funds committed to common 
stocks, 

One of the great New York trust com- 
panies, when’ considering insurance 
stocks for investment, places consider- 
able emphasis on the ability of a com- 
pany to absorb investment losses. They 
feel that policyholders’ surplus should 
not be less than one-third of business 
liabilities. In order to gauge the rela- 
tive ability of companies to absorb in- 
vestment losses, they calculate the per- 
centage decline in common stocks it 
would take to reduce policyholders’ sur- 
plus to this minimum. If this percentage 
is high, then the company is less ex- 
posed and vice versa. 


Let’s apply this test to my company. - 


The Boston Insurance Co. has a fairly 
large stake in common stocks. As I said 
before, common stocks amounted to 81% 
of policyholders’ surplus at the 1954 
year-end. Against total assets of $100,- 
000,000, our common stocks amounted to 
more than $34,000,000. Capital funds ag- 


gregated $42,268,000 and were 72% of 
business liabilities which totaled $57,- 
756,000. Our common stocks should lose 


more than two-thirds of their year-end 
value before capital funds declined to 
as little as one-third of our business 
liabilities. 





Canadian Insured Export 
Sales Showed Increase 


Ottawa—Volume of export sales in- 
sured by the Canadian Government’s 
Export Credits Insurance Corp. during 


1954 was $36,304,822, an increase of 41.9% 
over 1953’s $25,579,197 

The Government- — corporation 
paid out $524,474 to Canadian exporters 
in claims, of which $65,510 was recovered 
during the year. An additional $1,038,740 
was received in recovery of claims paid 
in previous years. 

In 1953, claims payments had totaled 
$2,185,476. Total claim payments out- 
standing on corporation books at De- 
cember 31, 1954 were $1,426,714. Last 
year’s operations resulted in a net addi- 
tion to underwriting reserve of $1,461,- 
066, bringing the 1954 year-end total to 
$2,529,178. There were 181 policies cur- 
rent at December 31, 1954, with liabili- 
ties amounting to $39,113,556. 

Function of this Government-operated 
corporation is to provide insurance for 
Canadian exporters against risks over 
which the exporters have no control 
and against which ordinary commercial 
insurance is not available. 





‘ . 
Sea Authorized in Canada 
Ottawa—The Sea Insurance Co., has 

been authorized to carry on business 
in Canada of fire, automobile, hail and 
certain other forms of insurance, limited 
to the insurance of the same property 
as is insured under a fire insurance 
policy of the company. 


A. W. Haight, Syracuse, Made 
A Deputy Superintendent 


Appointment of Alfred W. Haight, of 
as Deputy Superintendent of 
Insurance, was announced by Superin- 
tendent of Insurance Leffert Holz. 

Mr. Haight was born in Syracuse, son 
of George W. Haight, a former member 
of the State Assembly. He was educated 
at the Onondaga Valley Academy, Syra- 
cuse, and received his B.A. Am- 
herst College in 1933 and his law degree 
from Syracuse University in 1936. He is 
an attorney, engaged in the general prac- 
tice of law, including claims, litiga- 
tion and estate work in connection with 


Syracuse, 


from 


insurance matters, and is a lecturer on 
the law of agency at Syracuse Univer- 
sity. He served in the United States 
Army from 1941 until June, 1946. He 
was awarded the Legion of Merit for 
his services with GHQ, U. S. Armed 
Forces in the Pacific. He is now a lieu- 
tenant colonel in the U. S. Army Re- 


serve. 

Mr. Haight is president of the Syra- 
cuse Council of Churches and is a mem- 
ber of the Long Range Planning Com- 
mittee of Syracuse and of the Planning 
Committee of the Council of Social 
Agencies. He is a past master of the 
Masonic Lodge, director of the Frank 
H. Hiscock Legal Aid Society and sec- 
retary of the Everson Museum of Art. 
He is also organist at the Valley Presby- 
terian Church. 

He was research clerk to Supreme 
Court Justice Francis D. McCurn from 
1946 to 1952. He was elected councilman- 
at-large of the City of Syracuse in 1948 
and president of the Common Council, 
Syracuse, in 1950. In 1952 he served by 
appointment as a Municipal Court Judge. 
He was the, Democratic candidate for 
Mayor of Syracuse in 1953. 

Mr. Haight is married and the father 
of a daughter, aged seven. The family 
resides at 334 West Seneca Turnpike, 
Syracuse. His salary as Deputy Super- 
intendent of Insurance will be $13,000 a 
year. 


Frederick J. Breen Dead; 
Long With National Union 


Frederick J. Breen, former secretary 
of the National Union Fire and National 
Union Indemnity, and vice president and 
director of the Birmingham Fire of 
Pennsylvania, who retired in 1953, died 
April 7, in a hospital at New 3runswick, 
N. J. He was residing in that city. He 
was 67 years old. 

Mr. Breen was widely known and highly 
respected in the fire insurance business. 
He was a native of Hicksville, L. 1., and 
was educated at the public schools, high 
school and Heffley Institute of Brooklyn, 
Ney: 

Mr. Breen entered insurance with the 
Home Life of New York, where he re- 
mained for a year and a half. He then 
joined the main office staff of the Na- 
tional Board of Fire Underwriters, and 
served with the National Board for more 
than 20 years. In 1927 he became 
ciated with the National Union Group 
at the head office in Pittsburgh, and 
was elected secretary of the companies 
in 1928. 

Surviving are his wife, and a daughter, 
Mrs. Walter Ballenbach of Milltown, 
N. 


aSso- 


Canadian Fire Experience 

Ottawa— Of every premium dollar 
earned by fire insurers in Canada during 
1954, almost 50% was paid out in claims 
and last year’s loss ratio of 49.9% was 
slightly higher than 1953’s 49.58%. 

Total premiums written by federal 
and provincial licensed fire insurance 
companies were $159,685,984, up from 
the previous year’s $159,168,306. Losses 
were $585,000 higher at $75,217,517 

Loss ratio for federal-licensed Cana- 
dian companies only, accordinng to the 
Department of Insurance in Ottawa, was 
48.92%, for British insurers 49.77%, and 
for foreign firms 51.99%. 
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na Force Continues to Climb! 
wiacrease —1945 to 1954 | 


Figures for the United States, Canada, Alaska and 
Hawaii as Published in New York Life’s 1954 Annual Report! 























Total Insurance in Force Per Cent of 
December 31, 1954 vs. 1945 Increase 
(in millions of dollars) 1954—1945 
1954 1945 

Alabama $ 159 $ 98 62% 
Arizona 123 61 102 
Arkansas 108 63 71 ’ 
California 1676 824 103 
Colorado 213 105 103 
Connecticut 101 55 84 
Delaware 24 14 71 
Dist. of Columbia 119 61 95 
Florida 222 115 93 
Georgia 172 109 58 
Idaho 54 29 86 
Illinois 1093 733 49 
Indiana 152 99 54 
lowa 302 172 76 
Kansas 211 101 109 
Kentucky 90 “54 67 
Louisiana 246 150 64 
Maine 89 oF 56 
Maryland 140 77 82 
Massachusetts 300 226 33 
Michigan 372 194 92 
Minnesota 276 181 52 
Mississippi 107 68 57 
Missouri 366 226 62 
Montana 157 62 153 
Nebraska 160 85 88 
Nevada 52 23 126 
New Hampshire 32 21 52 
New Jersey 368 201 83 
New Mexico 81 36 125 
New York 2195 1453 51 
North Carolina 156 87 79 
North Dakota 70 43 63 
Ohio 613 355 73 
Oklahoma 189 121 56 
Oregon 150 83 81 
Pennsylvania 673 451 49 
Rhode Island 42 26 62 
South Carolina 122 65 88 
South Dakota 83 44 89 
Tennessee 167 105 59 
Texas 124 19 553 
Utah 127 57 123 
Vermont 4) 25 64 
Virginia 168 77 118 
Washington 283 167 69 
West Virginia 100 64 56 
Wisconsin 426 253 68 
Wyoming Sf 27 111 
Alaska 32 13 146 
Hawaii 62 18 244 
Canada 192 125 54 


NEW YORK LIFE 
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5! Madison Avenue, New York IO, N. Y. 
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Charlotte Lozier New 
President Women’s Fed. 


ARTHUR L. SCHWAB IS A GUEST 


New York Insurance Women’s New- 
burgh Convention Hears Rep. Kath- 
erine St. George: as Guest Speaker 


By Marcaret E. Kane 


The New York Insur- 
ance Women’s Clubs held its 12th an- 
nual convention at Hotel Newburgh, 
Newburgh, N. Y., April 15-17, at which 
Charlotte Lozier, Poughkeepsie, was 
elected president for the year ’55-’56. 

Other officers elected for the next 12 
months were: Avis Wood, Binghamton, 


Federation of 





CHARLOTTE 


LOZIER 


vice president; Jean Gartman, Pough- 
keepsie, corresponding secretary; Thelma 
Barger, Orange County, recording 
retary; Rose Sasso, Staten Island, treas- 
urer and board members, Marie John- 
son, Fulton County and Lucille Hobart, 
Rochester. 

The convention, one of the most 
cessful since formation of the Federa 
tion, was opened with an informal get 
acquainted party, Friday, April 15 
Hostess club for the was the 
Insurance Club of Orange County, Doro- 
thy McGiffert, president. Eighteen of 
the 19 clubs comprising the Federation 
were represented by more than 150 
delegates and members. Following din- 
ner, officers and board members met in 
executive after which a_ pre- 
convention meeting of the officers, com 
mittee chairmen and club presidents 
gave reports of progress for the past 
year. 

Irene Dickinson, 
president opened the plenary 
Saturday morning. The Reverend 
Ek. Luedke, Newburgh, invoked a_ bless- 
ing on the proceedings. Dorothy Mc- 
Giffert welcomed the visitors. The re 
mainder of the morning was taken up 
by the reading of the president’s mes 
sage and annual reports of officers and 
committees. Before luncheon, guests 
were entertained with an organ recital 
and fashion show. 

EKxemplification of the convention’s 
theme, “Education—Gateway To Prog 
ress,” took up the afternoon session with 
papers on the subject read to the gath- 
ering. Awards for membership attend- 
ance and_ educational projects were 
given to the Orange County Club and 
Auburn Club, respectively. 

With insurance education as one of 
the objectives of the Federation, several 
resolutions were passed on the subject, 


sec- 


Ssuc- 


occasion 


se ssion, 


Syracuse, retiring 
ses- 


S1ions 


the most important of which was: to 
continue the course as outlined by 
Henry L. Betts, NYFIRO, Syracuse, 
which was successful during the past 
year. It was also proposed to take 


similar courses in the casualty field with 


cooperation of the Casualty & Surety 
Club and State and National 
tions of Insurance Agents. The Federa- 
tion also went on record to actively sup- 
port the so-called “Code of the Road” 
auto bill should it be introduced again 


in the legislature. 


Representative Katherine St. George 
Guest Speaker 


The closing banquet Saturday evening, 
with Irene Dickinson, retiring president 
presiding, was attended by 350 members 
and guests. Herbert A. Warden, mayor 
of Newburgh, welcomed the convention on 
behalf of the city. Guest speaker was Rep- 
resentative Katherine St. George, New 
York, whose topic was “The Place of 
Insurance in the Modern World.” Mrs. 
St. George traced the primeval urge of 
mankind for security and the progress 
of the idea of insurance. In this prog- 
ress women have taken a forward step 
and may be found in vast numbers in 
every position which the industry has to 
offer, from clerk to executive, she de- 
clared. 

Arthur L. Schwab, president, New 
York Association of Insurance Agents, 
using the Federation’s candlelight serv- 
ice, installed the new officers. At the 
close of this ceremony, Irene Dickinson, 
past president, was presented with a 
necklace in appreciation of her service 
to the Federation. 


Career of Charlotte Lozier 


Charlotte Lozier makes her residence 
in Poughkeepsie where she was_ born. 
A graduate of Roosevelt Central High 
School, Hyde Park, she was an honor 
student and edited the school paper. She 
attended Krissler Business Institute and 
became a legal stenographer and public 
secretary. In 1948 Miss Lozier entered 


Associa- 


insurance with George B. Wood, Jr., 
Agency, Poughkeepsie, with whom she 
is still associated. A member of the 
Insurance Women of Poughkeepsie 
since 1948, she has served that club as 
an officer. Miss Lozier just completed 
a term as vice president of the Federa- 
tion. She is studying for the examina- 
tion for license as an agent. 

President Lozier appointed the follow- 
ing committee chairmen to serve with 
her: Ways and means, Doris Phelps, 
Syracuse; membership, Sue Johnstone, 
Rochester; education, Bernadette Bae- 
chle, Utica; program, Marie Johnson, 
Fulton County; historian, Margaret E. 
Kane, Holmdel, N. J.; parliamentarian, 


Luella I. Goodridge, N. Y. City; organi- 
zation, Catherine O’Brien, Poughkeep- 
sie; rules of order and _ constitution, 


Hannah W. Jaffe, Albany; projects and 
planning, Josephine Orr, Auburn; legis- 
lation, Pauline Eigabrodt, Albany; pub- 
licity, Margaret E. Kane; publications 
and news letter, Lorraine Bristow, Buf- 
falo; resolutions, Louise Weiss, Schen- 
ectady; safety, Hannah Jaffe; and 
review of past president’s report, Ger- 
trude Seymour, Syracuse. 

The mid-year meeting of the Federa- 
tion will be held at the Nelson House, 
Poughkeepsie, October 14-16. 





E. L. Egger Texas Special 

Appointment of E. Linwood Egger as 
special agent in the Houston, Texas, area 
for the Aetna Insurance Group was an- 
nounced by President Clinton L. Allen. 
Mr. Egger will make his headquarters in 
Houston, where he will be associated 
with State Agent W. T. Magee and Su- 
perintendent W. E. Tesch of the marine 
department. 











Blow Opportunity to the Agent 


The windstorm season is at hand. 


Agents who know the value of proper TIMING 
in sales work are now advising clients that 
Central Surety’s ADDITIONAL EXTENDED 
COVERAGE and ALL PHYSICAL LOSS forms 
are available for attachment to Central Surety 
FIRE policies. The need, if overlooked, some- 
times leads to tragic conditions. 

NOW — and any time — a discussion of Fire 


Insurance should naturally include the check- 
ing of INSURANCE to VALUE. 


CENTRAL SURETY AND INSURANCE MRPORATION 





HOME OFFICE KANSAS CITY, MISSOURI 





Security-Connecticut Cos. 


Name Toale N. Y. C. Mgr, 


é 


EUGENE A. TOALE 


Appointment of Eugene A. Toale, 
CPCU, as manager of the New York 
City branch office of the Security-Con- 
necticut Insurance Companies of New 
Haven, at 84 William Street, was an- 
nounced by B. J. Daenzer, secretary, 
The territory under his jurisdiction will 
include New York City and its suburbs, 
Long Island, Westchester and Rockland 


Counties. 

Under Mr. Toale’s direction, Henry 
Eisenreich will continue in charge of 
Inland Marine operations and William 
Steel will remain as special agent operat- 
ing out of the Hempstead, L. I. service 
office. 

Mr. Toale is a 1935 graduate of All 
Hallows Institute, New York, and in 
1946 completed the Insurance Institute 
of America fire course with a Cum 
Laude certificate. He received his Char- 
tered Property and Casualty Underwriter 
designation in 1949, and is a past presi- 
dent of the New York Chapter, Society 
of CPE. 

He started his insurance career in 
with the Continental Insurance Co. 
its Automobile Department. After five 
years’ war service in the U. S. Navy, he 
returned to the Continental as a senior 
automobile underwriter for the New 
England area. In 1949 he joined the 
Agency Department of Fidelity and Cas- 
ualty Co. as assistant supervisor of 
training. 

Since 1950, Mr. Toale has been asso- 
ciated with the Nationa] Association ot 
Insurance Agents, as assistant director 
of education and research until 1952, and 


then as director of education and re- 
search with the additional title of as- 
sistant secretary. 

While with the NAIA Mr. Toale 


served as Secretary to the Agency Man- 
agement, Education, Fidelity and Surety, 
Long Haul Trucking, Property and Cas- 
ualty Committees of the Association. In 
addition, he was responsible for the de- 
velopment and maintenance of the NAIA 
Education Training course, including its 
Agency Management series. As _ secre- 
tary of the Agency Management Com- 
mittee in 1953, he actively participated 
in an agency cost study which resulted 
in publicz ition of the Committee findings 
as “The Economic Status of the Insur- 
ance Agent.” 

While with the NAIA, Mr. Toale lec- 
tured widely on agency management, 
agency ownership and customer account 
analysis before agent groups, as well as 
- various colleges including the Uni- 

ersities of Massachusetts, Connecticut, 
Florida, Oklahoma, Penn State, Stanford 
and Richmond. He is currently an in- 
structor for Part I, CPCU at the Insur- 
ance Society of New York. 

Prior to taking up his new duties in 
New York with the Security-Connecticut 
Companies, Mr. Toale was a speaker at 
the Mid-West Meeting of the NAIA 
held at Wichita, Kans., April 17 to 19. 
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Allstate Rate Hearing 


(Continued from Page 18) 


that if the NYFIRO would be granted 
an increase in rates by the New York 
Department, then Allstate would file for 
the same increase. However, he added 
that Allstate would continue to give the 
percentage discount because the reduc- 
tion is based solely on the matter of 
acquisition costs, not the rating struc 












ture. 





Two Main Categories 






At this point, Superintendent Holz 
gated that to him the whole picture was 
divided into two categories: (1) whether 
the present rates on fire and extended 
coverage dwelling rates are inadequate; 
(2) whether, as Allstate maintains, the 
rate reduction on their part was due to 
jess acquisition cost. The New York Su- 
perintendent emphatically declared that 
i the present rates are proven to be in- 
adequate, then he would see to it that 
the necessary increase was granted by 
the Department. 

He added that the New York Depart- 
ment has the dual responsibility of see- 
ing that insurance rates are reasonable 
and adequate. He said that it was a 
disservice to the public if companies are 
permitted to write insurance at inade- 
quate rates. In consideration of a pos- 
sible rate adjustment, Mr. Holz said 
that he would not be guided by a for- 
mer Department policy which restricted 
the percentage of increases granted in- 
surance companies, 

As witness for the NYFIRO, H. Sum- 
ner Stanley, general manager of that 
organization, maintained that Allstate’s 
rate filing did not include any loss ex- 
perience for extended coverage. Sena- 
tor Kaplan interjected that Allstate “had 
applied our fire experience but not our 
extended coverage to their rates.” Mr. 
Moser, for Allstate, contradicted by stat- 
ing that his company did take into con- 
sideration loss experience of stock com- 
panies in their filing but, he added that 
they had to use 1949 figures as those 
were the only statistics available at the 
time. 

The subject of fire prevention and in- 
spection by NYFIRO in New York State 
cities of 25,000 or less population figured 
in the argument as having a bearing on 
the acquisition costs of that organiza- 
tion. Judge Proskauer, representing All- 
state, argued that such service was neg- 
ligible as only 1/10 of 1% of NYFIRO’s 
written premiums went for that service. 
In a heated debate between Senator 
Kaplan and Judge Proskauer, the latter 
charged that NYFIRO has attempted to 
create a trust and prevent competition. 
Senator Kaplan retorted that Allstate is 
trying to “raid” the fire business and is 
attempting to do what it has done in 
the automobile field. 


Excessive Commissions Being Paid 














Judge Proskauer further argued that 
NYFIRO companies are paying exces- 
sive commissions for dwelling business. 
He presented no evidence of such pay- 
ments, but demanded that certain stock 
company members of NYFIRO furnish 
data concerning premiums written, com- 
missions and brokerage paid, commission 
contracts made with agents on fire and 
extended coverage business, overwriting 
agreements, and any other agreements 
covering payments to producers. Senator 
Kaplan stated that such information 
would be made available to the hearing. 
Another issue came into focus, when 
Superintendent Holz inquired into how 
much rent Allstate paid for counters in 
Sears department stores, and whether 
Sears, Roebuck subsidizes its insurance 
company affiliate. The Superintendent 
said that if such subsidies exist, they 
are illegal. 

Allstate said it paid Sears $32,000 in 
1954 for rental of 41 booths in the New 
York department stores, and that 141 of 
its 244 New York agents are located at 
these booths. It was also recorded that 
Allstate paid $150,000 for advertisements 
in Sears’ mail order catalogue, which 
has a circulation of seven million. It 
Wrote $1,000,000 in premiums through di- 
rect mail advertising. 





as your car? 


You buy your car by brand. 
Its name is your guarantee of 
value and performance. 


The same is true of automobile 
insurance, 


For your own sake, buy from 
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your car's. Then you know 
you re protected when 
G loss occurs, 


THE HOME 


Srsurence CE 


CUyprany 
New York 8 N.Y, 
MARINE 


nity Company, an affiliate, writes 


Maiden Lane, 


Casualty Insurance, Fidelity and Surety Bonds 





The Home Insurance Company’s new 
advertisement sells more automobile 
insurance, sure... 


but more important, it sells you. 

It tells your clients about your’ 
services, the quality protection which 
you can offer. 

This advertising is designed to attract 
good automobile business to 

your agency. 

Your Home fieldman is ready to help 
you any way he can—just ask him! 
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Rowell Elected V.P. 
Of Freedom Insur. Co. 


PLAN STAFF APPOINTMENTS 





Company to Market $22,000,000 in Securi- 
ties in California; File Appli- 
cation with SEC 





Election of John H. Rowell, insurance 
actuary, to the post of vice-president 
and chief actuary of the Freedom Insur- 
ance Co., was announced in Berkeley by 
the company’s president, Ray B. Wiser. 
The selection of Mr. Rowell will be 
followed immediately by appointment of 
other specialists in building Freedom’s 
operative staff, Mr. Wiser said. 

The Freedom company holds a permit 
from the Insurance Commissioner of 
California to market its $22,000,000 worth 
of securities and is also filing its appli- 
cation for registration with the Securi- 
ties & Exchange Commission. The com- 
pany is now processing its copyrighted 
policy form, under which the insured’s 
casualty, fire and allied hazards are com- 
pletely covered in one simplified con- 
tract. 

Freedom's policies will be written 
through agents and brokers, in coopera- 
tion with insurance engineers and dis 
trict representatives. 

Emphasis will be placed upon scientific 
appraisal and selection of risks, reduc- 
tion of loss ratios, greater equity for 
stockholders and policyowners, and the 
elimination of much of the current 
phraseology in policies which policyown- 
ers find confusing Mr. Wiser explained. 

Career of J. H. Rowell 

Mr. Rowell was graduated from the 
Wharton School of Finance of the Uni 
versity of Pennsylvania, in 1939, with the 
highest average grade in accounting, in- 
surance and _ statistics. He enjoys the 
distinction of being the youngest man 
ever appointed by Pennsylvania’s Insur- 
ance Commissioner as an insurance com- 
pany examiner. Subsequent posts held 
by Rowell include: 

In charge of all statistical work and 
individual risk ratings on group life, 
group accident, and health, group hospi- 
tal and surgical lines for the Connecticut 
General Life; in charge of statistics, 
rating and dividend plans for workmen's 
compensation and all group A. & H. 
lines for the Kemper companies of Chi- 
cago; actuary for the California Inspec 
tion Rating Bureau and in charge of 
statistics, rates and rating plans on 
workmen’s compensation insurance; in 
dependent insurance consultant for a 
number of California companies. 

Mr. Rowell is a fellow of the Casualty 
Actuarial Society; associate of the Life 
Office Management Association; mem- 
ber, San Francisco Actuarial Club; Pa 
cific Coast Actuarial Club; San Fran 
cisco Accountants Association; president, 
Burlingame Toastmasters’ Club. 


Public Adjusters to Hold 
Annual Meeting June 26-29 


National Association of Public Insur- 
ance Adjusters will meet for their 5th 
annual convention at the Concord Hotel, 
Kiamisha Lake, N. Y., on June 26 to 29 
inclusive. 

Taking part in the convention will 
be representatives of public insurance 
adjusting firms from all parts of the 
country. They will study new and pro- 
posed insurance legislation in many 
states and consider new problems in the 
field as encountered by members. 

William Goodman, president of the 
Association, and a member of the firm 
of Goodman, Gable & Gould, Baltimore, 
stated that this convention will be one 
of the most important held, because of 
the growth and importance of problems 
affecting every policyholder. 

The National Association of PIA is 
comprised of members from many states 
in the Union and was organized in 
1951 for the purpose of raising the 
standards of the profession so that the 
policyholder will always be fully pro- 
tected in his dealings with a member 
who has been accredited by the Associ- 
ation. 
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New Orleans TIS Group in Fifth Year of Public Relations 
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Discussing the 1955-56 advertising program of Trained Insurance Specialists as 
the organization enters its fifth year of insurance public relations and advertising, 


are some of the 


Shown above seated (center) is 
from left are Charles A. Garic, Archie 
Maurice J. Delord. 


New Orleans—Trained Insurance Spe- 
cialists (TIS) of New Orleans, 
agents who have been doing an 


local in- 
surance 
excellent job of public relations and ad- 
vertising promoting capital stock insur- 
are in their fifth opera- 
tions. At a recent meeting held in the 
Roosevelt Hotel, Kraus, part- 
ner of Kraus Insurance Agency, was re- 
the committee of 


ance, year of 


James C. 


elected chairman of 
management. 

Other officers elected to the nine-man 
committee of are: Joseph 
V. Altobello, owner, Altobello Insurance 
Agency, vice chairman; Bela A. Lynne, 
president, Bela A. Lynne, Inc., secre- 
tary; and Irving M. Jacobs, president, 
Dixie Insurance Agency, Inc., treasurer. 

3efore the election of officers by the 
committee cof management, the follow- 
ing members were elected to serve on 
the committee. Maurice J. Delord, 
owner, Maurice J. Delord Insurance 

Agency; Charles A. Garic, vice presi- 
dent, Charles \.  Garic Insurance 
Agency, Inc.; Archie T. Higgins, Jr., 
owner, Archie T. Higgins, Jr., Insur- 
ance Agency; Richard S. Lochte, presi- 
dent, Lochte Insurance Agency, Inc.; 
and Samuel C. Vreeland, secretary- 
treasurer, $ Inc. 


management 


A. C. Vreeland, 

In accepting his reelection, Mr. Kraus 
pointed out how “the success of this 
TIS program has been brought about by 
our extensive use of newspaper adver- 
tising which has been the core of the 
program. And now, as we enter our 
fifth year, we definitely feel that the 
public is aware of this TIS program 





James C. 
T. Higgins, 


TIS Committee of Management members of the New Orleans area. 


Kraus, Others pictured 


S. Lochte and 


chairman. 
Jr., Richard 


tells the most effective uses of 
insurance. We believe the public has 
been inspired to a new high in con- 
fidence in the integrity of the local in- 
surance agent and the capital stock in- 
surance companies that he represents. 
We will continue to publicize the value 
and necessity of proper insurance pro- 
tection.” 

One hundred and eighteen local capi- 
tal stock agents and sponsors of the 
metropolitan New Orleans are are par- 
ticipating in the TIS program. 


which 


Trained Insurance Specialists 


The latest group to join the Trained 
Insurance Specialists is in Atlanta, 
where 60 members have been enrolled. 
It is the sixth such group. They are in 
Atlanta, New Orleans, Baton Rouge, 
Shreveport, Mobile and Danville, Va. 

TIS is a copyrighted program. It in- 
volves a well-formed plan of advertising 
and public relations to promote interest 
in and knowledge of capital stock insur- 
ance, the companies and agencies who 
sell it. In Atlanta Gus Naumann of the 
insurance agency of his name is chair- 
man of the committee on management. 





Represents Co. 50 Years 

Stuart H. Taylor of Twin Falls, Idaho, 
this week marked 50 years as a repre- 
sentative of Fireman’s Fund Insurance 
Co. when he visited the firm’s home office 
in San Francisco. Officials of Fireman’s 
Fund honored Mr. Taylor with a 50-year 
certificate during his California visit. 


J. N. Robinson Becomes 





JOHN N. ROBINSON 


John N. Robinson has joined Johnson 
& Higgins, international insurance bro- 
kers, as a vice president in the marine 
hull department. He had been with the 
Marine Office since 1936, becoming hull 
underwriter in 1946, assistant 
in 1951 and a vice president in 1954. 

A native of Glens Falls, N. Y., Mr. 
Robinson was graduated from New York 
State Merchant Marine Academy in 1936, 
thereafter joining the Marine 
Office in its accounting department. The 
following year he transferred to the hull 
underwriting department and, except for 
three years of war service, remained 
there for the next 19 years. Prior to 
war service in 1943 as an officer of 
the Army Transport Service, Mrv* Rob- 
inson was assistant hull underwriter. 
After the war he became hull under- 
writer. At various times he has been 
alternate on board of managers, Ameri- 
can Marine Hull Insurance Syndicate 
and the Great Lakes Underwriting Syn- 
dicate; member, policy committee, Great 
Lakes Underwriting Syndicate; chair- 
man, builder’s risk committee, American 
Marine Hull Insurance Syndicate ; mem- 
ber, several committees, American Ma- 
rine Insurance Syndicate for Insurance 
of Builder’s Risks. He was chairman of 
the Tugboat Underwriting Syndicate in 
1954 and served the Syndicate in various 
capacities in other years. 


manager 


shortly 





Service Fire Opens 


Boston Branch Office 


A new regional underwriting office for 
the Service Fire Insurance Co. was 
opened in Boston on Tuesday, under the 
management of William H. Montgomery, 
it was announced in New York by Emil 
C. Chervenak, president of the company. 
The office, at 470 Atlantic Avenue, will 
handle underwriting activities for New 

“ork, Massachusetts, Connecticut, Rhode 
Island, Maine, New Hampshire and Ver- 
mont. 

Service Fire is one of the country’s 
largest insurance companies specializing 
in automobile physical damage insurance. 
It has 13 other regional underwriting of- 
fices. It also has claims reporting offices 
in 450 cities throughout the United States 
and Canada. 





BUFFALO AGENCY MAN DIES 

George Feidner, 30, treasurer of J. L. 
Blaney & Co., Inc., Buffalo, N. Y., in- 
surance agency, died April 17 in Buffalo 
General Hospital. He had been in the 
erage business with his father-in- 
law, Joseph L. Blaney, since 1947. His 
wife and a daughter survive. 


A Johnson & Higgins V. P. 















N.Y. STATE EXAMS 


NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


abode aan 


Starts Tuesday, May 17, for 
Brokers’ anes Ft on Sept. 15 


—T ESTATE COURSE 


Starts Tuesday, 
State Exams on Aug. 3 & eed 21 


AMERICA'S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
POH S INSURANCE 
132 vee Street 
wy * bay | op hey ¥. 
Cortlandt. De 7318 


HERBERT J. POHS, Founder-Director 
























Millers-Illinois Fire Has 
Ad Plan for Local Agents 


A complete advertising campaign for 
local agents’ use has been incorporated 
into a new brochure issued by Millers 
National and Illinois Fire Insurance 
Cos., Chicago. It is available to agents 
without charge. 

The brochure includes a number of 
pre-tested sales letters for use in new 
client prospecting. These letters cover a 
wide range of subjects and offer sub- 
stantial assistance to the agent in de- 
veloping new accounts. 

Also included are samples of newspa- 
per advertisements available to the 
agent in mat form which can be effec- 
tively tied in with a direct mail letter 
campaign or run independently. Mats 
are available in three different sizes. 
Detailed instructions are included in the 
brochure outlining the most effective use 
of these media in promoting the serv- 
ices of the local agent. 
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Favors Law for Central 
Fund of Reinsurance 


LAWYER’S TALK IN BOSTON 





Morrison Thinks This Will Build Up 
Proceeds Needed for Protection 
Against Catastrophe 





One of the speakers before Massa- 
chusetts Brokers Association in Boston 
this week was Robert M. Morrison, well 
known insurance lawyer of the Hub. 
Discussing manner in which the insur- 
ance companies can best figure in catas- 
trophe protection he thought the insur- 
ance industry should place a_ self- 
imposed assessment on the net premium 
yolume of all insurance companies, the 
proceeds to be invested as capital in a 
central reinsurance fund. 

“This will serve as a method of dis- 
tributing the risk over the entire na- 
tion,” he said. “It will help preserve the 
private character of most of today’s in- 
surance program.” Continuing he said: 


Comments on Federal Deposit Insurance 
Corporation 


“Although there are substantial dif- 


ferences, this plan has much in common 
with parts of the Federal Deposit Insur- 
ance Corporation setup. Over the past 
23 years, that corporation has built up a 
surplus of one and one-half billion dol- 
lars from the assessments on the mem- 
ber banks and from investment return. 

“Congress should pass a law author- 
izing the central reinsurance’ fund 
which the insurance companies establish 
to borrow up to five billion dollars, if 
needed to meet losses. This would 
serve to spread the-risk even further 
across our entire economy. This follows 
further along the path carved out by 
the FDIC. The latter, I recognize, is 
government controlled and somewhere 
along the line new concepts of the rela- 
tionship between Federal Government 
and the insurance industry will have to 
be worked out to preserve private initia- 
tive. 

“A basic long-run factor in keeping 
losses at a minimum is teaching the 
community to work and live in a world 
where radioactivity is an ever possible 
danger to life and health. Society has 
successfully learned how to live with 
fire. Just as we start at an early age to 
teach our children to control and re- 
spect fire and handle it in their daily 
routine, so we must now teach them to 
lve with radioactivity. A program to 
this end should be started throughout 
our school system, at once, beginning 
at the very earliest grades. This is the 
best antidote against panic and maling- 
ering, two potent and definite threats to 
the loss ratio of the future. Examples 
of this possibility are beginning to ap- 
pear. In one New England plant using 
radioactive isotopes, a wave of panic 
sweeps through the plant at intervals 
based on the rumor that over-hot radio- 
activity is present. Management must 
immediately call in engineers and doc- 
lors to test, examine and allay fears. 
“The insurance director of a large hos- 
pital reports the case of a porter in a 
Cambridge, Massachusetts, plant using 
isotopes coming to the hospital with a 
‘tory of over-exposure to radio-activity. 
Two doctors had already pooh-poohed 
ls complaint but he was not satisfied. 
Not until the hospital doctor put a 
selger counter on him and showed him 
that he was not radioactive did the 
patient feel satisfied. It takes little im- 
‘gination to translate these two junior 
incidents into potential major losses and 
‘aims that can arise as we move into a 
world of greater and greater use of 
Sotopes. The only defense is education. 
' suggest that the insurance companies 
lave a direct interest in this education 
‘nd propose that they sponsor its intro- 
‘uction into our school system and in- 
lustrial relations work. I know of no 
nore potentially profitable area for loss 
Drevention work.” 








Tell your story with 


“YOUR INSURANCE PROGRAM 
IS AS GOOD AS YOUR AGENT” 


a completely New approach 


to your insureds and prospects, 





telling them the difference between 
YOUR service and that offered 
by others 


@ Developed by the Royal- 
Liverpool Insurance Group 
to publicize the American 
Agency System. 

No Company Identification, 
Agent’s name only appears 
throughout entire brochure. 
@ Agent can tell the story of 
HIS OWN agency in 

copy and photographs. 
Printed in four colors. 
Subsidized by Royal- 
Liverpool, brochures are 
offered at extremely low cost. 


~® for further details, write 
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Single Package Policy 
For Small Home Owners 


URGED BY JAMES F. CRAFTS 


Should Include all Property and Liab. 
Coverages, Meet All Family Needs; 
Wichita Agents Told 








A single package contract including all 
property and liability coverages for the 
average home owner was urged upon 
agents at the Midwest Territorial Con- 
ference in Wichita, by James F. Crafts, 
president of Fireman’s Fund Group. He 
advocated simple, inexpensive covers 
without frills, providing maximum pro- 
tection, including all family needs, even 
the one that looms more important each 
day—major medical and hospital pro- 
tection. 

The important group of new, small 
home owners typify modern American 
family life. They are good citizens and 
policyholders. These prospects can be 
convinced that the American Agency 
System offers something attractive and 
worthwhile if independent agents and 
their companies make a few simple and 
comparatively unimportant changes in 
traditional methods of selling and serv- 
icing, declared Mr. ‘Crafts. 

Labor and Expense-Saving Devices 

“First, we must introduce every labor- 
and expense-saving device available to 
us to bring down the cost of our indem- 
nity on all personal lines, especially 
dwellings and automobiles. This includes 
the full use of automation techniques 
those made possible through research in 
the electronic field. At the present time 
less than 5% of all our office work is 
done by automatic machines. The ex- 
perts tell us that 50% of our office work 
could be mechanized. The new devices 
that are being developed can perform 
miracles. 

“The outstanding value of these and 
other labor and expense-saving devices 
is their ability to absorb large volumes 
of data connected with the processing 
and handling of our complicated busi- 
ness.” Continuing, Mr. Crafts said, “We 
can’t afford to pass up the opportunity 
they provide for us. Be assured that our 
premium-saving competitors will be early 
in line for the machines as they become 
available. 

“As we further study the insurance 
needs of the new, small home owner and 
determine the percentage of the family 
budget that can be used for insurance 
we will unquestionably develop other 
expense saving improvements. We are 
already committed to a policy of pre 
mium savings through packaging. Why 
not apply this important principle to the 
average Mr. and Mrs. American home 
owner, who has been attracted by the 
savings tag attached to the insurance 
sold by our competitors ? 

Credit, a Recognized Practice 
in Business 

“These small home owners simply can’t 
afford to pay a term or even a full year’s 
premium in advance. Whether it be a 
package policy or an automobile compre 
hensive contract, we must accept the fact 
that credit is a recognized practice in 
every business. It’s even the foundation 
stone on which many have prospered.” 

Mr. Crafts pointed to the demands of 
the new, small home owner who, in in- 
creasing numbers, has been buying his 
insurance as he would buy a piece of 
furniture. Competition, especially in 
larger centers, have made it easy fot 
him to buy, declared the speaker. Con- 
tinuing he said: 

“They have discovered the lure of neon 
lights on Main Street. Some have taken 
over counters surrounded by washing 
machines and automobile tires, and to 
their amazement have watched their cus- 
tomers wait their turn to buy insurance. 
No paperwork, just face-to-face selling. 
Others have located in ground floor ofh 
ces, identified by multi-colored neon 
signs that imply the little man’s friend. 

“What are the most important and 
effective office hours of these Main Sireet 
insurance emporiums? Thursday night 
and Saturday morning or afternoon. 


(Continued on Page 26) 
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Manton Cites Problems 
Of Foreign Ins. Market 


ENDURED BY AMERICAN COS. 
Addresses Meeting of Ins. Accountants 
Assn.; Says Limiting Factors Are 
Personnel, Politics, Finance 
Financial factors are important in the 
spread of American insurance compa- 
nies throughout the world, said ATU 
Corporation president E. A. G. Manton 
in an address to the Insurance Account- 
ants Association at the Hotel New 
Yorker, on April 14, in New York City. 
Mr. Manton’s topic was the role played 





‘.onway Studios 


E. A. G. MANTON 


and the problems encountered by Ameri- 
can insurance companies in the inter- 
national insurance market. 

He said that today, outside the Iron 


( ‘urtain, there are very few foreign coun- 
tries where an American insurance com- 
pany is not entered to transact business. 

The premium income of American 
companies abroad, built up largely in the 
last 25 years and achieved at nobody's 
expense, has come out of the great ex- 
pansion, during that period, of the world 
insurance market, he said. But the in- 
crease of American insurance in the 
international market has not been easily 
won. The limiting factors in the spread of 
American insurance companies through- 
out the world were, firstly, finding suit- 
able personnel to send abroad, secondly, 
political considerations over which the 
companies had no control such as war 
and nationalism and, thirdly, financial 
ictors., 


Foreign Countries Require Deposits 


“Many foreign countries, indeed, most 
nowadays, have laws which require for- 
eign companies to make deposits, usually 
the equivalent of the minimum capital 
required of a domestic company, if they 


are to secure a license,” declared Mr. 
Manton. 
“Frequently, the local insurance laws 


specify that these funds, or a substantial 
part of them, must be invested in local 
government obligations or similar types 
of fixed interest securities which contain 
no element of hedge against inflationary 
conditions. As you know, inflation has 
been rampant throughout the world since 


the end of the war, and in consequence, 
with only a few exceptions, foreign cur- 
rencies have depreciated in value against 
the dollar. In the years since the war, 
the American insurance companies oper- 
ating abroad have had to absorb some 
substantial foreign exchange losses.” 


High Cost to Establish Foreign Business 
Mr. Manton said 


constituting deposits 
foreign countries one 
the establishing a 
plant. amounts to a 


that in addition to 
and reserves in 
must also consider 
worldwide 
considerable 


cost of 


This 


figure especially if one elects to operate 


with a branch office system rather than 
a general agency system. “All in all, | 
would say that a company planning to 
develop a truly worldwide organization 
should be prepared to invest not less 


than $5,000,000 in the enterprise,” he 
said. 

Mr. Manton added: “This foreign 
business transacted by American com- 


panies, is, of course, an American export. 
Like other exporters we encounter diffi- 
culties in getting paid for our product 
in some dollar-short territories. We are 
subjected to exchange control regulations 
which limit and restrict in some cases 
the extent to which we are able to remit 
our profits home. 

“Tt is interesting to reflect, however, 
that the United States is also an 1m- 
porter of insurance in the sense that 
foreign companies derive a considerable 
premium income both direct and from 
reinsurance of American business. In 
fact, the premium income that the for- 
eign companies derive from American 
business exceeds by far the premium in- 
come that the American companies de- 


rive from foreign territories. The bal- 

ance of trade insurance-wise is, there- 
- ” 
fore, unfavorable to this country. 
Foreign Business Profitable 

Mr. Manton said, despite the difficul- 

ties, foreign business is profitable to 


the American insurance companies that 
transact it. In fact, the percentage of 
underwriting profits is rather higher than 
the percentage of profit usually earned 
on American business itself. 

“But then it has to be,” he added. 
“American companies, in establishing an 
overseas plant incur considerable politi- 
cal and foreign exchange risks. There 
ous certainly be no incentive for them 
to do so if they could not be compen- 
sated by the possibility of making a 
commensurate underwriting profit.” Mr. 
Manton added that all institutions have 
to meet ultimately the test of usefulness 
to the public they serve and this is true 
of the American insurances transacting 
international business. 

“American investments overseas amount 
to billions of dollars and all the experts 
agree that this investment must continue, 


and even be intensified, if a healthy 
world economy is to be achieved and 
maintained. Insurance is an indispensa- 


ble lubricant in keeping the machinery 
of investment running. The fact. that 
American industry has at its command 
a market in the United States for the 
protection of its overseas properties is 
of considerable value. 

“Tt is enabled to discuss its overseas 
insurance problems at the very seat of 
its own central management with people 
who are conversant with all the facets 
of these problems and can, in the proc- 
ess, utilize its own professional insurance 
advisors.” Mr. Manton continued that 


Wellington Fund 
Buys Insurance Stocks 


ADDS TO FORMER’ HOLDINGS 


Wellington Holds Common Stocks of 
Ten Insurance Companies for Total 
Valuation of $11,238,750 


The $400 million Wellington Fund, one 
of the country’s largest mutual invest- 
ment companies, added to its holdings 
of insurance common stocks in the last 
half of 1954. The 26th annual report 
of the Fund lists an investment of 
$11,238,750 in insurance stocks on De- 
cember 31 last. This represents an in- 
crease in value of $2,182,000 over the 
holdings of $9,056,750 in this group six 
months previously. 

The Fund’s additions included 1,000 
shares of Fidelity-Phenix Fire Insurance 
Co. Wellington’s total common. stock 
investment in the insurance field con- 
sisted of 25,000 shares of Continental 
Casualty; 30,000, Maryland Casualty; 
6,250, Hartford Fire; 11,000, Insurance 
Co. of North America; 10,000, Fidelity- 
Phenix Fire; 11,000, U. S. Fidelity & 
Guaranty; 14,000, Fireman’s Fund; 5,000, 
Continental Insurance Co. of N. Y, 
10,000, Government_ Employes Dio 
Co.; and 15,000, Federal Insurance of 
Ni ac. 

_ The report lists more than 300 securi- 
ties in its portfolio representing a diver- 
sified investment in upwards of 30 dif- 
ferent industries. Common stock hold- 
ings accounted for 67.2% of total net 
assets. Of the remainder 23.5% was in- 
vested in high grade bonds and pre- 


ferreds; 0.4% in appreciation bonds and 
preferreds, and 8.9% in cash and Gov- 
ernments. 


Wellington’s net assets rose $120,846,- 
000 in 1954 to a new high of $401,740,447 
on December 31, last, equal to $24.60 a 
share, from $280,894,213, or $19.97 a 
share, on the same day a year ago. 





insurance companies are re- 
sponding to an essential need of the 
American government, American indus- 
try and the ordinary U. S. citizen. 

Speaking to the accountants on the 
problem of finding suitable personnel to 
send abroad Mr. Manton said: “I can 
recall a number of instances where we 
have got into trouble because we have 
had inadequate accounting. We might 
have sent a man to open up a new terri- 
tory, and he may have done reasonably 
well from a production point of view, 
but got his office into a bad snafu by 
hiring a butcher or baker to keep the 
be ” ks! ad 
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Single Package Policy 


(Continued from Page 25) 


Why? Because Mr. Average American 
home owner is a bread winner, working 
eight hours a day, five days a week, and 
he takes pride in being the master of 
his financial affairs, including the pur 
chase of insurance on his home and its 
contents and on his automobile. He is 
willing to come to you but he can't ai- 
ford to take time off, and he has found 
that our competitors are available to 
him during his free hours.” 

Mr. Crafts told the agents to use more 
advertising in trying to attract the smal 
home owner as_ prospects. Advertise 
service and value to the small home own- 
ers and tell the story with enthusiasm, 
he urged. 

In closing, he said, “Our problems cat 
only be worked out together. Neither 
we, the private insurance companies, nor 
you, the qualified independent insurance 
counselors can pull the wagon of oppot- 
tunity alone. We must agree on 4 
common objective—the preservation 0! 
our private insurance companies and 0! 
their representation by qualified inde- 
pendent insurance counselors. 





Meenan and Morris Named 
Special Agents in Arizona 


Fireman’s Fund Insurance Group has 
announced field changes in Arizona 
Southern California department mana- 
ger cae T. Backus announced the 
appointment of Condy G. Meenan a 
special agent in the Tucson office. Mr 


Meenan started his insurance career 
with the Arizona Fire Rating Bureau 1! 
1950, and, in 1953, joined Fireman: 


Fund as special agent in the Phoenix 
area. : 

Edward W. Morris has been namet 
special agent in the Phoenix office. After 
a year with an eastern agency, he served 
in various capacities in the fire depart 
ment of the Southern California depatt- 
ment of Fireman’s Fund Group. 
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Plan New Structure 
For 123 William St. 


OCCUPANCY SLATED FOR _ 1956 


All Glass, Fully Air-Conditioned Bldg. 
Designed Specifically for Insurance 
Offices; Noyes Renting Agents 


In their second major move to re- 
vitalize the downtown insurance district, 
Ivor B. Clark and Erwin S. Wolfson, 
principals of the Clarson Co., have an- 
nounced plans for a new 16-story, all 
glass, fully air-conditioned office build- 
ing to be erected at 123 William Street. 

Occupancy Is Scheduled in 1956 

The same interests are currently 
erecting the 12-story air-conditioned 
ofice building at 156 William Street, 
less than two blocks to the north. 

The site for the new building was 
acquired under a long-term lease ar- 
rangement from the minister, elders and 
deacons of the Reformed Protestant 
Dutch Church of the city of New York, 
represented by Dr. Norman Vincent 





Architect’s sketch of new building to be 
erected at 123 William Street. Occu- 
pancy is scheduled for 1956. 


Peale, president, and Walter C. Herrod, 
clerk and treasurer of the Church Con- 
sistory. 

The fee to the property which has 
been in the ownership of the Church 
for more than two centuries was last 
conveyed under the will of John Har- 
berdinck on February 7, 1723. 

_In the transaction, which was nego- 
tiated by Robert D. Murdock, vice presi- 
dent of Charles F. Noyes Co., Inc., bro- 
ker, Harold Schwarzberg, of Skutch & 
Burton, attorneys, represented the in- 
terests of the lessee and Arad Riggs of 
Allin, Riggs & Shaughnessy, attorneys, 
Joseph W. Zeller, attorney and member 
of the Consistory, acted for the Church. 
Title was insured by Title Guaranty & 
Trust Co. The property, now the site 
of a 12-story building nearly 50 years 
old, occupies a 12,377 square foot plot 
fronting 130.10 feet on William Street. 

The new structure, which will replace 


the existing building, is being designed 
specifically for insurance company ten- 
ancy and will offer flexibility of office 
arrangement in 181,000 square feet 
grouped in floor areas ranging from 
10,000 square feet to 8,500 square feet 
on the set-back floors. 

The Charles F. Noyes Co. has been 
appointed renting agent for the new 
building. This firm also represents the 
Clark-Wolfson interests in a similar ca- 
pacity in their 156 William Street 
Building. 


Downtown Ins. District—A Neglected 
Area 


According to Messrs. Clark and Wolf- 
son, the downtown insurance district has 
been the neglected area in the new office 
building revival throughout the city. As 
contrasted with the new building ac- 
tivity uptown, where more than 12,- 
000,000 square feet of new, fully air- 
conditioned office space has been added 
in the last few years, virtually no new 
buildings have been erected in the down- 
town insurance area in almost a quar- 
ter century. The paucity of fully air- 
conditioned and modern office facilities 
in that area they report, “has led to 
badly overcrowded, inefficient office 
operations.” 

Diesel Construction Co., Inc., of which 
Mr. Wolfson is president, will be the 
general contractor for the new building 
and Michael Saphier Associates, Inc., in- 
dustrial designers and office layout spe- 


cialists, has been retained to provide 
space planning service for prospective 
tenants. 

As designed by Emery Roth & Sons, 
architects, the new building will provide 
every recent important innovation in 
modern tall office building design. The 
all glass facade, including the spandrels 
between floors, will be relieved only by 
small structural aluminum mullions. 
Window treatment will emphasize a 
ribbon-like effect to provide maximum 
exposure to natural light. 

Other features include entrance doors 
of glass, a modern lobby featuring com- 
binations of stainless steel and marble, 
five high speed, automatic, electroni- 
cally controlled passenger elevators, 
acoustical ceilings, the latest interior 
lighting treatments with recessed fluo- 
rescent fixtures, and a year-round pe- 
ripheral system of air-conditioning for 
all floors with individual office controls 
for regulating both heating and cooling. 

Messrs. Clark and Wolfson further 
pointed out: “The district is now in the 
process of rebirth and the desire for 
up-to-date modern quarters by insur- 
ance firms is evidenced by the number 
of large companies who have already 
expressed interest in renting major 
space in the new building. Our own con- 
fidence in the area is reflected in this 
new building operation, which is being 
started even before the 156 William 
Street structure is completed and fully 
tenanted.” 








Things every Insurance Buyer should know—No. 78 


Why an INDEPENDENT 


insurance man can serve you best 


In insurance, as in many other fields, there is no monopoly on good 
ideas, good service, or good rates. One company may have developed 
a better policy for the homeowner in some areas. Another company 
may boast lower rates on certain forms of insurance. Still a third 
may be especially noted for prompt service. 


Which of these companies should you insure with? If you ask a 
company representative, he will usually try to persuade you that 
his company—and only his company—is best for you. 


That in fact is a good reason for buying insurance only through an 
independent insurance agent or broker . . . 


v Because he represents not one but several insurance 
companies, he can be impartial in picking the best com- 
pany for your individual needs. 


v Because he’s a professional insurance man, not just a 
salesman, he keeps up with new types of insurance cov- 
erage and makes certain your insurance is up to date. 


v Because he is independent, you can count on him to 
assist you with your claim when you suffer a loss and to 
represent your interests to the fullest at all times. 


Our advice: To be certain about your insurance protection and 
service, see a competent, independent agent or broker. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 
Baltimore - Boston + Charlotte - Chicago « Cincinnati - Cleveland - Columbus + Dallas - Detroit 
Grand Rapids * Houston - Indianapolis - Los Angeles - Milwaukee + Newark + New Haven 
Philadelphia + Pittsburgh + Portland » Richmond « St. Louis + San Francisco + Seattle - Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 








This advertisement appears in the country’s leading newspapers in April. 
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Marine Market 


(Continued from Page 1) 


recognition of the justice and desira 
bility of a position that marine insur- 
ance placing should be free,” said Mr. 
“The United Nations, the Gen- 
Tariffs and 
Union of 


Bonner. 
eral Agreement on Trade 
(GATT), the 
Marine Insurance, the 
Chamber of Commerce, the Chamber of 


International 
International 


Commerce of the United States, and 
many state and local Chambers.of Com 
merce among others, have passed favor- 
able resolutions on this subject, the 
most recent being resolutions passed bs 
the Chamber of Commerce of the State 
of New York and the Seattle Chamber 
of Commerce. It is good to know that 
we have all these powerful and repu- 
table organizations on our side but the 
fact remains there has been little if any 
tendency towards reduction in this type 
of discrimination. Your officers and com 
mittees are doing everything possible 
and will continue to use every reason 
able avenue of approach to counteract 
this troublesome problem. 

“Well over 20 of the leading trading 
countries of the world have voluntarily 
joined together in the Agreement known 
as GATT, ie., the General Agreement 
on Tariffs and Trade. By this action 
they have shown their interest and de 
sire for a system of international trade 
which is as free as possible of national 
restrictions. It is readily evident, and 
GATT itself has so signified, that re- 
strictions in the placing of marine in 
surance tend to interfere with the very 
purposes of this desire and carefully 
proposed program for cooperation in 
the field of foreign trade. 

“While there may be a degree of dis- 
couragement because of the length of 
time involved in achieving an improve 
ment in the situation, nevertheless | feel 
strongly that the American’ market 
should feel encouraged by the broad 
nature of the support it enjoys and by 
the now apparent resistance to expan 
sion of restrictive practices. The work 
of the market in connection with free 
dom of insurance is a vital part of the 
free world’s efforts to break through the 
many nationalistic barriers to freer 
world trade that exist in export-import 
trade, foreign exchange, and so forth. 
The recognition by established organi 
zations of the essential justice of the 
American position on freedom of insur 
ance will, | am convinced, make it in 
evitable that the weight of international 
public opinion and the desire for freer 
trade, will force a downward trend in 
the number and scope of such regula- 


tions. 


A. J. Sullivan, State Agent 


E. D. Patton, U. S. manager of 
Northern Assurance Group, announces 
the transfer of Arthur J. Sullivan from 
the Boston office to supervision of the 
states of Maine, New Hampshire and 
Vermont, with headquarters at 22 Monu- 
ment Square, Portland, Me. 

Mr. Sullivan has been special agent in 
New England for the last three years 
For 25 years prior he has served in 
various underwriting capacities in the 
company’s home office. 
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F. J. Richardson Skipper 
New York Mariners Club 


Frank J. Richardson, assistant secre- 
tary of Talbot, Bird & Co., Inc. was in- 
stalled as skipper of the New York 
Mariners Club, Inc. at the April meet- 
ing held in Fraunces Tavern last week. 

William E. Myers, secretary of the 
Commercial Union Group, retiring skip- 
per who continues as a member of the 
conducted the in- 


executive committee, 

stallation ceremonies. Also taking of- 
fice for the 1955-1956 term were Mate 
Fred A. Gelderman, Fireman’s Fund In- 
surance; Purser William B. Bolton, Ma- 
rine Office of America and Yeoman 
Thomas C. Johnson, American Interna- 
tional Underwriters. Stephen S. Cham- 


Insurance Co. and Henry 
Security Insurance Co. of 
round out the executive 


berlain, Home 
J. Eisenreich, 
New Haven 
committee. 
Skipper Richardson also announced the 


appointment of William A. Leary, Cen- 
tury Insurance Co. as master-at-arms; 
Thomas E. Kennelly, St. Paul Fire & 


Marine Co., as chairman of the program 
committee and Vincent A. Wick, Talbot, 
Bird & Co., Inc. chairman of the public 
relations committee. 

Following the installation ceremonies 
the members enjoyed several interesting 
movie shorts, featuring baseball and golf. 





Ogburn Inland Marine Mgr. 
Crum & Forster at Atlanta 


Crum & Forster announces ‘he ap- 
pointment of J. Lee Ogburn as inland 
marine manager in its Southern depart- 
ment at Atlanta. This is another step 
in Crum & Forster’s establishment of 
nation-wide facilities for the writing of 
inland marine business on a_ direct 
agency-company basis. 

Mr. Ogburn was born in Greensboro, 
N. C., attended Davidson College and 
commenced his insurance career in 1938. 


He has had home office experience, as 
well as field experience and has most 
recently been located in Atlanta with 


the Marine Office of America. 


Courtney and Sullivan Form 
New Cargo Surveying Corp. 


The partnership of Courtney, Sullivan 
& Hendrickson, cargo surveyors and 
appraisers at 79 John Street, New York, 
has been dissolved as of April 21 and in 
its place a new corporation has been 
formed known as Courtney, Sullivan & 
Associates, Inc., which will continue the 
business of the former partnership at 
the same address. 

Marshall K. Weidensaul, Jr., and Wil- 


liam G. Davies, Jr., who have been asso- 


ciated with Messrs. Courtney and Sul- 
livan in the old partnership, will con- 
tinue their association with Courtney, 


Sullivan & Associates, Inc. 

Mr. Courtney, president of the cor- 
poration, has 33 years of cargo survey- 
ing field experience. Mr. Sullivan, vice 
president, started out in 1935 and so 
did Mr. Weidensaul who is treasurer. 
Mr. Davies, who joined the old firm in 
1951, is secretary in the new setup. 


Marks 30 Years’ Service 


To mark their 30th year of represen- 
tation of the Commonwealth Insurance 
Co. of New York, members of the in- 
surance firm of Lemma & O’Connor, 
Inc., New York, were guests last week 
at a luncheon at the Drug & Chemical 
Club hosted by Secretary K. W. 
O'Leary. Honored guests were Willard 
S. O’Connor, president of the agency; 
Michael V. Lemma, Frederick A. 
Schuessler, Lawrence A. Brown and 
Robert P. Weber. 

Also representing Commonwealth were 


Carpinter & Baker Open in 
Chicago; Tremaine Manager 





A. ROBERT TREMAINE 


Carpinter & Baker, marine underwrit- 
ers in New York, opened a branch office 
in Chicago, May 2, to be in operation at 
309 West Jackson Boulevard, Chicago, it 
is announced by Emil A. Kratovil, presi- 
dent of the company. The office will be 
under the management of A. Robert 
Tremaine, resident secretary, and juris- 
diction will cover the midwest. 

Carpinter & Baker have been ocean 
marine underwriters since 1865 and are 
presently marine managers for the Great 
American Group, the Connecticut Fire 
Insurance Co. and the Springfield Group. 

Mr. Tremaine, who is assistant sec- 
retary of Carpinter & Baker, joined the 
company in August, 1941. During his 
14 years with the company he has had 
experience in all departments. He served 


three and one-half years with the 
United States Armed Forces during 
World War II, returning to Carpinter 


& Baker in April of 1946. During the 
last nine years he has specialized in the 
agency production end of the firm and 


has done some traveling through the 
New England and Middle _ Atlantic 
states. 


H. W. Casler, assistant vice president; 
G. C. Daubert, inland marine secretary, 
and S. Currie, general agent. 
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Auto Damage Job Open 
The New York State Motor Vehicle 
3ureau will fill the position of damages 

evaluator through a civil service exami- 
nation to be held June 25. Applications 
may be filed through May 27. The job 
starts at $4,130 and increases to $5,200 
in five annual steps. 

The person holding this position will 
estimate the value of personal and prop- 
erty damages resulting from motor ve- 
hicle accidents and do related work. 
Assignments may include examining ac- 
cident reports and reviewing legal papers 
involved in the settlement of claims. 

Candidates for this job must be high 

Bear graduates with two years of full- 
time experience as either an appraiser, 
claims adjuster or investigator. Addi- 
tionally candidates must offer one of the 
following: (a) two years of full-time 
study of law or medicine at a recognized 
college or university; (b) one more year 
of experience as a full-time appraiser, 
claims adjuster or investigator, or (c) 
an equivalent combination of additional 
experience and training. 

Additional information may be _ ob- 
tained from the Recruitment Unit, New 
York State Department of Civil Service, 
Albany, New York. 





Hear S. L. Bodman on Marine 


St. Louis—S. L. Bodman, manager, 
Marine Office of America, spoke on “In- 
land Transportation Insurance,” at a 
luncheon meeting of the St. Louis In- 
sured Members Conference, Associated 
Industries of Missouri, at the Sheraton 
Hotel recently. In his talk Mr. Bodman 
brought out that every industry has 
transportation problems, such as_ pro- 
tection against loss while goods, stocks 
and supplies are in transit. There have 
been a number of recent changes made 
by the insurance companies writing In- 
land Transportation Insurance and Mr. 
Bodman brought his hearers up-to-date 
on such changes. In fact, it was indi- 
cated that the whole situation may be 
said to be in a fluid state or a state of 
transition. 


Ben Hodges L & L Special 


Announcement has been made by Gil- 
bert Kingan, United States Manager of 
the London & Lancashire Group, of the 
appointment of Ben Hodges, Jr. as spe- 
cial agent for Kentucky and Tennessee 
in cooperation with State Agent Carl 
S. Ratliff. Mr. Hodges, an alumnus of 
the University of Louisville, has been 
associated with the Kentucky Inspection 
Bureau for the past three years. 
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Pointers on Writing Marine 
Business Told by Lowenkron 


To write Inland Marine business in- 
telligently one must look three ways at 
once, Alvin Lowenkron, Jaffe Agency, 
marine department manager told the In- 
dependent Insurance Brokers Associa- 
tion of Brooklyn on April 28 at the 
Hotel Granada. 

“First, you must familiarize yourself 
with newly available forms as well as 
revisions of existing policies, since in- 
land marine policies contain no liberali- 
zation clause. Second, keep your fingers 
constantly on the pulse of your markets 
—especially for the uncontrolled classes, 
Third, the uncontrolled classes require a 
great deal of attention in surveying the 
assured’s needs thoroughly and _ then 
evaluating them in relation to available 
covers, customs and traditions within 
the industry,” he said. 

Markets for the uncontrolled classes 
may alter radically over relatively short 
periods of time due to sudden reversal 
of loss experience within certain classes 
of business. In such instances, Mr. 
Lowenkron said, the services of a gen- 
eral agency may be particularly helpful 
because they represent a number of ma- 
rine companies. The agency’s underwrit- 
ing practices are not necessarily re- 
oriented simply because one company 
chooses to reappraise an individual class 
of business. 

He pointed to the Transportation 
Policy as an example of a “much abused 
but very common form” whose vagaries 
brokers should study if they plan to 
give their assureds real insurance coun- 
sel. “Many brokers err in believing the 
Transportation Policy is a form used 
only for shipments the assured sends to 
his customers,” he said. “Yet the very 
first results of an audit drawn on an 
annual readjustment policy may provide 
crushing evidence in the form of addi- 
tional premiums, that this is simply not 
so.’ 

He explained that an assured need not 
cover all shipments he is liable for if he 
doesn’t see the necessity for it. Yet the 
broker should in reviewing the risk, 
point out the pitfalls and set up the cov- 
erage as broadly as possible, without 
seriously violating the assured’s wishes 
with respect to premiums and extent of 
coverage. For instance, the question of 
F.O.B. shipments ought to be completely 
understood by the broker and explained 
to the assured. 


Weghorn Names Ellwood For 
Automobile Physical Damage 


William F. Ellwood has been placed in 
charge of automobile physical damage 
insurance department of the John C. 
Weghorn Agency, Inc., New York City. 
Mr. Ellwood has been serving as a solici- 
tor for the Weghorn Agency for the 
past year. He had previously operated 
his own brokerage firm for two years 
and his own agency for 15 years. 

He began his insurance career with 
the Maryland Casualty, then worked for 
the Indemnity Insurance Co. of North 
America as assistant to the burglary 
manager, and subsequently became man- 
ager of burglary for National Surety’s 
Brooklyn office. During his long experi- 
ence in the agency field he specialized 
in casualty lines. 

Mr. Ellwood’s appointment, according 
to Mr. Weghorn, “is a move to strength- 
en the agency’s service in this important 
casualty line. 
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(, J. Peck Elected Pres. 
Of Adjusters Assn. 


48 ATTENDED D ANNUAL MEET 





Speakers Included Don Carlos, A. C. 
Mertz, George Haskell; Catastrophic 
Losses Big Topic 


The National Association of Inde- 
pendent Adjusters held a large and 
profitable annual meeting at the Edge- 
water Beach Hotel, Chicago, running 
three days last week. 

Charles J. Peck of Wagner & Glidden- 
Toplis & Harding, Chicago, was elected 
president of the organization at the 
closing session, succeeding Marion B. 
Arnold of Miami. Arthur E. Campbell 
of Seattle moved up to executive vice 
president ; Vincent Scully of New York 
City 1S the new secretary-treasurer. 
Ralph G. McCallum, who joined NAIIA 
last summer as general manager, han- 
dled his first annual meeting in com- 
mendable style. He was formerly with 
the Claims Bureau of Association of 
Casualty & Surety Companies. 

The 1956 annual meeting of the asso- 
ciation, it was decided, will be held 
May 3-5 at the San Souci, Miami Beach. 

Registrations at last week’s gathering 
totaled 405, a new record. Membership 
now stands at 328 firms, which encom- 
pass a total of over .700 adjusting offices. 


Catastrophe Loss Committee Set Up 


One of the major actions taken was 
to appoint a permanent catastrophe loss 
committee, headed by Leo Bronson, 
New Haven, which will submit a pro- 
gram for catastrophe loss adjustments 
to the executive committee. Appoint- 
ment of an administrator for this pro- 
gram is also contemplated. The opera- 
tion will be under the general super- 
vision of NAIIA’s Chicago headquarters 
ofice. Mr. Bronson will have eight on 
his committee, one for each NAIIA 
region. 

New regional vice presidents elected 
are as follows: Jack C. Neer, Portland, 
Ore.; J. R. Leisure, Baltimore ; Jack 
Hill, San Bernardino; T. J. Hollis, Or- 
lando : Mrs. Ellen Laidlaw, Kansas . 
Kan.; R. D. Batjer, Abilene; E. A. 
Millan, Denver; H. E. Ellison, Toledo. 


Program for First and Second Days 


At a closed business session on the 
opening day discussion centered on how 
the forces of the independents might be 
marshalled and put in readiness to serve 
the maximum usefulness in catastrophe 
loss situations. 

On the second day there was a largely 
attended general session with numerous 
guests and with a fine program of 
speeches. Two of the featured speakers 
were unable to be present but were 
ably substituted for by lieutenants. 
Arthur C. Mertz, attorney for National 
Association of Independent Insurers, 
took the place of Vestal Lemmon, gen- 
eral manager of NAII, who was on a 
Texas-Louisiana legislative mission, and 
George Haskell, economist of American 
Mutual Alliance, who pinch-hit for his 
general manager, Newell R. Johnson, 
who was also occupied with legislative 
problems. 


Welcomed by Illinois Attorney General 


With Marion B. Arnold of Miami, the 
President, wielding the gavel, Glen Ew- 
ing of Country Mutual, introduced At- 
torney General Castle of Illinois. The 
latter gave a welcoming talk and em- 
Phasized the principle of the square deal 
Which, he said, is exemplified in loss ad- 
justment practices. He also spoke of the 
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Mass. Bonding Earned 
$3.13 Share Last Year 

UNDERWRITING PROFIT $661,377 

Pres. Falvey Advises Stockholders of 


Satisfactory Operating Results; Vol- 
untary Reserve More Than Doubled 








Satisfactory operating results for 1954 
were reported by Wallace Falvey, presi- 
dent of Massachusetts Bonding, at the 
recent meeting of stockholders. It was 
revealed that the company earned be- 
fore Federal income taxes $2,424,906 
which included a gain from underwrit- 
ing of $661,377. This compared with 1953 
earnings before taxes of $1,988,837 and 
underwriting gain of $423,260. 

Net earnings after taxes totaled 
$1,562,412 or $3.13 per share, compared 
with $2.36 per share during 1953. 

President Falvey also pointed to total 
admitted assets of $73,018,272 compared 
with $66,093,264 the previous year-end. 
Total reserves stood at $54,549,424 com- 
pared with $50,752,236 at the close of 
1953. 

Under special surplus funds a volun- 
tary reserve of $5,968,849 has been set 
up which is more than double the 1953 
voluntary reserve of $2,841,028. Capital 
continues at $2,500,000 which with unas- 
signed funds (surplus) of $10,000,000 and 
the voluntary reserve gives a surplus to 


policyholders of $18,468,849. 
$38,156,264 in Net Earned Premiums 


Net premiums earned by the company 
in 1954, Mr. Falvey reported, totaled 
$38,156, 204 compared with $36,584,720 in 
1953. He explained: “Our ratio of loss 
and loss expense incurred to premiums 
earned was 61.81% or a decrease of 
00.17% over a year ago. Our percentage 
of expense incurred to premiums w ritten 
was 35.90% as against 35.62% during 
1953, showing an additional expense for 
the year of 00.34%. The combined ex- 
hibit for 1954 was 97.77% against 97.60% 
during 1953.” 

In closing Mr. Falvey spoke with re- 
gret of the loss of two valued directors 
of the Massachusetts Bonding. “James 
L. Richards passed away on January 2, 
1955, six days before his 97th birthday. 
He was one of the original incorporators 
and was active with us throughout our 
history. Walter Channing died August 
15, 1954. Their wise counsel will be 
missed by us. In their places we have 
elected Vice Admiral John L. McCrea, 
USN (Retired), vice president of John 
Hancock Mutual Life, and Ralph T. 
Tyner, Jr., president of the National 
Bank of Westchester, White Plains, 
N Y ” 


Kalish Bill Vetoed by Gov. 


Governor Averell Harriman of New 
York State on April 25 disapproved 
without memorandum the controversial 
Kalish bill (AB 3075) which would have 
legalized under the state insurance law 
the establishment of company advisory 
organizations to fix, by agreement, com- 


mission rates payable to brokers and 
agents. 
This bill, sponsored only by the 


Brooklyn Insurance Brokers Association, 
would have resurrected in effect the 
former Acquisition Cost Conferences 
which were outlawed in this state in 
1947. The major agents’ and brokers’ 
associations were united in their oppo- 
sition to the legislation and advised the 
Governor that it conferred no valuable 
rights to them in the fixing of commis- 
sion payments. Superintendent of Insur- 
ance Leffert Holz was opposed to the 
bill. 





Saval Cites Defenses 

Of “Affidavit” Brokers 
IN SUB-STANDARD RISK FIELD 
Addresses Mass. Ins. Brokers’ Assn.; 


Warns of Legal Status of Non- 


Licensed Companies 





Speaking of the placement and han- 
dling of the special, unusual, substand- 
ard, or standard but  short-of-market 
risks, Maurice H. Saval, president of his 
own business in Boston and also presi- 
dent of two insurance companies told 
the Insurance Brokers’ Association of 
Massachusetts at its meeting, April 26, 
of some of the safeguards the “affidavit” 
or excess line broker should take to in- 
sure proper protection for his clients— 
and indeed for himself. 

“Of primary concern is an arrange- 


ment putting the non-licensed under- 
writer or company in the same position 
as a licensed company should a law suit 
become necessary,” said Mr. Saval. 
“Unfortunately there are times when 
differences arise between the insurer 
and the assured which can only be re- 


solved by the courts—and in all fairness 
I must call your attention to the fact 
that this unhappy situation is not limi- 
ted to the non-licensed insurer. 


Status of Policy 


“You should make certain, therefore, 
that the policy—and pending the issu- 
ance of the policy, the certificate of 
insurance, or memorandum of insurance, 
or binder, includes a so-called ‘service 
of suit’ clause, which in effect puts the 
non-licensed carrier in the same posi- 
tion as the licensed company so that it 
may be legally reached within the 
Commonwealth. This clause merely com- 
mits the non-licensed carrier to submit 
itself to the jurisdiction of the courts 
of the Commonwealth—as indeed they 
should do. 

“Incidentally,” he 
is a little known 


continued, “there 
law—I believe it is 
known as the “Unauthorized Insurers 
Service of Process Act”—and I think 
the reference is Chapter 175B. Essen- 
tially this Act makes it possible to 
reach the non-licensed carrier by serv- 
ing any writs on the Commissioner of 
Insurance or practically anyone in the 
Commonwealth who has had to do with 
the placing or handling of the insur- 
ance. However, frankly I would prefer 
the clear-cut understs unding and indeed 
the commitment given by the standard 


service of suit clause rather than re- 
liance on the statute. 
“Further,” said Mr. Saval, “refusal of 


a non-licensed carrier to give the defi- 
nite commitment contained in the serv- 
ice Of suit clause would be sufficient for 
me, and I hope for you, to say ‘No thank 
you—we’re not doing business with you.’ 

“Non-concurrency—I use the phrase 
in its broadest sense—can be very dis- 
tressing,” he added. “For example, an 
excess cargo policy written over a policy y 
containing a co-insurance clause is a 
very unsatisfactory arrangement, as in 
most cases the assured could become a 
co-insurer despite the existence of an 
amount of insurance equal to the ex- 
posure. The obvious solution is to in- 
duce the domestic company writing the 
underlying insurance to delete the co- 
insurance clause. 


Compliance Is Important 


“Compliance with the primary insur- 
ance or retention clauses is all impor- 
tant. Most excess liability policies con- 
tain a clause stipulating that the as- 
sured maintains a policy for certain 
specified primary limits with a particular 
company during the term of the excess 
policy. If the terms of that clause are 
not met, the entire excess policy fails. 

“Another interesting and ofttimes 
overlooked condition is that which deals 
with alteration in the premium of the 
primary insurance,” said the speaker. 
“In such event, the excess policy pre- 
mium is subject to adjustment also in 
most cases. For example, an increase in 
rate on the primary policy automatically 
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Plan Cost Reduction 
And Control Workshop 


FOR SEPT. 20 AT STATLER, N. Y. 





Sponsored by Assn. of C. & S. Cos.; 
Magrath, Steele and Cowie Chairmen 
of Mngmt., Bond Claims Sessions 





Announcement of plans for the fifth 
workshop on cost reduction and control 
to be held at the Statler Hotel, New 
York, on September 20, was announced 
April 20, by Victor Gerdes, research 
department manager of the Association 
of Casualty & Surety Companies. The 
association is the sponsor of these work- 
shops. 

The one-day workshop will consist of 
sessions devoted to two topics, “Reports 
to Management” and “Bond Claims,” 
and will be under the general chairman- 
ship of Joseph J. Magrath, secretary of 
the Federal Insurance Co. Each topic 
will be discussed by panels drawn from 
company executives and designated 
members will be responsible for specific 


areas of discussion, Open forums will 
follow each session, 


Management Reports 


The “Reports to Management” ses- 
sion under the chairmanship of T. Cor- 
win Steele of the Royal-Liverpool In- 
surance Group will be limited to reports 
submitted to the senior level of man- 
agement. The four selected areas for 
discussion will deal with reports in gen- 
eral, accounting reports, field office op- 
erations reports, and actuarial and sta- 
tistical reports. Panel participants will 
seek improvement of reports to man- 
agement, elimination of unnecessary re- 
ports and the proper types of reports 
to be prepared by a casualty insurance 
company. 

Panel members include: Mr. Steele, 
D, F. Kirsheman, Aetna Insurance Co.; 
Dudley M. Pruitt, General Accident : 
George R. Ladner, Security Insurance 
Co. of New Haven; William R. Phelan, 
United States Fidelity & Guaranty, and 
Bert A. Jochen, American Insurance Co. 

The “Bond Claims” session under the 
chairmanship of E. A. Cowie, vice presi- 
dent of the Hartford Accident & Indem- 
nity Co., will be devoted to handling 
techniques and procedural methods, re- 
insurance problems and casualty- bonding 
claim integration. 


Panel members include: Mr. Cowie, 
Neil C. Maher, American Surety Co.; 
John H, ec Fidelity & Deposit Co. 
of Md.; H. Ellsworth Miller, Maryland 


Casualty Co.; S. P. Hutchinson, Na- 
tional Surety Corp., and Nat Wheeler, 
Royal Indemnity Co. 


St. Paul F. & M. Writes Car 


Warranty Performance Bond 


The St. Paul Fire & Marine Insurance 
Co. has written a bond in penalty of 
$1,000,000 to guarantee performance un- 
der used car warranties being issued by 
Nash Motors Co. dealers. 

The bond, described as a “new idea” 
by Nash Motors officials, has been de- 
posited with the Detroit Bank of Detroit 
as custodian. Nash Motors, a division of 
American Motors Sales Corp., is guar- 
anteeing compliance and fulfillment of 
obligations to repair or replace any part 
or parts as provided in the used motor 
vehicle warranty executed by select 
Nash dealers. The bond, issued through 


the St. Paul Fire & Marine’s local 
agent, the Detroit Insurance Agency, 
guarantees the performance of these 


obligations. 





ELECT AVERY VICE PRESIDENT 
George F. Avery, newly designated 
—_ uger, New York office, United States 
. & G, was elected a vice president of 
nf company on April 27. He was for- 
merly Pittsburgh manager of U. S. 


F.. &'G, 
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Current Trends In Fidelity-Surety 
Market Studied At Palm Springs Meet 


Ashby Taylor, T. A. Long, Earl Davis and Frank Proper Give 
Constructive Suggestions to Improve Experience; Warn 
Against Relaxation in Underwriting 


At the recent Pacific Insurance & 
Surety Conference held at Palm Springs, 

alif., a well-informed panel of company 
executives presented their views on some 
of the pressing problems fac-ng the fide!- 
‘ty-surety industry today. With A. Doug- 
las Mennie, manager, fidelity and surety 
department, Industrial Indemnity Co. of 
San Francisco, acting as moderator, the 
following leading executives took part: 

Ashby C. Taylor, vice president, Amer- 
ican-Associated Companies, who discussed 
“Some Problems of Fidelity & Surety 
Underwriters” ; <A Long, executive 
vice president, National of Hartford 
Group, who spoke on “What of Compe- 
tition?”; Earl A. Davis, vice president, 
Pacific Indemnity Co., whose subject 
was, “Formula Underwriting Trend of 
Contract Bonds,” and Frank P. Proper, 
president, Employers Reinsurance Corp., 
who presented the reinsurer’s viewpoint 
on “Some Aspects of the Present-Day 
Trend in Contract Bond Underwriting.” 


Taylor on Fidelity Bond Problems 


Ashby Taylor pointed out what he 
considered to be the three major prob- 
lems in the fidelity bond field. They are: 
(1) failure of the producer forces to push 
the sale of coverage to every eligible 
insured; (2) too few clients who have 
purchased adequate limits of coverage, 
and (3) the continual mounting of fidel- 
ity loss ratios because of unrealistic pre- 
miums for actual exposures. 

In relation to producer failures to ad- 
vance the sale of coverage to every 
eligible insured, the speaker took note of 
the many estimates made that the fidel- 
ity market is but 10% sold. “If that be 
too highly conservative, and I doubt it, 
then if the available clients are but 75% 
of our assureds in other lines, we have 
to admit a failure on the part of our 
selling forces to successfully advise the 
purchase of dishonesty insurance,” he 
declared. “It behooves us to constantly 
keep this need of coverage before our 
producers in order that they will recom- 
mend its purchase to their clients. Much 
more could be said on this subject, but 
it is hoped that most of you will be in 

vreement that this is a major problem.” 


Limits of Coverage 


Speaking of the problem of the minor- 
ity of clients which gg adequate 
limits of coverage, Mr. Taylor com 
mented: “A quick review of your rec- 
ords will show a high percentage of so 
called ‘baby bonds’ on your books. We 
have sold our producers on the need of 
higher limits in all classes of liability 
insurance. We have sold higher limits on 
property insurance to take up some of 
the slack caused by inflation. Why not 
higher bond penalties to protect the very 
thing our clients are in business for- 
money! 

“It is my belief,” declared Mr. Taylor, 
“that no day goes by that a fidelity loss 
is not reported which exceeds the bond 
covering it by a sizeable amount. And 
some of them are large enough to cause 
the employer to go into bankruptcy. 
Tersely: we should constantly recom- 
mend larger fidelity bonds to most of 
our clients.” 

As to the problem of high fidelity loss 
ratios due to unrealistic premiums for 
actual exposures, he declared: “Our 
rates are not believed to be unsound. 
However, our rating methods are subject 
to such flexibility in classifications as to 
make it unlikely that any two companies 
will quote the same premium on any 
risk involving 10 or more so-called Class 
“A” employes. This has caused many 
producers to ‘shop’ their risks by asking 
for bids from several companies. Thus 
in an aggressive market too, many risks 


written at 
which our 


premiums below 
companies are 


are being 
those to 
entitled. ~ ; 

Mr. Taylor then turned his attention 
to some of the problems in contract 
bond underwriting. He brought out: 
“The period through which we are pass- 
ing has brought many new contracting 
firms into being, and many heretofore 
smaller companies have grown beyond 
both expectancy and management. Be- 
cause of this expansion, the construction 
industry is faced with increased compe- 
tition and a natural subsequent squeeze 
in prices. Profit sights have been low- 
ered in order to get jobs and hold forces 
at work. The result has been and will 
be an increase in defaults by the less 
efficient, under-financed, and inexperi- 
enced contractors. 


Surety Experience to Be Affected 


“With such a situation facing the con- 
struction industry, it must follow that 
the experience of surety companies will 
be affected. Our fortunes are so closely 
tied as to make that inevitable. Our 
companies have always recognized our 
obligations to extend credit to those who 
have shown skill, integrity and responsi- 
bility in their business. The careful un- 
derwriters have attempted to withhold 
their guarantees from those who have 
not measured up to proper requirements. 
However,” he continued, “we have noted 
in recent times that there is rarely a 
bond required which is not furnished by 
some surety. For this reason, we are 
susceptible to criticism from those who 
are fully qualified in all categories to 
undertake such work. 

“I believe that more careful attention 
is required by all underwriters to see 
that the unqualified contractor is not 
allowed, by our suretyship, to oppose his 
bid to recognized qualified bidders. Care- 
ful verification of assets and liabilities, 
complete credit inquiries, and a sound 
appraisal of the ability and experience 
of each client will not only remove such 
stigmas from our business, but will im- 
prove our companies’ experience tables.” 

In closing, Mr. Taylor predicted: “The 
coming years of heavy construction out- 
lays should augur well for those. con- 
tractors and underwriters who apply 
sound business principles to their under- 
takings.” 


Proper on Contract Bond Trends 


In presenting a reinsurer’s view on 
contract bond underwriting trends Frank 
P. Proper sounded a warning about the 
tendency today to accept established con- 
tractors for which bonds have been exe- 
cuted over a period of years, at values 
upon which the underwriting was origi- 
nally based but which may have changed 
during the intervening period. In this 
connection he explained: 

“We are all inclined to think of our 
principals in terms of successful opera- 
tion, which success has undoubtedly been 
the rule during the period we have 
served as sureties for them. We think 
of outstanding work on hand compared 
to net quick assets as they were some 
months and even a year or two before. 
We accept interest in joint ventures at 
face value when situations may have 
changed. 

“You all know,” said Mr. Proper, “that 
most losses occur among small and me- 
dium-sized contractors, but occasionally 
a big contractor breaks. This is generally 
a surprise to everyone because his situa- 
tion may not have been reviewed with 
the same care that a new applicant would 
be considered. It is highly important to 
check financial statements and work con- 
ditions upon some of our most valued 


” 


Fabian Bachrach 


ASHBY C. TAYLOR 


clients to ascertain that conditions are 
still favorable. 

“Not long ago a Colorado contractor 
defaulted and was found to be quite in- 
solvent. Some of the properties which 
he was supposed to own had not been 
possessed by him for some time and 
other claimed assets had not existed at 
all. We should avoid making a practice 
of accepting all listed items at face value 
even though we may have checked them 
some months or not more than a year 
before. 


Sees Some Relaxation in Underwriting 


“If in our desire to build a larger vol- 
ume of contract bond business we lose 
sight of the function which we are sup- 
posed to perform, then we make our- 
selves somewhat ridiculous,” said the 
speaker. “Instead of being an asset to 
the social system we may be a liability. 
Suretyship has been and should be a 
worthwhile and necessary service. Let’s 
endeavor to keep it on a high plane by 
observing the rules which we have to 
some extent relaxed because of competi- 
tive methods and our desire to outstrip 
our fellow surety underwriters in the 
volume of business we write.’ 

Earlier in his talk Mr. Proper ex- 
pressed his belief that underwriting pro- 
cedures should be reconsidered so as to 
take up the slack which has developed 
over the past several years. Drawing 
upon three of his own recent experi- 
ences, the speaker spoke first about a 
young contractor, engaged to lay pipe 
lines for water and gas companies, who 
had submitted an application to one of 
the Employers’ treatyholders. 

“Because our surety underwriter was 
out of town I took over. The treaty- 
holder and I computed the net quick at 
about $31,000. The contract had been let 
at $206,000. 

“It seemed that everything was favor- 
able, but I inquired about the engineers 
estimate and my friend was submitted 
the risk said that he did not have that 
information but that he would get it. 
He subsequently advised me that the en- 
gineers’ estimate was $257,000. The dif- 
ference is $51,000 or substantially more 
than the net quick asset of the applicant. 
There was one bid of $226,000 and four 
others were over the engineers’ estimate. 

“Now I am sure that some company 
wrote this bond although our treaty ac- 
count did not,” said Mr. Proper. “I think 
that it is questionable practice to bond a 
contract where the net quick assets of 
the principal are not enough to cover 
either the difference between his bid 
and the next or his bid and the engi- 
neers’ estimate. It seems to me that this 
is an aspect of present- -day contract 
bond underwriting which is worthy of 
consideration.” 

Mr. Proper told about another case 
from personal experience, saying: “This 
case involved a fine firm of contractors 
who had been working only in the south- 
ern part of the United States. They bid 


. LONG 


upon a contract in North Dakota for 
construction in connection with flood 
control. The bid was more than $1,000,000 
low—in fact, I believe they bid $6,300,000 
and the next bid was $7,500,000. 


Weather Not Taken Into Consideration 

“Certainly the low bidder had _ the 
know-how and the financial means for a 
contract of that amount by safe surety 
underwriting standards. The trouble was 
that he did not take the weather into 
consideration. The machinery—and it 
took lots of it for this contract—was 
frozen tight and had to be dragged to 
break the grease and oil before it could 
be used. Machinery repairs ran $100,000 
per month. It was only because of the 
unusual ability of the claims department 
of the originating surety that loss in this 
case was avoided. This, I believe, is an- 
other aspect of contract bond underwrit- 
ing which should have the consideration 
of all underwriters.” He continued: 

“Another case I recall was a contract 
in the Virgin Islands which cost the 
sureties $685,000, of which we paid our 
part. The contractor had not anticipated 
the difference in labor between the 
United States proper and the Virgin Is- 
lands. Also the chemicals in the soil 
caused pipe connections to disintegrate, 
but inferior labor was the principal cause 
of this large loss.” 

Venturing Into Unfamiliar Fields 
In closing, Mr. Proper declared that 
“there has been a tendency in the past 

for contractors who were short on work 
to venture into other fields of contract- 
ing. Probably you are all familiar with 
the experience of paving, road building 
and building construction contractors 
who have gone into fields with which 
they are not familiar. It is often said 
that housing projects are no problem at 
all because the construction is so simple. 

“Many contractors think that because 
construction is simple in nature they can 
get by with inadequate prices. We have 
all seen contractors who were successful 
in their fields of operation go broke in 
the housing construction business  be- 
cause they did not understand that type 
of construction and the assembly - 
procedure which is followed today 
large housing projects. 

“Contractors should be familiar with 
the fields in which they intend to oper- 
ate. They should also be familiar with 
the conditions in the parts of the coun- 
try in which they intend to operate, as 
respects the weather, the political situa- 
tion, and the acquiring of materials.” 
Davis Sees Time-Tested Fundamentals 

Ignored Today 

Discussing the “Formula Underwriting 
Trend of Contract Bonds,” Earl A. Davis 
told the meeting that serious surety 
losses during the past year or so pre- 
sent examples of instances wherein in 
the original underwriting the fundamen- 
tals have been winked at or entirely 

(Continued on Page 38) 
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Dishonest Employe 
Causes Credit Spectre 


sAYS PETER A. "A. ZIMMERMANN 


Addresses N. Y. Credit & Financial 
Management Assn.; Small Losses 
Harm Small Businesses 


The credit man, despite his wealth of 
information as to the financial position 
of a potential customer, still cannot be 
certain of the client’s true status be- 
cause of possible concealed depredations 
of a dishonest employe, Peter A. Zim- 
mermann, assistant secretary of the 
Surety Association of America, told 
members of the New York Credit and 
Financial Management Association at 
their April 14 luncheon meeting at Com- 
modore Hotel, New York. Even the so- 
called small loss to the small business- 
man can be just as catastrophic to his 
business and his creditors as the large 
headlined loss, Mr. Zimmermann added. 
The luncheon forum, captioned “Crime, 
Credit and Cure,” stressed protection 
against losses sustained by business at 
the hands of organized commercial 
crime as well as by the individual dis- 
honest employe. Wallace Jeffrey of 
Marsh & McLennan, is chairman of the 
insurance committee of the association 
which arranged the forum, and Arthur 
J. Hand, U. S. Fidelity & Guaranty, was 
chairman of the luncheon-forum  sub- 
committee 
The Proper Remedy 


The proper remedy should be applied 
to the problem of ‘employe dishonesty 
in an amount of fidelity bond coverage 
adequate to protect fully the financial 
interest of the employer, said Mr. Zim- 
mermann, pointing out that rising value 
and costs of all commodities and serv- 
ices automatically call for an increase 
in the amount of protection carried un- 
der all forms of insurance. 

The higher the embezzlement figure, 
the longer the business man must work 
without profit to make up the loss, if the 
erring employe had not been bonded, 
said the speaker, stressing the fact that 
the average business firm realizes a net 
profit of 2% on its sales, and that an 
embezzlement of $1,000, for instance, re- 
quires sales of $50,000 in merchandise 
without profit to make up for the em- 
bezzled tunds. 

In the event of such an unbonded loss, 
Mr. Zimmermann explained, the credit 
man will discover that the firm is chang- 
ing over from what appeared to be a 
sound credit risk into a problem ac- 
count, and therefore the importance of 
alequate fidelity coverage to maintain 
the firm as a sound and solvent cus- 
tomer. Regardless of the amount in- 
volved in an embezzlement or the motive 
behind it, in each instance the loss 
would have been prevented, minimized 
or covered in full had the employer 
carried a 3-D policy. 

Courtney Evans, chief of the account- 
ing and fraud section of the Federal 
Bureau of Investigation at Washington, 
ilso addressed the luncheon. He de- 
scribed the ramifications ‘of commercial 
‘me which, he noted, is on the in- 
Tease, calling for more alert and realis- 
tic methods of coping with its activities. 
Mr. Evans outlined a number of factual 
cases of experienced. swindlers, em- 
bezzlers and check artists whose income 
took on astronomical proportions be- 
cause of the facility with which they 
— ted and the gullibility of the 
public 





Musante’s 30th Milestone 


, Paul Musante, inspector in New Or- 
eans for the Southeastern Compensa- 
ton Rating Bureau of National Council 
n Compensation Insurance, will com- 
dlete 30 years of service on May 4. He 
has ser rved National Council offices in 


South Carolina, Indiana and all states 
wnder the jurisdiction of SCRB and has 
built good will for himself and the 


Council, 





Vv. T. EHRE ELECTED DIRECTOR 


Of American Casualty Board; His Ap- 
pointment as V.P. Ratified; Hassel- 
brack Named Assistant 


Victor T. Ehre was elected a member 
of the board of directors at the April 
19 meeting of the directors of Buffaio 
Insurance Co., according to an 
nouncement by Ottocaro Weiss, chair- 
man. At the same time the board rati- 
fied by election Mr. Ehre’s March 1 ap- 
pointment as vice president. As previ- 
ously announced, Mr. Ehre recently re- 


signed as third vice president of the 

Kemper organization, having served in 

New York City. 
Mr. Weiss also 


an- 


announced the ap- 
pointment, effective April 25, of J. G. 
Hasselbrack as casualty underwriting 
manager to assist Mr. Ehre in develop- 
ing complete casualty facilities for this 
88-year-old stock fire insurance com- 
pany. 

Mr. Hasselbrack is well qualified by 
many years of experience in the casu- 
alty and surety business. He was for- 
merly vice president of the Aetna Insur- 
ance Group. He is a graduate of Suf- 
folk Law School and a member of the 
Massachusetts Bar. 


Canadian Insurers Raise 


Small Safe Burglary Rates 
Premium rates for burglary insurance 
on small safes throughout Ontario and 
Quebec have been boosted by 
belonging to the Canadian Underwriters’ 
Association. 

In the Association’s (Class B, covering 
the smallest and most vulnerable type of 
safe, annual premium has been raised 
from $20 to $24 per $1,000 in metropoli- 
tan Toronto and greater Montreal. For 
the remainder of the two provinces, ex- 
cept northwestern Ontario, premium rates 
has been increased from $10 to $18. Rates 
in other sections of Canada and for 
larger safes and vaults remain unchanged. 


insurers 





Wm. L. Lynch Makes Change 


William L. Lynch, who has had over 
40 years’ experience in the burglary- 
glass insurance field and in the glass 
replacement market, has recently joined 
Samuel Cohen’s Son, 196 Eighth Ave- 
nue, New York, which specialize in re- 
placement work. Mr. Lynch is manager 
of production and service for the com- 
pany, sole owner of which is Richard 
Morgan. 


Aetna C. & S. Ad Campaign 


A national consumer advertising caim- 
paign will be launched the week of June 6 
by Aetna Casualty & Surety Co. with 
full-page advertisements in Life, Time 
and Saturday Evening Post. Additional 
full-page insertions will appear in the 
three magazines during the remainder of 
1955. The two-color advertisements will 
feature the personal service of Aetna 
Casualty agents throughout the country, 
with special emphasis on the company’s 
coast-to-coast claim service. 

Wm. B. Remington, Inc., of Spring- 
field, Mass., the Aetna’s advertising 
agency for the past 10 years, is handling 
the account. Special tie-in material for 
the campaign will be made available to 
Aetna agents, including posters, window 
and counter displays, local newspaper 
advertising mats, direct mail and other 
sales promotional aids. 

C.D. WORKERS “ACCIDENT COVER 

The Lansing, Mich., city council has 
authorized purchase of coverage for the 
city’s civilian defense volunteer work- 
ers, providing for benefits in event of 
accidental injury or death as a result 
of their emergency work. A blanket pol- 
icy is being obtained te a 40 ward- 
ens. At present 37 men are being trained 
in civil defense duties. 





“One month I made over $4,000!’ 


Says Clarence E. Wormuth (left) of Detroit, Michigan . . 
pictured here with Prudential Brokerage Manager Wayne H. McCarty. 





“Thanks to the cooperation of 
Prudential, I made over $4,000 in 
one month through sales of 

life insurance to my general 
insurance clients. Prudential’s 
Brokerage service is so 
diversified . .. Life policies, 
Group, Sickness & Accident, 
Group Creditors Insurance, ete. 
All pay liberal commissions, too. 
My association with Prudential 
is a big help in offering clients 
complete insurance service. 
Incidentally, even with all this 
help I still get the fudl 


commission.” 
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An “open house” celebration was held 
by the American Surety Co. on April 28 
at its new Northern New Jersey branch 
office building at 50 Washington Street, 
East Orange, N. J. 
tended and they were cordially welcomed 
by A. F. Lafrentz, chairman of the 
board, W. E. McKell, 


Herbert N. Hutchinson, 


Over 600 people at- 


president, and 
branch manager 





who has supervised this territory for the 
past 22 years. 
Chairman Lafrentz announced that the 


new structure, containing 18,000 square 
feet of floor space, has been designed to 
handle the company’s rapidly expanding 
business in the northern 13 counties of 
New Jersey. 

Ample parking facilities for visitors 
have been provided adjacent to this two- 
story, entirely air-conditioned building. 








NAMES CASUALTY CLAIMS MGR. 





. ye Empire State Cos. Select 
. W. Gregory for Post; Will Super- 
vise Claims Operation Countrywide 
The Agricultural and its mate, Em- 
pire State, which announced their entry 
into the casualty field last month, have 
appointed Donald W. as casu- 
alty claims manager 
operations on a countrywide basis. 


Gregory 
to develop claims 


In announcing his appointment, effec- 
tive May 1, President Robert G. Horr 
said that Mr. Gregory has supervised 


claims for casualty companies both in 
the east and midwest as well as having 
experience as an independent claims ad- 
juster. 

A veteran of both World Wars, Mr. 
Gregory has been actively identified with 
the VFW and the American Legion. 

Direction of the Agricultural-Empire 
State casualty operations are being di- 
rected at the home office in Watertown, 
N. Y., by Sedgley Thornbury who was 
elected secretary of both companies last 
month. 


Kemper District Managers 
Hold Meetings in Chicago 


This week witnessed the 
tendance at a biennial meeting of Kem- 
per Group district managers and branch 
office production managers held to date. 
Ninety-four district from 
every state and major Canadian provi- 
dences and 13 production managers were 
in session April 25 through April 27 
Sheraton Hotel, Chicago. Vice Presi- 
dent N. C. Flanagin conducted the ses- 
sions, pointing out that the increased 
attendance was due to the fact that the 
Kemper field staff has been enlarged as 
writings of the group expanded. 

Mr. Flanagin called attention to the 
Kemper Approved Insurance Advisor 
program inaugurated last fall and said: 
“This program includes a_ series of 
newspaper advertisements in 129 papers. 
There are over 2,300 Kemper company 
representatives already subscribing to 
the KAIA program and we want to as- 
sure these agents and their policyhold- 
ers of top service and assistance from 
the home office.” 

Home office underwriters, advertising 
and production personnel discussed 
casualty insurance problems the first two 
days of the meeting and fire insurance 
on the third day. 


largest at- 


managers 


Elect Cole and Lazarus to 
Gen’! Fire & Casualty Board 


Clarence A. Cole, vice president of 
General Fire & Casualty Co. New 
York, and Herbert B. Lazarus, attorney, 
have been elected directors of the com- 
pany. Mr. Cole, a veteran of 30 years 
in the insurance field, has been with 
the company since June, 1953. Mr. 
Lazarus is attorney for American Broad- 
casting-Paramount Pictures, Inc. 


URGES GREATER COOPERATION 
E. R. Klamm Sees Teamwork as Essential 
Among Safety Groups in Addressing 
Western N. Y. Meeting 

Traffic safety organizations should 
work together, instead of duplicating ef- 
forts and competing with one another, 
the 15th annual convention of the West- 
ern New York Safety Conference, meet- 
ing at Niagara Falls, N. Y., was told 
recently by Edward R. Klamm, accident 
prevention director of Allstate Insurance 
Go; 

“Safety groups must be willing to be- 
come members of the same team,” Mr. 
Klamm said. “They must submerge self- 
interests to some extent and work in a 
unified fashion for common goals.” He 
called for a repetition in 1955 of the 
successful Safe Driving Day campaign of 
last year when official, civic and business 
groups throughout the country joined 
forces in promoting S-D Day. 

“It is recommended that this program 
be again repeated on the same day in 
1955, and that an even broader and more 
sustained campaign be instituted prior to 
the actual day,” he said. “It is again a 
special date to highlight the fact that 
every day should be safe-driving day.” 

Mr. Klamm emphasized that no safety 
effort can hope for success unless the 
public actively supports it. Best results 
in a community can be obtained through 
a coordinated approach requiring a cour- 
ageous, effective action program by city 
officials which is backed by citizen in- 
terest and forceful public support, he 
said. 

“As people participate in various pro- 
grams, they will get a better understand- 
ing of the complex traffic problem.” Mr. 
Klamm told the meeting, “As they fully 
comprehend some of the difficulties and 
recognize the needs, they will then be 
more receptive in promoting the desired 
remedies.” Mr. Klamm, a graduate of 
Northwestern University, has been active 
in traffic safety work since 1938. He 
heads the nationwide accident prevention 
program of Allstate. 
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Add Death and Disability 
Cover to Auto Liab. Policy 


The Employers’ Group Insurance 
Companies of Boston are now writing 
automobile death and disability cover- 
age under an endorsement attached to 
their automobile liability policies. 

This new protection provides payment 
at the rate of not less than $25 per 
week as long as disability continues, 
even for life, if the assured becomes 
totally disabled by bodily injuries sus- 
tained in an automobile accident. The 
disability must be continuous and must 
begin within 20 days after the accident. 
These payments are also available in 
units of $30, $35, $40, $45, and $50 
weekly. The endorsement also provides 
for a lump sum payment of $5,000 or 
$10,000 in the event of death in an av- 
to mobile accident (provided death oc- 
curs within 90 days after the accident). 

Premiums for this new coverage are 
$2 per individual for death benefits of 
$5,000, and $3 for the $25 weekly indem- 
nity coverage. Premiums are doubled 
per individual for $10,000 death and $50 
weekly. 

Employers’ automobile death and dis- 
ability coverage is available now in over 
half of the states and the District of 
Columbia. 


Saval on Brokers’ Defenses 


(Continued from Page 29) 


affects the excess policy. Failure to no- 
tify the excess underwriters puts your 
assured in the position of having vio- 
lated a policy condition—or may cost 
him the loss of some return of premium 
should there have been a rate decreas¢ 
on the primary policy without notifica- 
tion to the excess underwriters. 
“Excess insurance for self-insureds— 
may they decrease in number—calls for 
careful policy wording and understand- 
ing,” concluded Mr. Saval. “Such poli- 
cies contain a statement or declaration, 
sometimes in the form of a warranty 0 
dangerously close to a warranty, that 
the assured shall retain (x) dollars of 
liability for his own account uninsured. 
Under those circumstances should the 
assured procure insurance in whole of 
in part covering any portion of the 
amount of risk stated in the policy to be 
self-insured, serious complications arise. 


LEADS CANADA LIFE 

H. F. Underwood, New York City 
branch of Canada Life, again led all % 
branch offices and general agencies it 
paid production for the month of Febrt 
ary. Two members of MDRT and one 
member of WQMDRT are included in 
the full time organization. 
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Governor Averell Harriman of New 
York State has approved the following 
pills of interest to the casualty accident 
and health, ocean marine and fire insur- 
ance fields: ‘ 

Chapter 271, Laws 1955, the Hatch bill 
to amend section 197, Insurance Law, to 
prohibit domestic mutual life insurance 





TION 
RESENT 


f America 













1g0 40, Ill, companies from issuing accident and 
health insurance policy which provides 
jor assessment in addition to regular 
, of Mass, premiums. A. Int. 2327, Prt. A. 2418. 
; Chapter 291, Laws 1955, the Magnuson 
‘oston, Mass, pill to amend section 50, Workmen’s 
Compensation Law, to permit county 
treasurer to advance amount necessary 
‘ance Co, to pay cost of workmen’s compensation 
is, Texas insurance from moneys of general fund 
upon resolution of board of supervisors, 
to be repaid as soon as moneys are 
Co. available therefor. A. Int. 2478, Prt. A. 
aj. 257. 
sin Morgan bill as Chapter 223, of the 
Laws of 1955. Amends section 122, In- 
surance Law, to continue to November 
|, 1957, provision authorizing persons li- 
censed as excess line brokers, to procure 
a personal injuries other than ocean ma- 
T STONE rine insurance, from insurers not au- 
thorized to contract business in state. 
ent A. Int. 2729, Prt. 2849. 
Chapter 342, the McCullough bill, 
amends section 39, General Business 


Law, to provide that performance bond 
may be accepted by city from owner re- 
ceiving permit for erection of building 


ility 
- Policy 





Insurance not on improved map of streets, in lieu 
Ww writing of having street suitably improved be- 
ity cover- fore issuance of permit, to cover cost of 
ttached to improvement. S. Int. 1519, Printed No. 
icies. 1585 


5. 
Chapter 347, the Jults bill, amends sec- 
tion 11, Vehicle and Traffic Law, to re- 
peal provision requiring applicants for 


S payment 
n $25 per 


continues, 

1 becomes registration of motor vehicles to make 
juries sus- statement as to insurance coverage. 
dent. The Senate Intro. No. 1503, Printed No. 1569. 
and must The Levine bill as chapter 322 laws of 


1955, amending section 126, Insurance 


e accident. } 
Law, to provide that every agent of any 


yailable in 


and $50 insurer instead of every agent or any 
O provides insurer shall set forth in all advertise- 
$5,000 or ments and announcements, name in full 
in an au- of insurers referred to, with place of 
death oc- principal office. A. Int. 2471, Printed No. 
accident). 3624. 
rerage are The Ostrander bill as chapter 38, of 
yenefits of the laws of 1955, amending section 50, 
cly indem- Workmen’s Compensation Law, to pro- 
e doubled vide that advisory committee for self- 


insurance in Workmen’s Compensation 
Bureau shall meet on dates to be fixed 
by chairman in months of January, 
April, July and October, instead of sec- 
ond Monday of each month. A. Int. 
2064, Printed No. 2772. 

The Travia bill as chapter 263 of the 
laws of 1955, amending section 203, 
Workmen’s Compensation Law, to ex- 
tend non-occupational benefits to em- 


h and $50 
1 and dis- 


yw in over 
District of 


fenses 


Recent Bills Approved By Harriman 


fund and value of all awards charged 
against fund and value of all claims that 
had been reopened for which awards 
have not been made, instead of $250,000. 
H2913, Printed 3059. 

The Magnuson bill as chapter 547 of 
the laws of 1955 amending section 114, 
Insurance Law, to require that on and 
after September 1, 1955, applicant for li- 
cense as insurance agent shall be 18 
years of age or over and must have 
completed approved course covering 
principal branches of insurance business 
with not less than 90 hours of class room 
work; exempts from examination cer- 
tain former licensees. A. Int. 1381. Prt. 

The Ostrander bill amending section 
28, Workmen’s Compensation Law, to 
combine two amendments made at same 
session of legislature without reference 
relative to limitation of right of employe 
to claim workmen’s compensation be- 
cause of defect in filing claim. A. Int. 
2668. Prt. A. 2783. 

The House Rules Committee _ bill 
amending section 25, Workmen’s Com- 
pensation Law, to change provisions re- 
lating to time within which employer or 
insurance carrier shall commence pay- 
ment of workmen’s compensation claim 
and method of controverting any such 
claim and effect of failure to file notice 


Brewster Cites Auto Policy 


Changes to Underwriters 
William H. Brewster, manager of the 
automobile department of the National 
Bureau of Casualty Underwriters, re- 
cently addressed the members of the 
Automobile Underwriters Club of New 
York at the Drug & Chemical Club. 
Mr. Brewster spoke on the revision of 
the automobile policy. | : 

At a previous meeting this subject, 
discussed from the physical damage side, 
was presented by John A. Ganley, sec- 
retary of the policy revisions committee 
of the National Automobile Underwrit- 
ers Association. 

Mr. Brewster’s talk concluded a series 
of discussions sponsored by the club on 
the changes in the automobile physical 
damage and casualty fields. 





thereof. A. Int. 3501. Prt. A. 4170. 

Chapter 616 by Senate Rules Commit- 
tee. Amends section 206, Workmen's 
Compensation Law, to strike out provi- 
sion that person entitled to non-occu- 
pational disability benefits may not re- 
ceive such benefits to extent that his 
total receipts from social security or re- 
tirement or pension benefits will in- 
crease income beyond amount allowed 
for non-occupational disability benefits. 
S. Int. 3068. Prt. 3648. 





WHEN YOU SELL 
THE MODERN 
PEERLESS WAY 





29) ployes in employment during work pe- 
ure to no- riod usual to and available during four 
puts your or more consecutive weeks in any trade 
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may cost employed and in which hiring from day 
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of value of 


to day is usual employment practice. A. 
Int. 2575, Printed No. 2680. 
Chapter 410, Mitchell,. adds new sec- 
tion 5-h Tax Law, to permit cities sub- 
ject to multiple dwelling law provisions, 
{0 exempt from taxation for not more 
than 12 years improvements to eliminate 
fre and other hazards in substandard 
multiple dwellings if construction is 
‘tarted after March 1, 1955, and com- 
tion 154 of the Insurance Law to include 
pleted before December 31, 1959. 
Chapter 417. Morgan. Amends sec- 
tion 154 of the Insurance Law to include 
A. & H. insurance policies in exception 
applying to riders and endorsements 
which relate only to manner of distribu- 
tion of benefits or reservation of rights 
and benefits used at request of individ- 
tal policyholder, as to approval by In- 
surance Supt. Int. A2557, Printed 2662. 
Chapter 424. G. Johnson. Amends 
section 25-a of the Workmen’s Compen- 


sation Law, to require that reserve in 


special fund for reopened cases for 
workmen’s compensation shall equal 10% 
awards charged against 






PE 


KEE 


a 





ERLESS_ 


Peerless Agents do a more efficient selling job, 
because they use Peerless’ modern, effective 
selling tools... the “ORGANIZER” (for the sale 
of Fire, Casualty and Bonding protection) and 
“SIMPLIFIER” (for the sale of Fidelity and 
Surety Bonds)...to sell clients and prospects 
more complete insurance and surety bond cover- 
ages. Nothing is left to chance or memory in 
these up-to-date selling aids that help agents sell 
more, earn more. Write for details on how 
these Peerless Sales Tools can he put to work 
for you! 


ees “ORGANIZERS” 
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Peter J. Campbell Assumes 
Business Development Post 





PETER J. CAMPBELL 


Peter J. Campbell has joined Peerless 
Casualty Co. with the assignment of as- 
sisting in the development of new areas 
for company expansion. He comes to 
Peerless from the Hartford Accident & 
Indemnity Company’s Syracuse, New 
York office, where he had been engaged 
in agency production work. 

Mr. Campbell attended the School of 
Foreign Service, Georgetown University, 


and the Insurance Institute of New 
York. He has been engaged in insur- 


ance sales and agency work since 1937 
when he joined Corroon & Reynolds, 
Inc., and later, the Associated Indem- 
nity Corp. His father is well known in 
insurance circles and is a vice president 
of Corroon & Reynolds, Inc. 

Residing with his family in Cazeno- 
via, N. Y., Mr. Campbell is an Air 
Force veteran and a member of the 
Casualty and Surety Club of Syracuse. 





NEW DENVER BRANCH OFFICE 





Being Opened by Continental Casualty 
on May 2 With John Schmit as Man- 
ager; His Dept. Heads 
Continental Casualty is opening a new 
branch office in Denver, Colo. on May 2 
with John Schmit as manager. This is 
part of the company’s long range pro- 
gram to provide increased service fa- 
cilities for its casualty and A. & H. 

agents. 

Mr. Schmit has had over 14 years’ ex- 
perience in the insurance business. He 
majored in business administration at 
Washburn University, Kansas, and fol- 
lowing graduation served as a_ naval 
lieutenant. 

Department heads at the new branch 
include Charles Wise as A. & H. man- 
ager who has been with Continental 
since 1941 and was previously manager 
of the commercial-disability divisions at 
Los Angeles; Ernest Clark, casualty 
claims manager, who previously served 
as manager of Continental’s claim de- 
partment in Springfield, Ill.; Thomas 
Kirgis, A. & H. underwriter, who has 
been transferred from the company’s 
Kansas City branch, and Robert Bowling 
who will serve as special risks A. & H 
agent. 


A. & H. WOMEN’S CLUB PLANS 

The A. & H. Women’s Club of New 
York at its monthly meeting on April 26 
completed plans for its seventh anni- 
versary dinner to be held Tuesday, May 


24, at De Palma’s Restaurant on Cliff 
Street, New York. 
Speaker will be George F. Monks, 


N. Y. Life, who is president of Accident 
& Health Club of New York. 

Members of the club will attend a 
performance of “Plain and Faricy,” the 
musical show at the Winter Garden, 


New York, on June 8. 
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Control of Coal Operators Casualty 
Acquired by Old Republic Life Interests 


James H. Jarrell, president of the Old 
Republic Credit Life of Chicago was 
elected president and a member of the 
board of the Coal Operators Casualty of 
Greensburg, Pa. on April 25. Subse- 
quently Mr. Jarrell announced to stock- 
holders that control of the company 
had been acquired by a group which 
he heads along with William R. Stover, 
vice president of Old Republic, who was 
named executive vice president of Coal 
Operators and elected to its board. _ 

Coal Operators was founded in 1935 by 
Colonel W. J. Stiteler of Rockwood, Pa., 
to write workmen’s compensation insur- 
ance. Mr. Stiteler was elected chairman 
of the board at the meeting. Mr. Jarrell 
stated that Coal Operators’ capital and 
surplus would soon he increased to over 
$3,500,000, after which emphasis would be 
placed on diversification into additional 
lines of fire and casualty insurance. Its 
admitted assets are now $8,000,000. 

The company’s name will soon be 
changed to Old Republic Insurance Co. 


Largest Co. in Credit Life and 
A. & H. Field 


O'd Republic Credit Life of Chicago, 
from whose managemen‘ several of the 
new officers of Coal Operators were 
drawn, wrote in excess of $1,200,000,000 
of insurance in 1954, and is considered 
the largest company engaged exclusively 
in writing life and accident and health 
insurance in connection with consumer 
credit. Its policies provide for the pay- 
ment of the balance on outstanding con- 
sumer loans in the event of the death 
of the borrower during the term of his 
indebtedness. 

The management team which Mr. 
Jarrell heads in both companies is 
marked by both youth and experience. 
With an average of 16 years of experi- 
ence in the insurance field, members’ 
ages average but 39 years. Mr. Jarrell 
himself is 52, has been with Old Repub- 
lic since 1928, and has been president 
since 1943. 

Stockholders Elected to the Board 

Stockholders elected to the board of 
directors at the April 25 meeting in- 
clude: C. B. Baton, coal company execu- 
tive of Pittsburgh; Herbert C. Brook, 
Chicago, partner in Lord, Bissell & 
Brook; Arthur J. Cade, executive vice 


PUBLIC RELATIONS PROGRAM 
For D. of C.’s New Sncatty-Type Fi- 


nancial Responsibility Law to 
Become Effective May 25 

The public education campaign to ac- 
quaint the residents of the District of 
Columbia with the new security-type 
automobile financial responsibility law, 
which will go into effect May 25, was 
outlined in a radio address by District 
Traffic Director George KE. Keneipp on 
April 24. The 30-day education drive is 
being conducted jointly by the District 
government and the Association of Casu- 
alty & Surety Cos. 

Details of the campaign, and_ the 
problems affecting the insurance agents 
and companies, were discussed by Jo 
seph P. Murphy, safety responsibility 
officer of the District, at the second an 
nual “Insurance Day” meeting of the 
District Association of Insurance Agents. 

The security-type law may not be the 
perfect answer to the double-edged 
problem of providing safety on the roads 
by eliminating the irresponsible driver, 
and assuring the injured of just com 
pensation, but it can be a “95% answer” 
if properly administered, Mr. Murphy 
declared. 

He warned that if it doesn’t work, the 
threat of compulsory insurance would be 
great. There are “many people in high 
places here” who favor enactment of a 
compulsory law, he said. 

The publicity campaign, in which all 
media are cooperating fully, will include 
press releases, round-the-clock spot an 
nouncements on radio and_ television, 


JAMES H. JARRELL 


president, Old Republic Credit Life; 
Charles Denby, Pittsburgh, partner in 
Reed, Smith, Shaw & McClay; John 
Dewey, Philadelphia, president of Dewey 
3rothers, Inc.; J. Russell Freeman, Wil- 
liam R. Stover and D. M. Gardner, vice 
presidents of Old Republic Credit Life; 
Mr. Jarrell. 

Also D. E. Miller, secretary-treasurer, 
Coal Operators Casualty; Frank L. 
Pinola, Pittston, Pa., president, Liberty 
National Bank; Col. Willard F. Rock- 
well, Pittsburgh, board chairman, Rock- 
well Spring & Axle Co.; W. A. Seifert, 
Jr. partner in Reed, Smith, Shaw & 
McClay; Colonel W. J. Stiteler, A. G. 
Wallerstedt, Pittsburgh, CPA. 

In addition to Messrs. Stiteler and 
Jarrell, newly elected officers of Coal 
Operators Casualty are Mr. Stover as 
executive vice president, Mr. Cade as 
vice president, Charles S. Wilkes as vice 
president, and Mr. Miller as secretary- 
treasurer. All are members of the board 
except Mr. Wilkes who is a divisional 
director of the Old Republic Credit Life. 





Tressler Elected V. P. of 


American Mutual Reinsur. 
The board of American 
Mutual Reinsurance at its April meeting 
elected David L. Tressler vice president 
of the company. 
Mr. Tressler joined 
1952 as 


member of 


directors of 


Mutual 
claims manager 
and the Illinois 
Bar since 1936, he has been active in the 
insurance field since 1942, specializing in 


American 
Reinsurance in 
counsel. \ 


reinsurance since 1948. 
Mr. 


surance 


member of the in- 
American 


Associa- 


Tressler is a 


section of the Bar 
the 


tion of Insurance Counsel, and the Fed- 


Association, International 


eration of Insurance Counsel. He _ has 
been active on various casualty commit- 
tees of insurance and legal associations 


and several radio and TV feature pro- 
grams, he added. 

The “I-Day” program, which was un- 
der the direction of a committee headed 
by Joseph L. B. Murray, Jr., and Ralph 
Lee, III, also included two forums on 
sales and on the place of inland marine 
insurance in agency production. Prin- 
cipal speakers on these panels were 
Clifford W. Burnham, associate director, 
Hartford Fire’s training center, and 
Richard A, Lydecker, secretary of Great 
American. 


Liberty Mutual Made 
Record Gains in 1954 


PRES. BLACK GIVES HIGHSPOTS 


Points to Net Income From Operations 
of $41,324,769; Premium Writings 
$229 Million; Optimistic on 1955 


A record net income from operations 
of $41,324,769 for 1954 compared with 
$35,523,217 for 1953 was reported April 
14 by S. Bruce Black, president of Lib- 
erty Mutual, the nation’s largest mutual 
casualty company, at the annual policy- 
holders’ meeting in Boston. 

Dividends declared to policyholders in 
1954 totaled $30,269,183, compared with 
$29,204,246 in 1953, making a grand total 
of $363,278,898 paid by Liberty Mutual 
to its policyholders in the company’s 
43-year history. 

The 1954 balance from net income 
after dividends amounted to $11,055,586, 
including investment income of $7,799,- 
347. There was unrealized appreciation 
in stock of $5,687,189 and sundry surplus 
gains of $312,486. Together these 
amounts totaled $17,055,201, compared 
with $6,319,281 in 1953. This sum was 
added to policyholders’ surplus, bringing 
its total at year’s end to $69,591,847. 

President Black reported that Liberty 
Mutual maintained its position as the 
nation’s largest carrier of workmen’s 
compensation insurance for the 19th 
straight year, with 1954 writings of 
$107,881,546, a drop of $10.3 million from 
the previous year, reflecting the lower 
level of policyholder payrolls during 
most of 1954. 

In commenting on Liberty’s loss pre- 
vention and safety programs, in which 
it has been an industry pioneer, Mr. 
Black disclosed that $6 million of pre- 
miums in the form of retrospective rat- 
ing adjustments were returned in 1954 
to workmen’s compensation policyhold- 
ers whose safety work resulted in favor- 
able loss experience. 


Keen Interest in Atomic Power 


His report reflected the casualty in- 
surance industry’s great interest in pri- 
vate development of atomic power, wtih 
its resultant safety and loss problems. 
Significantly, the cover picture on the 
annual report booklet is of a nuclear 
reactor such as will be used in nuclear 
power plants. Liberty Mutual is now 
constructing a laboratory, first of its 
kind to be built by an insurarce com- 
pany, at the firm’s research center at 
Hopkinton, Mass. Among the problems 
to be studied are those of industrial use 
of radioactive materials. 

Total premium writings by Liberty 
Mutual on all lines of insurance for 
1954 amounted to $229,038,620 compared 
with $237,817,332 the prior year. Be- 
sides workmen’s compensation,  pre- 
miums written in 1954 were as follows: 
$69,837,212. for automobile insurance 
compared with $69,937,320 in 1953; 
$26,041,539 for general liability compared 
with $24,879,144 in 1953; $21,091,696 for 
A. & H. compared with $20,721,258 in 
1953; and $4,186,627 for all other lines 
compared with $4,076,325 in 1953. 

Assets of the company increased by 
$47,844,291 to a new total of $403,559,746. 
Claims paid by Liberty Mutual in 1954 
aggregated $109,727,503, up $2,136,327 
over 1953. President Black noted that 
losses in 1954 represented 59.4% of 
earned premium, compared with 63.2% 
for 1953 and 65.5% for 1952. Federal 
and state taxes were $8,860,914. 

Mr. Black predicted another good 
year for the company in 1955 and an- 
ticipated thta Liberty Mutual’s share of 
the growing casualty insurance market 
would increase. 


INTERSTATE ENTERS CALIF. 

Interstate Indemnity of Los Angeles 
has applied to the ‘California Department 
of Insurance for an amended certificate 
of authority in order to write additional 
lines in the state—plate glass, burglary 
and miscellaneous. The company now 
writes fire, liability, common carrier lia- 
bility and automobile lines. 


ICEDS TO MEET MAY 18.20 


Education Directors to Discuss Person. 
nel Problems of Attracting Desirable 
Talent to Industry 
A survey report on how to attract 
desirable talent to the insurance indys. 
try will be one of the highlights at the 
forthcoming annual meeting of the Ip. 
surance Company Education Directors 
Society, according to John M. Breen, 
president. Mr. Breen said that the an. 
nual ICEDS meeting will be held jn 
the Westchester Country Club, Rye, N. 
Y., May 18 through 20. More than 109 
members of the society are expected to 

attend to exchange ideas. 

In addition to the company education 
directors, who reflect combined cagy- 
alty and fire thinking, ICEDS has a 
countrywide associate membership of 
university teachers of insurance. 

A diversified program has been plan- 
ned for the educational bill of fare by 
Mr. Breen, who is director of education 
for Lumbermens Mutual Casualty Co, 
and affiliated Kemper companies; M. J, 
Pierce, education director for Standard 
Accident and ICEDS agenda chairman, 
and members of the ICEDS executive 
committee. ooh. i 

Guest speakers will include Professor 
Rossall J. Johnson of Northwestern Uni- 
versity, who will base his report on how 
to attract desirable talent to the insur- 
ance industry on his survey of college 
seniors: Donald Hyer of Mutual Life of 
New York, who will give a demonstra- 
tion of speed reading; Robert D. Loken, 
assistant to the publisher of Life Maga- 
zine, who will begin a three-part ap- 
proach to testing uses and abuses, fol- 
lowed by Dr. W. A. Eggert, chief psy- 
chologist for the Kemper group, and 
Walter V. Clarke, of Walter V. Clarke 
Associates. d 

Other agenda topics such as man- 
power development programs and mul- 
tiple line training programs will be han- 
dled by ICEDS members. In addition, 
there will be reports on an outline of a 
model training program which has par- 
ticular emphasis for the smaller compa- 
nies and on a recent survey of company 
plans for subsidizing employe education, 
Mr. Breen said. 





SLIDEFILM WINS TOP AWARD 


Zurich-American’s “Face to Face” Re- 
ceives First Honors for 1954 in 
Safety Film Contest 
“Face to Face,” a safety zone film 
produced by the Zurich-American Insur- 
ance Companies, was the only sound 
slidefilm to win a first place award in 
the 1954 contest conducted by the Na- 
tional Committee on Films for Safety. 
The results of the nation-wide competi- 
tion have just been announced by the 
committee, which is composed of repre- 
senatives of 22 national organizations 
interested in the promotion of safety. 
The slidefilm won top award in the 
traffic and transportation classification. 
Another Zurich-American film, “Heads 
You Win,” won a certificate of merit in 

the field of occupational safety. 

Using the story technique, “Face to 
Face” shows that pent up emotions, in- 
experience, faulty judgment, and inatten- 
tion are big causes of traffic accidents. 
It also shows why people act differently 
face to face than when they are behind 
the wheels of their automobiles. “Heads 
You Win” points out that safety needs 
a lot of attention in the small shop—and 
that the principles of safety are the 
same whether the shop is small or large. 

Both films were produced as a part of 
the Zurich-American safety zone pfo- 
gram—a continuous, coordinated program 
of safety and health education available 
without charge to commercial risks. The 
program is also used by Zurich-American 
agents for promotional purposes. Zurich- 
American films have won one or more 
awards in the national safety film con- 
test each year since 1944. 
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WILLIAMS APPOINTED MANAGER 





of AIU Casualty and Claim Division; 
Recently Returned From Assign- 
ment in Middle East 


Rhys E. Williams has been appointed 
manager of the casualty claims division 
of American International Underwriters 
Corp., vice president and casualty mana- 
ger, Murray A. Coker has announced. 
Mr. Williams returned last month from 





RHYS E. WILLIAMS 


a five and a half year assignment as 
AIU representative in the middle east. 
In his new position he will be respon- 
sible for the entire AIU home foreign 
casualty claims operation. 

With headquarters in Beirut, Mr. Wil- 
liams has traveled more than a quarter 
of a million miles in the middle east, 
from the Black Sea in the north to the 
Gulf of Aden in the south, from the 
Persian Gulf in the east to French 
Morocco in the west. On his journey- 
ings, he established claims offices, ad- 
vised insureds on casualty matters and 
generally serviced their policies, which 
are mostly workmen’s compensation and 
comprehensive public liability, including 
automobile insurance. 

Born in Newcastle, Pa., Mr. Williams 
worked his way through law school in 
the legal department of the Cleveland 
Automobile Club, graduated from the 
Cleveland Law School of Ohio Northern 
University in 1923. 

Since his law school days, he has had 
exclusively an insurance career (34 
years of it) with a four and a half year 
break during World War II when he 
was in the Air Force as commandant 
in aviation cadet training schools, in 
Florida, North Carolina and Texas. 

He spent 12 years with the Norwich 
Union Indemnity Co., first as a producer 
of casualty and surety business, then as 
branch manager in Cleveland. Before 
joining ATU in 1949, he was for five 
years secretary of Neale Phypers, a 
large general agency in Cleveland. 


Warnica Marks 35 Years 
With Standard and Planet 


[E. A. Warnica, senior vice president 
of Standard Accident and affiliate, 
Planet, recently completed 35 years of 
service with the companies. He _ re- 
ceived a bouquet of 35 red. roses, sym- 
bolic of his years of service, from fellow 
othcers of the companies and later he 
was honored by his associates at _a 
luncheon held at the Detroit Club. 

Mr. Warnica started with Standard 
Accident in the underwriting division of 
the liability department at the home 
ofice in 1920. He was elected vice presi- 
dent of the companies in 1946 and senior 
vice president in August, 1954. In Feb- 
tuary, 1955, he was elected a director 
of the companies. 


SEARLES ADDRESSES CPCU’S 





St. Louis Chpt. Told of Developments of 

Fidelity & Surety Coverages; Past 

Presidents Hono 

James R. Searles, St. Louis, Mo., resi- 
dent vice president, Fidelity & Deposit, 
spoke on “Developments in Fidelity & 
Surety Coverages” at the annual banquet 
meeting, April 20, of the St. Louis Chap- 
ter of the Society of CPCU’s. John O. 
Felker of the Laclede Insurance Agen- 
cy, president of the chapter, presided. 

Other officers of the chapter are: c 
D. Ainsworth, Insurer’s Service Corp., 
vice president; Claude I. Lotshaw, 


Kempen agency, vice president, and Al- 
bert L. Weiss, secretary. 

At the meeting bronze plaques were 
presented to all past presidents of the 
chapter, including E. L. Werner and 
Elmer English, both of Insurer’s Serv- 
ice Corp.; Robert Deppe, Aetna Casualty 
& Surety and Robert Brauns, manager, 
liability claims department, American 
Automobile. 

The chapter donated 50 copies of the 
CPCU course textbooks to the Wash- 
ington University library for use of stu- 
dents. Acceptance of the books, costing 
about $300, was made on behalf of the 
university by Ross Troup, dean of the 
university’s school of business. 





Canadian Casualty Lines 
Suffer 63.10% Loss Ratio 


A 10.5% increase in premiums earned 
on casualty insurance in Canada last year 
compared with 1953 was more than off 
set by a 13.6% rise in claims incurred. 
As a result, the 1954 loss ratio rose to 
63.10% from 61.36%. 

zast year’s loss ratios were signifi- 
cantly higher in several major casualty 
lines, including personal accident, com- 
bined A. & S., aircraft, machinery, guar- 
antee, personal and real property, plate 
glass and theft. Loss ratios declined on 
inland marine, sickness and windstorm. 























HOME OFFICE 


Industrial Bonds 
Commercial Paper 
Preferred Stocks 
Common Stocks 
Real Estate 


Accrued Interest 


Voluntary Reserve 


10 Post Office Square 
Boston, Massachusetts 


State and Municipal Bonds 
Railroad and Public Utility Bonds 


Premiums in Course of Collection 
Deposit in Workmen’s Compensation Reinsurance Bureau... . 


Total Admitted Assets 


Total Liabilities except Capital 


CAPITAL........... 
UNASSIGNED FUNDS (Surplus)....... 


SURPLUS TO POLICYHOLDERS 





MASSACHUSETTS BONDING INSURANCECOMPANY 


FINANCIAL STATEMENT—DECEMBER 31, 1954 


ASSETS 


Cy akan WAN MNEMRSRCE) LOEB 5 oiinin. 6 fer ob oak aOR le aeene dda a wow Rese alec 


ne ree a re 
Reserve for Unearned Premiums 
Reserve for Accrued Taxes 
Reserve for Other Liabilities 


SPECIAL SURPLUS FUNDS 


NEW YORK OFFICE 


New York 38, New York 


$ 5,968,848.88 
2,500,000.00 
10,000,000.00 


130 William Strect 


$ 4,672,097.90 
27,004,314.11 
9,318,026.16 
4,048,466.45 
1,150,803.14 
296,684.01 
5,614,312.00 
9,357,100.00 
4,762,826.92 
3,.983,535.41 
1,687,752.63 
202,255.50 
920,098.27 





$73,018,272.50 


$36,221,195.00 
14,910,990.05 
1,798,028.94 
1,619,209.63 





$54,549,423.62 





All securities have been valued in accordance with the requirements of the National Association of Insurance Commissioners. 
Various bonds are deposited with several States as required by law. On the basis of actual market values on December 31, 1954 total 
assets would have been $73,178,949.13 and Surplus to Policyholders $18,629,525.51 and on December 31, 1953 total assets would 
have been $65,626,657.70 and Surplus to Policyholders $14,874,421.82. 


Transacts business throughout the United States, writing 
FIDELITY, SURETY and FORGERY BONDS and ALL KINDS of 


CASUALTY INSURANCE 


$18,468,848.88 





$73,018,272.50 
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Osler Urges Agents 
To Renew Struggle 


AGAINST OPPOSING FORCES 


Addresses Indiana Agents; Says Fight 
Can Be Won Against Federal Leg- 
islation, Non-Profit Plans 


“Hit by a barrage of body blows from 
Government competition, ‘get it at whole- 
sale’ appeals of mass selling, direct writ- 
such as Blue 
System is 


ing, and fringe insurers 
Cross, the American 
like a fighter on the 
of its members are too punch drunk to 


Agency 


ropes, even if some 


understand what is happening,” R. W. 
Osler, vice president, Rough Notes Co., 
Indianapolis, charged before a joint meet- 
ing of the Fort Wayne, Indiana, life, 
A. & H., and fire-casualty agents’ 
ciations on April 21. 

The speaker pointed out that the ratio 
of life insurance premium income to 
disposable national income has dropped 
sharply since pre-war days. He charged 
that the inflation increase in property 
values has been inadequately insured. 
“Despite the 500% increase in premium 
income in the A. & H. business in re- 
cent years, the surface of insurable dis- 
ability needs has only been scratched,” 
he declared. “Most agents are merely 
skimming off the cream of two-bit cover- 
ages that fall in their laps while allow- 
ing basic disability insurance needs to 
zo woefully uncovered,” the speaker 
stated. 

“Unless the individual agent who 
makes up the American Agency System 
gets off the ropes and comes out fighting 
to give the public the insurance protec- 
tion it needs and wants, the whole sys- 
tem is soon going the way of all has- 
been champions.’ 

Listing Blue Cross as one of the anti- 
American-Agency-System forces, Mr. 
Osler also declared that “It may be the 
Trojan horse of socialized insurance. 


asso- 


Social Planners Linger On 

“While direct socialization of the in- 
surance business has been defeated,” he 
stated, “the social planners linger on, 
hunting indirect ways to effect it, as 
witness the Federal health reinsurance 
proposal. Blue Cross, constantly stress- 
ing the “non-profit-community service” 
appeal, often resorting to advertising 
and sales tactics which, by implication, 
seem to discredit the coverages and mo- 
tives of private insurers, might be looked 
upon as the perfect medium through 
which the social planners can move in. 
It presents them with a carrier they 
think they might be able to subsidize 
without the public cry of ‘handing profits 
to big business.’ 

“The danger is a very real one,” he 
warned. “Witness the bills introduc ed 
by Wolverton in the last session of -Con- 
gress calling for subsidies to ‘service in- 
surers. TI can never understand,” Mr. 
Osler said, “why so many businessmen, 
themselves stockholders in various cor 
porations, seem to think insurance should 
not be allowed to operate under the same 
private enterprise system they do and 
which has made America great.” 

The fact that the American Agency 
System may be on the ropes does not 
mean it is defeated, Mr. Osler concluded. 
“They pushed Dempsey back through the 
ropes, and he knocked Firpo out one 
round later. Tunney sat on the floor for 
the count of 13, and then got up and 
won the championship. If the American 
Agency System will come oue fighting 
with the skill of its hundred years of 
background, it can win the fight for free 
enterprise inside 10 years.” 


GHI Introduces Its 
Family Doctor Plan 


FREE CHOICE OF PHYSICIAN 


Takes Form of Rider to Semi-Private 
Plan; for Employed Groups 
of 50 or More 


Group Health Insurance, Inc., intro- 
duced April 26, what it believes to be 
“the most complete free choice general 
medical care group insurance plan ever 
attempted in the New York area.” 
Called the family doctor plan, it takes 
the form of a rider to GHI’s semi- 
private plan which offers complete pay- 
ment of doctor bills for in-hospital 
medical and surgical care, if subscribers 
apply for and use semi-private hospital 
accommodations and receive service 
from one of the plan’s participating 
physicians. The family doctor plan is 
offered to employed groups of 50 or 
more and their dependents. 

Under the family doctor plan, a group 
subscriber or his dependent may use the 
services of one of the ple in’s participat- 
ing physicians, in which case full pay- 
ment will be made for visits by the pa- 
tient to the doctor’s office or by the 
doctor to the patient’s home, for ma- 
ternity care, for out-of- hospital surgical 
care, and for X-rays and laboratory pro- 
soles. If the group subscriber deems 
to use a non-participating physician, 
then he will be paid a cash indemnity 
towards that physician’s fees. The new 
plan is also offered with “deductibles” 
of the first, the first two, or the first 
three general practitioner visits in an 
illness. 

Plan Has Average Fees 


Arthur H. Harlow, Jr., GHI presi- 
dent, declared that “The plan’s fees are 
an average of those current in general 
practice in the metropolitan area. and 
very few general practitioners vary their 
fees in accordance with their patient’s 
incomes.” He further stated that since 
the new plan is open only to employed 
groups of 50 or more, and their de- 
pendents, the great majority of subscrib- 
ers will be of low or moderate income. 
The few of high income will, in most 
cases, seek service from specialists, he 
declared. 

Features of the family doctor plan 
were influenced by testimony received 
at hearings on “Consumer Preferences 
for the Extension of Voluntary Health 
Insurance” held jointly this year by 
GHI and the Institute of Administrative 
Medicine of the Columbia School of 
Public Health. The three characteris- 
tics of voluntary health insurance plans 
most desired by those appearing at the 
hearings were: general coverage, includ- 
ing the many small bills; service benefits 
(the complete payment of the doctor’s 
bill), and the free choice of physician. 
GHI maintains that its new plan an- 
swers this need. 


Los Angeles hs & H. Mgrs. 
Hear Talk on Polygraph 


Raymond Willis of 
Police Department recently 
the Accident & Health Managers 
Club of Los Angeles, on the “Poly- 
graph,” the lie detecting machine, tell- 
ing how the local Police Department 
puts it to nractical use. 

He declared that the department used 
it in making psychological, medical and 
physiological tests; also to measure 
blood pressure, pulse beats, breathing 
test and skin reaction. He explained 
how different methods are used in the 


the Los Angeles 
addressed 


DISCUSS PRIVATE RE. PLAN 


Joint Committee and Rep. J. Percy Priest 
Meet to Discuss Means Available 
to Private Industry 
Rep. J. Percy Priest (D., Tenn.), chair- 
man of the House Interstate & Foreign 
Commerce Committee, met with mem- 
bers of the Joint Committee on Health 
Insurance and several other representa- 
tives of insurance companies issuing 
A.&H. insurance on April 18. Mr. 
Priest had invited the A. &H. leaders 
to discuss with him the practicability of 
creating non-governmental facilities for 
reinsuring A.&H. insurance plans and 

contracts. 

Later in an interview he’said: “The 
representatives of the insurance compa- 
nies informed me that they were giving 
study through their Joint Committee on 
Health Insurance to such a proposal— 
and would continue to do so. However, 
to date they have not arrived at any 
conclusion in this respect.” 

The Government-sponsored health re- 
insurance plan, recommended to Con- 
gress by the Administration, is part of 
the Omnibus Health Bill introduced fol- 
lowing the President’s health message 
to Congress. It was referred for con- 
sideration to the House Commerce Com- 
mittee. : 

Mr. Priest said: “Before considering 
the Administration’s specific proposal to 
create a $100,000,000 Government-spon- 
sored health reinsurance program, I be- 
lieve that we should explore other meth- 
ods of expanding voluntary health insur- 
ance coverages for the public.” 

The House Commerce Committee 
che uirman further explained that in invit- 
ing the A.&H. leaders to confer with 
him, “I wanted to learn whether it is 
possible for those providing health insur- 
ance coverage to create an independent 
reinsurance system of their own, which 
would enable them to reinsure new and 
experimental health insurance plans and 
thus stimulate the further expansion 
of voluntary health insurance.” 





Los Angeles A. & H. Mgrs. 
Hold Sales Congress May 6 


Los Angeles Accident & Health Man- 


Club will hold its annual sales 
May 6, confining the ses- 
single day. The luncheon 
speaker will be W illiam ‘G. Coursey, 
mz naging director, International Asso- 
ciation of Accident & Health Under- 
writers. 

The program will include addresses by 
Walter G. Gastil, manager Connecticut 
General Insurance Co., on “The Life 
Sector of the Disability Front”; Jeff 
Bramcom, Washington National, on 
“Fundamentals of Salesmanship”; and 
Walter F. Schmitz, Occidental Life of 
California on “Are We Doing the Job.” 
Insurance Commissioner F. Britton Mc- 
Connell is scheduled to be a guest of 
honor. 


agers 
congress on 
sions to a 





A. & H. PRODUCER ELECTIONS 

Officers for 1955-1956 have been 
elected by the Accident Health Pro- 
ducers Association of Los Angeles as 
follows: President, Harry Anderson, 
Occidental Life of California; first vice 
president, Jack Kosick, Washington Na- 
tional Insurance Co.; second vice presi- 
dent, Richard Dutweiler, National Casu- 
alty Co.; secretary-treasurer, Frances 
Sandidge, Paul Revere Life. 





case of the moron or the genius, and 
said the department operatives sought 
to keep control of the situation in order 
to get the one result desired, whether 
to clear the suspect or otherwise. He 
emphasized the fact that neither force 
or fear entered into the tests. 

He believes that the use of the poly- 
graph will become more useful in the 
industrial field, particularly in personnel 
selection and investigation of applicants 
for positions as well as other purposes. 


——$—— 


Ray L. Hills to Retire 
From Great American 


IN 30TH YEAR WITH COMPANY 


Notable 51 Year Career in A. & H, 
Field; A. C. Howell Appointed 


His Successor 


Ray L. Hills, secretary, A. & 
department, Great American Indemnity, 
is about to retire, after having com- 
pleted service to the company of 2 
years and to the A. & H. business of 5} 
years. A. C. Howell, who has been in 
the field offices of Great American In- 
—s at Dallas, Tex., and Raleigh, 

C., will succeed Mr. Hills as head of 
a A. & H. department. 


Career of R. L. Hills 
Mr. Hills entered this business in 1904 
in the accident department of the 
Travelers in Hartford. In 1923 he moved 
to Detroit and installed the A. & H, 
Seren of Central West Casualty 


= 1926, when Great American Indem- 
nity was launched, he organized the 
A. & H. department of that company, 
During his business life in New York 
he has served the Bureau of Accident 
& Health Underwriters on numerous 
committees and was chairman of its gov- 
erning committee, 1945-1947 

Mr. Hills is credited with having in- 
troduced several innovations into the 
business, including, in 1934, a form of 
contract which with the addition of 
appropriate riders permits great flexi- 
bility. This was the forerunner of the 
modern schedule type policy. 

As part of his retirement plans, Mr. 
Hills has purchased a home at Sharon, 
Conn., where he and Mrs. Hills exnect 
to do some gardening. Both are avid 
devotees of camping and it is antici- 
pated that they will find more time for 
this form of recreation. 





BABY GROUP INS. PROGRAM 


Offered by American Casualty; Designed 
for Small Employer With 25 
Employes or Less 


American Casualty of Reading, Pa, 
reports that agents have evinced great 
interest in the company’s new “Baby 
Group” insurance program since it was 
announced recently. The program offers 
the small employer a plan of sickness 
and accident benefits for employes which 
compares very favorably with those 
group plans which are available to his 
big-time competitor. 

Small employers want true group in- 
surance with all of its advantages in 
broad coverage, freedom from restric- 
tions, ease of administration and low 
cost, the company states. American 
Casualty’s plan: offers a line-up of cov- 
erages for one of the largest markets 
in the business world. 

The plan is designed for the business 
man who employs less than 25 people, 
and it provides five type of benefits: 
(1) weekly indemnity for loss of time 
up to a maximum of $35 a week for as 
long as 13 weeks; (2) accidental death 
and. dismemberment up to $2,500; (3) 
hospital room and board benefits up to 
$15 a day for as long as 31 days. De- 
pending upon the plan selected, the hos- 
pital benefit also pays from five to 20 
times the daily room and board benefit 
for other hospital expenses such as op- 
erating room, anesthesia, drugs and 
medicines; (4) surgical expense in ac- 
cordance with a schedule of benefits up 
to a maximum of $300; (5) medical ex- 
pense benefit (doctor’s visits) up to $5 
a day for each visit, to a maximum of 31 
days. The basic policy is issued for a 
one-year term and may be renewed 
from year to year at the option of the 
company. 

Pre-existing conditions are covered 
with the exception of pregnancy. There 
are no age restrictions; all full-time em- 
ployes are eligible. Dependents may 
have the same benefits as employes, of 
may select a lesser amount. Scheduled 
air travel is covered. 
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the four distinct steps which students 
are urged to go through in every 
presentation. 

Gilmartin Discusses Brokerage Business 


Another guest speaker—W. J. Gil- 
martin, CLU, Prudential manager in 
Philadelphia, told about a system which 
enabled his agency to triple its broker- 
we business in two years. Specifically, 
production jumped from $1,650,000 to 
nearly $5,000,000 plus $18,000,000 of Group 
life, Giving credit to his two assistants 
jor the outstanding cooperation they 
gave him, Mr. Gilmartin said: 

“In April 1952, we took the Insurance 
Directory of the State of Pennsylvania 
and reduced to 3 by 5 slips of paper the 
name and address of every single indi- 
yidual—upwards of 10,000, who according 
to the Directory were licensed to write 
insurance of some kind. From the di- 
rectory all we had was a name and ad- 
dress. Where a life insurance company, 
such as Metropolitan, Prudential or Han- 
cock, was indicated, we automatically 
eliminated him. But we still had nearly 
90 names left for screening. 

“We then divided these slips into ‘dis- 
tricts—depending on their proximity to 
our office. Next came checking these 
people with the telephone directory. 
Those listed as attorneys (and attorneys 
in Pennsylvania can get brokers’ li- 
censes) were automatically eliminated 
because generally they are poor possi- 
bilities for life insurance. 

“Either in person, by phone or by 
neighborhood investigation we reduced 
our list of prospects to approximately 
2300. We have made 150 calls per week 
asa minimum. In other words, we try 
to see each broker at least 3 times a 
year! This keeps us on the recruiting 
beam all the time. We tell each broker 
we don’t want all the business in the 
world, we just want his! 

“We have found scores of fellows 
eager to learn something about the life 
insurance business. So, we conceived the 
idea of a life insurance training course 
for general insurance brokers Such a 
course was set up. The average attend- 
ance is never less than 50. 

“In 1953 we had a mailing list of ap- 
proximately 2500—but bear in mind that 
men change their addresses, go out of 
the business, or are known to die—so 
rather than have an assistant or myself 
call on a man who had ‘moved,’ ‘gone 
out of the business,’ or ‘died’ we con- 
ceived the idea at our staff meeting of 
the ‘pink slip’ which made up in dupli- 
cate reports to me and the mail clerk, 
indicating a change—the character of 
which is described on this slip. There is 
also a ‘green slip’ which tells us that 
mail has been returned addressed to 
Broker “X” and his addressograph plate 
has, therefore, been removed and _ will 
not be re-instated unless a better ad- 
dress is provided. 

“Up to this point our discussion has 
been mostly a screening deal but actu- 
ally as we have been making calls, either 
i person or by ’phone, we have been 
selling the brokerage advantages of our 
company and have been getting both 
business and prospective brokers for our 
training schools. Finally, we have a yel- 
low slip—our ‘Prospect Card’ which we 
carry with us as we tour a given dis- 
trict. If out—we leave our card, if 
they are in we talk with them. What 
Wwe say depends upon the trend which 
the interview dictates.” 


Anderson on Business A. & H. Dollar 


Rex H. Anderson, director of accident 
and sickness sales, New York Life, who 
Was formerly with Washington National, 
gave the general agents valuable point- 
ers on why business A. & H. is a big 
market to cultivate. He declared that 
the smaller business firms are the ones 
which have the greatest need for this 
Coverage, pointing out: “The small busi- 
less man is faced with high salaries, 
high taxes, high general costs, and has 
not had an opportunity to accumulate 
the surplus margin of Montgomery 
Ward, Also, in a small business every 





Washington National G. A.’s Meet InN. Y. 


(Continued from Page 5) 


man is more nearly a key man and his 
absence is felt.” 

Mr. Anderson declared that “this mar- 
ket is virtually untouched—even by busi- 
ness insurance experts.” He said he has 
talked to a lot of life agents who are 
business insurance specialists “but not 
one of them has ever suggested writing 
a disability clause into a buy and sell 
agreement when making a partnership 
life insurance sale. Here is the basic 
need for business insurance that we have 
been trying to put across to our own 
agents.” 

The speaker then gave helpful ideas 
on the key man A. & H. approach and 
also illustrated how the 1954 Revenue 
Act can be used to advantage in closing 
business A. & H. sales. He noted: “In 
this act the Government has recognized 
the desire on the part of workers for 
income security and the fact that em- 
ployes are looking towards their em- 
ployers for help. The new law permits 
an employer to set up a salary continu- 
ance plan under which the employer can 
continue to pay as much as $100 a week 
to a disabled employe who need not 
report it as income. Obviously our job 
is to show the employer that A. & H. 
insurance is an easy way to provide 
these benefits rather than by using 
business funds. 

“Although tax regulations on the law 
have not yet appeared there are certain 
areas where it appears we can move 
and, with a couple of safeguards, make 
sales. At the same time we will be help- 
ing our clients avoid any future tax 


troubles. In this connection he sug- 
gested: 

“First, a plan’ of welfare benefits can be 
established. It can cover several or only one 


employe. If the employer feels that the employe 
is important enough to the firm to warrant 
inclusion in the plan, he can be included. In a 
corporation, the board should merely pass a 
resolution establishing a health and welfare plan 
for certain individuals by name or by job. In a 
sole proprietorship or partnership the firm 
should make premium payments direct to the 
insurance company and note on its books that 
such premium was in connection with a welfare 
a aed 


Francis and Gutmann 


Two inspirational addresses brought 
the two-day meeting to a_ successful 
close. Frank B. Francis, large independ- 
ent writer of Wilmington, Dela., told 
how his direct mail presentation enables 
him to sell more than $1,000,000 of life 
insurance a year. He was followed by 
Harry K. Gutmann, CLU, president of 
Life Underwriters Association of New 
York, who gave generously of his philos- 


T. J. Sanders New Manager 


Ted J. Sanders has been appointed 
manager of accident & sickness under- 
writing and claims for Midland National 
Life, South Dakota. Mr. Sanders has 
had nearly 34 years’ experience in A. 
& S. underwriting for Occidental and 
General American Life Insurance Com- 
panies. 





ophy on life insurance. In so doing Mr. 
Gutmann indicated his famillarity with 
the teachings of such great philosophers 
as Plato, Nietsche and Schopenhauer. 
He said in part: 

“A total of 110 years of growth and 
public acceptance for the life insurance 
business gives us the right to be 
Nietschean in regard to our great insti- 
tution as the supermen of investment 
corporations. Or we could be extrem- 
ists. As one extreme we might rightly 
subscribe to the pessimism of Schopen- 
hauer, especially when we contemplate 
the high incidence of mortality among 
the many aspirants to a life insurance 
career. At the other extreme we might 
join such optimists as the scholastic St. 
Thomas Aquinas, or Leibnitz, or Rous- 
seau, and shout praises and hosannas to 
this wonderful business of ours! 

“For myself, despite the pessimism of 
my introduction, I prefer and_ shall 
champion the Meliorists, such as Berg- 
son and Henry James, for out of over 
20 years of experience I admit that all 
is not perfect in our business, that im- 
provement is possible and that our ac- 
tion should be directed to that end. 

“In part I have blamed the institution 
of life insurance for having failed over 
the years to give sufficient attention to 
the human element of our business, as 
a ‘result of which too many aspirants 
bring a negative attitude and philosophy 
to a life insurance career. The history 
of the institution plus inherent human 


weaknesses combine to create basic fears” 


that obsess a great many life insurance 
men and which are at the root of the 
human problem we are considering. 
These fears persist despite the more fa- 
vorable climate of receptivity for the 
life insurance contract and the industry 
we represent.” 
How to Overcome Three Fears 

Chief among these fears Mr. Gutmann 
said the most devastating is the fear of 
public attitude toward the life insurance 
business and the life insurance sales- 
man. This is still very real, he said, de- 
spite increasing acceptance of the life 
underwriter as a professional adviser. 
The position of today’s underwriter is 
being strengthened by such training pro- 
cedures within the companies as LUTC, 
CLU and LIAMA together with various 
campus programs. 

Second of the fears is the fear of self 





confidence.” 


has only a few equals. 
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A _ = Violated 


This agency has zealously upheld in its 49 years of 
doing business with New York brokers and agents Point 
3 of the Code of Ethics of International Association of 
A. & H. Underwriters. This reads: 


“To respect my client’s trust in me and never 
do anything which could betray that trust or 


We insist that to maintain our reputation among pro- 
ducers we must never relax in our attention to “the public 
relations side” of the A. & H. business, particularly in 
settlement of claims. Garrett performance in this respect 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 





NEW YORK 38, N. Y. 





GROUP ACTUARY 


Immediate opening in New York City 
with large voluntary health insurance 
organization for young man (age 27-40) 
with 5 years’ or more experience. Some 
group actuarial experience preferred. 
Staff position. College graduate. Ac- 
tuarial Society Associate Membership 
desired. Submit complete resumé and 
salary requirement. Box 2308, The East- 
93 Nassau Street. 





ern Underwriter, 


New York 38. 














W. C. Ralston Promoted by 
Loyal Protective Life 
Wallace C. 
moted by Loyal Protective Life of Bos- 


Ralston has been pro- 


ton to superintendent of agencies, east- 
ern division, with headquarters at the 
home office, President John M. Powell 
announces. 

Mr. Ralston joined the Loyal in 1952 
as agency assistant assigned to the New 
England and the New York areas. On 
January 1, 1953, he was appointed re- 
gional superintendent of agencies, east- 
ern division. His territory has now been 
extended to include many of the mid- 
west states and the Provinces of Mani- 
toba, Ontario and Quebec. 


AIRLINE DEATH BENEFITS 

Mutual of Omaha’s aviation depart- 
ment paid two death benefit claims to- 
taling $81,250 recently in connection with 
an airline crash near Springfield, Mo., 
March 20. Two other passengers, who 
were hospitalized following the crash, 
will receive maximum medical reimburse- 
ment, 





and of one’s adequacy. To overcome it 
Mr. Gutmann said the most effective 
antidote is “to look yourself squarely in 
the eye and admit that if you fear your- 
self you are licked, in life insurance or 
in any kind of work.” He advised the 
adoption of a positive attitude toward 
life insurance and a life insurance career. 
Finally, the speaker pointed to the 
fear of the prospect himself and said 
that this fear is overcome through the 
realization that when the agent actually 
gets out and talks to people, he will find 
many who are willing and even anxious 
to discuss their life insurance problems 
intelligently. Closing his thoughts on 
this portion of his address Mr. Gutmann 
said: 
Fight Fears Daily “Tooth and Nail” 
“These are the basic fears that beset 
the salesman and prevent him from 
realizing his full potential in this busi- 
ness. The bridge you build to the agent’s 
mind must take cognizance of them. 
They must be fought daily tooth and 
nail; he must do a full day’s work in the 
face of these fears, for a full day’s work 
will convince him that they are more 
imaginary than real, that they are with- 
out substance in fact, and that they are 
easily dissipated with each new success, 
each new client, each new application. 
“As the months and years roll by the 
agent suddenly realizes that he has an 
established clientele of men and women 
who consider him their life insurance 
advisor. The time comes sooner than 
he realizes, even before he is willing to 
accept the passage of that time, that he 
has prestige as a career life underwriter 
in his community, that he has built a 
reputation for impartial and balanced 
counselling, for objectivity and honesty, 
and for being well-informed and well- 
rounded. No, it doesn’t happen over- 
night and it doesn’t come easily. It 
takes time, and guts, heartache and tears, 
but then why should the life insurance 
business be different from life itself, from 
Churchill’s ‘blood, sweat and tears’ ex- 
hortation to a beleagured British nation, 
or from Roosevelt's, ‘We have nothing 
to fear but fear itself.’” 
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Palm Springs Meeting 
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overlooked. He gave a definition of con- 
tract formula surety writing as: “the 
amount of uncompleted work of a con- 
tractor can equal but should not exceed 
ten times the working capital.” How- 
ever, he added that no thinking under- 
writer would literally follow this broad 
interpretation, but certainly many of the 
underwriters do to a large extent follow 
it and ignore many of the old-fashioned 
time tested fundamentals that have been 
in the past considered so important. 
“Not too many years ago it was con- 
sidered standard procedure on a contract 
of any size, say $500,000 in today’s money 
value, that the surety should be fully 
advised of the terms and conditions of 


the contract, the nature of the work, 
equipment requirements and hazards,” 
said Mr. Davis. “It was not unusuai 


that the surety required an independent 
engineer’s report, and a number of com- 
panies maintained salaried engineers on 
their staff for this purpose. It was usu- 
ally mandatory that the surety under- 
writer have a meeting with the con- 
tractor for a discussion of the contract 
conditions, hazards and the contractor’s 
ability to perform including financing 
budget. In modern day underwriting it 
is seldom that the underwriter has the 
advantage of any more than the bare 
essentials of the contract information 
and usually must analyze the contractor’s 
affairs and qualifications from the file. 


Auditing Variations and Oddities 


“Present day accounting with tax in- 


fluence,” he continued, “has created 
many auditing variations and oddities. 
At best it is not an exact science. Many 


statement must include es- 
company accountants and 


items of the 
timates, and 


even CPA’s vary in ability and experi- 
ence. Of course, a CPA statement is 
preferred, but even its dependability 


varies with the experience, integrity and 
ability of the accountant in construction 
accounting. At best any estimate of 
working capital can only be considered 
an estim: ite, and one import int test of a 
statement is to keep a column record of 
statements over a period of several years 
and note variations and changes. 

“The information concerning the vari- 
ous factors of the contract on which the 
bond is to be underwritten is probably 
one of the most important factors that 
is overlooked in present day underwrit- 
ing,” said Mr. Davis. “It would seem 
important that the underwriters should 
have information concerning not only 
contract terms but the location of the 
work, climatic conditions, terrain condi- 
tions, time schedule and limit, equipment 
requirements and unusual hazards. As an 
example building construction in Los 
Angeles County as compared to the same 
construction in the Mojave Desert or at 
Tucson, Ariz., presents entirely different 
construction problems related to avail- 


ability, efficiency of labor and climatic 
conditions. The costs of identical work 
in the two locations could easily vary as 


much as 25%. 


Points to Pitfalls To Be Avoided 


“Management includes 
experience, equipment, personnel and in- 
tegrity,” he continued. “Any contractor 
who has encountered and been tested by 


organization, 


adversity and has come through with 
flying colors is more worthy of confi- 
dence than a contractor without ex- 
tensive past experience who has made 
money fast under war or favorable eco- 
nomic conditions. It is important that 


a contractor who is on his own for the 
first time, even though he may have been 
a superintendent on large work, try out 
his wings slowly and particularly that he 
Stay in the territory and line of work 
with which he is familiar. It is observed 
that many ” ive resulted from for- 
mer superintendents going on their own 


Soot be) 


without knowledge of the many pitfalls 
of the business other than actual con- 
struction supervision. 

“In ‘such instances,” said Mr. Davis, 


to the credit of the 
were aided and 


“it is not 
that hey 


industry 
abetted in 


going over their heads in the amount or 
spread of contracts by surety credit. The 
contracting business cannot be learned 
out of a book, and the results definitely 
indicate that a contractor should be most 
conservative in assuming unfamiliar work 
or operations in an unfamiliar territory.” 

Mr. Davis then said that the largest 
contributing factor to surety losses dur- 
ing the past few years has been the trend 
toward over-extension of work in amount 
and territory. “Over-extension in amount 
of work on hand if any adversity is en- 
countered often results in financial em- 
barrassment, and over-extension in terri- 
tory results in lack of personal super- 
vision on the part of the principal. Some 
contractors have endeavored to overcome 
the time and distance factor by the pur- 
chase of a private airplane and flying 
between jobs, but it is noteworthy how 
often an airplane is included in the 
financial statement assets of contractors 
in trouble,” he said. 

In conclusion, Mr. Davis pointed out: 
“A contractor who puts all of his cards 
on the table, invites you to examine 
every aspect of his business and tells you 
the bad news with the good, is usually 
a man deserving of confidence. It is re- 
erettable that there is a trend toward 
formula underwriting, pz irticularly among 
the a generation of surety under- 
writers, which cannot be profitably sub- 
stituted for the old fashioned judgment 
and common sense that a banker must 
use in analyzing loan applicants and 
extending credit.” 


Long Predicts Tough Competition 


T. A. Long in appraising the competi- 
tive situation in the contract bond field 
predicted that competition will get 
tougher in the months ahead between 
sureties and between contractors. He 
said that it would not be confined to 
price alone “as the service and other 
non-price factors are most important 
on this class. The service angle is 
becoming more of a factor than price 
when companies can assist contractors 
in advising of contracts to be awarded, 
the results of bid lettings, helping with 
sub-contractors, assisting on labor, ma- 
terial and equipment, etc.’ 

Mr. Long also pointed to competition 
on underwriting judgment, saying that 
no two underwriters analyze financial 
statements the same on contract risks. 
“Some underwriters may be exacting 
in their consideration of bonds where 
they have sustained losses while other 
underwriters who have not had these 
losses are more liberal in their accept- 
ance... . Some companies are very lib- 
eral in handing out powers of attorney 


which has also been a_ competitive 
weapon. 
“In other words,” explained the 


“flexibility in underwriting in- 
stead of price is an important competi- 
tive factor. All bonds seem to be writ- 
ten by someone—you seldom hear of a 
bond that is not accepted by some 
surety underwriter.’ 

Mr. Long then gave background facts 
about the chaotic competitive conditions 
50 years ago which brought into being 
the Surety Association of America and 
Towner Rating Bureau. He lauded them 
as “stabilizing influences on the busi- 
ness.” Saying that the surety business 
has gone through many cycles since 
then with financial ups and downs, he 
noted in particular the steady upward 
trend in construction and building costs 


speaker, 


since 1946. Along with this trend, con- 
struction failures have also increased. 
In 1954, for example, 1,305 contractors 
failed with current liabilities of $56,- 
829,000, according to Dun’s Statistical 
Review. 

As to 1955 developments Mr. Long 
called attention to AGC’s recent survey 


which shows that construction costs will 
remain about the same (or there will be 


some increase), wage rate trends are 
upward, and bid prices and competition 
will really be alarming. This, to him, 


signified that there will be many close 
bids and undoubtedly many inexperi- 
enced newcomers in the business. 


Refers to O’Dowd Committee’s Report 


The competition situation has natur- 
ally been of much concern to the Surety 





EMOTIONAL APPEAL FOR A. & S. 





Shallenberger, Sales Director of MONY, 
Tells Ontario A. & H. Association 
Vicarious Feeling Paramount 
It is usually the emotional appeal that 
sells accident and sickness insurance 
policies, according to Robert U. Shallen- 
berger, director of A. & S. sales for the 
Mutual Life Insurance Co. of N. Y. 
He spoke at the sixth annual sales con- 
gress of the Ontario Association of Ac- 
cident & Health Underwriters on April 
23, at the Park Plaza Hotel in Toronto, 

Canada. 

The easiest way to approach the moti- 
vation problem, said the speaker, is to 
prospect among people who have had an 
emotional experience that might make 
them more aware of the benefits of 
accident and sickness insurance. Pros- 
pecting among the relatives and associ- 
ates of accident victims was cited as an 
example of where to look for motivated 
individuals. 

The entire sales presentation, con- 
tinued the sales executive, should carry 
the motivating theme. Mr. Shallenber- 
ger advised the use of visual material, 
such as manuals and scrapbooks, as ef- 
fective motivating devices. The speaker 
gave several examples of how to build 
motivation into a sales track, and re- 
lated types of stories that can be told 
to prospects. If the motivation is prop- 
erly carried out, said Mr. Shallenberger, 
the closing of the sale will never be a 
problem. 


Bogut Made Wichita Claim 
Mgr. for John Hancock 


John L. Bogut has been appointed 
manager of the Wichita group accident 
and sickness claim office of the John 
Hancock Mutual Life. Mr. Bogut has 
been with the Company since 1953, and 
at the time of his promotion represented 
the company as field representative in 
charge of the Seattle claim office. 

Mr. Bogut, graduate of Montana State 
University, spent a year teaching and a 
year as a high school principal in Poplar, 
Mont., before joining the John Hancock. 

John M. Wallace becomes the John 
Hancock’s claims field representative in 
Seattle. A graduate of Boston Univer- 
sity, he has been a member of the home 
office since 1946 








Industrial Life Director 


Col. M. P. Jolley, prominent Canadian 
industrialist, has been named a director 
of the Industrial Life Insurance Co. 





T. W. SALTSMAN NAMED 
Thomas W. Saltsman has been named 
general agent in Dayton, Ohio, for 
Washington National Insurance Co. He 
has been an agent for the company since 
1952. 





DOUBLES DIVIDEND RATE 
Security Life & Accident of Denver, 
Colo. has just declared a dividend to 
stockholders of $5 per share payable 
semi-annually. This compares with its 
1954 dividend of $2.50 per share. 





Association, Mr. Long said, for it has 
had considerable pressure from member 
companies for rate consideration on con- 
tract bond business. The matter is un- 
der consideration of the so-called Dowd 
Committee, which, on April 5, made a 
progress report to the association’s ex- 
ecutive committee. “When this report 
is completed it will be a most valuable 
document for the business,” he declared. 

Mr. Long said that personally he 
would have a hz ird time convincing him- 
self that contract bond rates generally 
should be reduced. “We will need all 
the rate we can get. I am certain that 
the know-how management of large and 
small contractors, with experienced and 
seasoned organization to supervise and 
perform all contracts assumed, is most 
necessary and important.” 





————=— 


Independent Adjusters 


(Continued from Page 29) 


maximum rewards that are the produc 
of maximum service. 

Harlan S. Don Carlos, attorney in the 
Travelers’ home office claim department, 
in his address praised the efforts of the 
NAIIA to improve claim procedures. He 
urged that adjusters “learn to know” as 
many local attorneys as possible, point: 
ing out: “As lawyers get to know yoy 
better, and as you get to know them 
better, I have no doubt but that your 
relations with the law will be greatly 
improved.” 


Mertz Warns on “Alarming” Claim 
Trends 


Gordon M. Dopp, vice president of 
Government Employes Insurance Co, in. 
troduced Mr. Mertz. The latter in 
well-received paper pointed to two 
“alarming” claim trends which are (1) 
the tremendous upsurge in the average 
B.I. jury verdict in recent years, and 
(2) the increasing pressure in some cir- 
cles for legislation designed to enhance 
the tort claimant’s bargaining position 
and the tort plaintiff's chances of suc- 
cessful litigation. “Although they may 
seem to operate independently,” said the 
speaker, “these trends point in the same 
direction—that of increasing the over-all 
cost burden which casualty 1 insurers, and 
the policyholding public in turn, must 
bear.” He warned that these trends 
could have serious and disturbing conse- 
quences unless they are checked. 

“The casualty insurance industry is 
not sitting idly by in the face of these 
problems,” said the speaker. “It knows 
that there is merit in its side of the 
issue, if the facts can just be brought 
home to the public and to legislators, 
and if they can be persuaded to receive 
those facts openmindedly. It is striving 
hard to improve public understanding of 
how the insurance business works, how 
its rates are made, and what is at stake 
in the struggle to keep losses and ex- 
penses with reasonable limits. In addi- 
tion to continuing to push its programs 
for improvement of traffic safety and 
driver education, and other public serv- 
ice projects of long standing, the indus- 
try is now developing new media at the 
communication level, designed to tell our 
story directly to the people... .” 


Haskell Speaks on Legislation 


Don Hawkins of the Mutual Loss Re- 
search Bureau introduced George Has- 
kell who told the parley that the educa- 
tional activities of American Mutual 
Alliance had “greatly benefited” the or- 
ganization and its member companies. 
Pointing out that 44 state legislatures 
were in session this year, he said that 
over 8,000 bills affecting insurance have 
been introduced and must be studied 
and weighed by insurance leaders. 

He suggested that claim adjusters 
could profit through the association 
sponsorship of an educational and in- 
formational program designed to keep 
them up to date on legislative and policy 
changes. 

That evening the A. M. Best Co. was 
host at a good fellowship party. 

On Saturday a panel discussion on 
casualty claim problems was conducted 
with Benjamin Horton of Louisville as 
moderator and a panel on fire loss prob- 
lems under Robert M. Hill of Detroit. 





Southern Calif. Surety 
Underwriters Golf Awards 


The Surety Underwriters Association 
of Southern California held its annual 
golf tournament and dinner April 15 at 
the Hacienda Golf Club, Whittier, with 
more than 100 members and guests in 
attendance. 

Attorneys Joe Crider, Jr., and Newton 
IE. Anderson presented the trophies for 
the golters, that for the low gross score 
going to association members Richard 
Hawkins, and the low net to Ralph 
Burch. Trophies for non-members went 
to Kirk Harnish for low gross and to 
Joe Keith for low net score. 
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r LOYALTY GROUP 
| 
iil] 
FIREMEN’S INSURANCE COMPANY 
| OF NEWARK, NEW JERSEY 
DECEMBER 31, 1954 
ASSETS LIABILITIES 
i Cash $ 6,504,482.72 Reserve for Losses. $ 18,869,733.29 
Mortgage Loans on Real Estate 965,857.92 Reserve for Loss Expenses_ 1,641,500.00 
*Bonds and Stocks. ______ 147,618,784.78 Reserve for Unearned Prem:ums 54,939,364.59 
Interest due and accrued____ 171,504.67 Reserve for Taxes and Expenses 2,459,097.50 
Agents and Departmental Funds held under Reinsurance 
Retenees tone — 7 836,740.08 
ts Estate a iene All other Liabi‘ities. ________1,104,179.18 
ity in Mari nd Foreign * 
“noorans Peale se 9,022,449.11 Capital ___._.- = ~~—~—s_ 10,000,000.00 
All other Assets 1,455,742.29 Net Surplus _ a3 75,2901, 686. 76 
Total admitted assets_$172,752,301.40 ha. $092 789 90140 
| SURPLUS TO POLICYHOLDERS $85,901,686.76 
| Securities carried at $3,290,509.33 in the above statement are deposited as required by law. 
OF PHILADELPHIA, PA. 
DECEMBER 31, 1954 
ASSETS LIABILITIES ASSETS 
Cash . $ 598,124.35 Reserve for Losses _________$ 1,971,464.67 Cash Kin cele Eos $ 701,306.98 
Mortgage Loans on Real Estate 1,841.96 Reserve for Loss Expenses___ 171,500.00 sNgads ond Stecks 12.961.657.05 
*Bonds and Stocks. 13,083,787.60 Reserve for Unearned Premiums 6,113,108.65 litereat: dome and: cceved 31,762.10 
Interest due and accrued 34,661.45 Reserve for Taxes and Expenses 284,672.50 Apesili anl Dipeniented 
Agents and Departmental tabiliti eae 26,299.08 Balances — s 1,584,124.81 
Bulances 935,891.86 All other Liabilities____— “00d licens “ 
a eal Estate —___ ae ‘ 
Real Estate 160,000.00 Capital —__ —— 1,000, ponies bw ,500.00 
‘ — 
All other Assets 400,669.59 Net Surplus —— __5,647,931.91 other Asset 269,713.05 
Total admitted assets__$15,214,976.81 Total $15,214,976.81 Total admitted Assets___$15,619,063.99 





SURPLUS TO POLICYHOLDERS 90,007,901.91 


tr | 





Securities carried at $795,921,11 in the above stat t are d 


DECEMBER 31, 1954 








MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


as required by law. 




















SURPLUS TO POLICYHOLDERS $16,121,299.08 


ASSETS LIABILITIES 
ASSETS 

Cash $ 704,674.28 Reserve for Losses $ 5,351,118.39 
Mortgage Loans on Real Estate 349,567.43 Reserve for Loss Expenses —_ 465,500.00 Cash $ 34,471.83 
“Bonds and Stocks. 36,221,447.38 Reserve for Unearned Premiums 15,579,819.80 Bonds and Stocks_— —__._:« 399, 903.86 
Interest due and accrued 66,711.94 Reserve for Taxes and Expenses 803,582.50 Interest Due and Accrued_ 2,904.58 
Agents and Departmental All other Liabiliti 51,729.61 Agents and Department Balances 15,526.81 

Balances 2,824,359.57 Capital __ _3,000,000.00 All other Assets _..._ ~~ ~—S—_—‘'13,400.00 
All other Assets. 206,228.78 Net Surplus ___._ 15,121,239.08 Total admitted Assets ___ $466,207.08 

Total admitted Assets__$40,372,989.38 Total $40,372,989.38 


— 





Securities carried at $2,754,310.37 in the above stat t are di 


THE METROPOLITAN CASUALTY 


DECEMBER 31, 1954 














COMPANY OF NEW YORK 





as required by law. 


INSURANCE 

















ASSETS LIABILITIES ASSETS 

Cash $ 2,158,645.87 Reserve for Losses $ 18,433,961.00 Cash $ 2,038,580.99 
Mortgage Loans on Real Estate 53,792.36 Reserve for Loss Expenses ____—_1,779,775.00 Mortgage Loans on Real Estate 450,709.87 
“Bonds and Stocks 43,576,089.40 Reserve for Unearned Premiums 13,366,920.06 *Bonds and Stocks 50,889,280.64 
Interest due and accrued —_ 121,764.91 Reserve for Taxes and Expenses —_1,513,059.00 Interest due and occrued 119,254.06 
— 3,594,144.55 VFreation vee SONS 199,925.78 _— 3,701,677.51 
Equity in Marine and Foreign All other Liabilities —_ 280,587.95 Equity ie Marine ond Foreign 

Insurance Pools 141,845.57 Capital __ _... _-_- 2,000,000.00 Insurance Pools — 147,212.23 
All other Assets — 243,951.19 Net Surplus 12,326,105.06 All other Assets ___141,118.75 

Total admitted Assets__$49,890,233.85 Total $49,890,233.85 Total admitted Assets___$57,487,834.05 





Securities carried at $4,440,750.05 in the above stat: t are di 


SURPLUS TO POLICYHOLDERS $14,326,108.06 


ited as required by law. 





*Valuations 
Western Department 
120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 








on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 














Reserve for Losses. 


Net Surplus _____ 





LIABILITIES 





Reserve for Loss Expenses_ 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 
All other Liabilities_____ 


SURPLUS TO POLICYHOLDERS $7,419,958.23 


Securities carried at $1,822,477.09 in the above statement are deposited as required by law. 


LIABILITIES 


Reserve for Taxes and Expenses__$ 


Net Surplus 


SURPLUS TO POLICYHOLDERS $462,343.76 


Securities carried at $55,801.87 in the above statement are deposited as required by law. 


LIABILITIES 


Reserve for Losses 

Reserve for Loss Expenses 
Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 


All other Liabilities 


Net Surplus — 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


Securities carried at $1,692,140.80 in the above statement are deposited as required by law. 


Pacific Department 
220 Bush St., 


Canadian Departments 
., Toronto 2, Ontario 
535 Homer St., 





NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1954 


$ 1,971,464.67 
171,500.00 
5,739,933.61 
293,472.50 
22,734.98 
1,000,000.00 


ig 6,419,958.23 


___.$15,619,063.99 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 


3,863.32 
100,000.00 
. 362,343.76 


$466, 207.0 08 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 


$ 22,082,945.00 
2,100,947.00 
15,495,847.68 
1,534,026.45 


held under Reinsurance 


616,139.04 
157,651.96 
2,000,000.00 
13,500,276. 92 
$57, 487,834.05 





San Francisco 6, Calif. 


Vancouver 3, B. C. 
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Atlanta Agency 
wins 
President’s Trophy 


- for 





asain 


we 


periermat 





nee eee 


Harry I. Davis, General Agent 
from 1914 until April 1,1955, 
when he retired from manage- 
ment responsibilities, built 
our Atlanta Agency to its pres- 
ent great stature. In 1954, 


iT [ORE Atlanta sold $12,801,000 
ordinary and $1,552,000 


group, and had 13 Leaders 
Club members, 7 M.D.R.T. 
members, and 10 N.Q.A. win- 
ners among 16 full-time rep- 
resentatives. 














With ordinary sales of 
$11,357,000, our Rochester 
Agency, Clarence A. Grim- 
mett, Jr., General Agent, 
1953 President’s Trophy 
winner, had 12 Leaders 
Club members, 4 M.D.R.T. 
members, and 8 N.Q.A. 
winners. 


Our Los Angeles Agency, John W. Yates and Robert L. 
Woods, C.L.U., General Agents, sold $21,815,000 ordi- 
nary, 27° of this by men in their first and second contract 
years, and $3,737,000 group, and had 21 Leaders Club 
members, 6 M.D.R.T. members, 11 C.L.U.’s, and 18 
N.Q.A. winners. 








Our New York City Agency, 
Lawrence E. Simon, General 
Agent, delivered $20,436,- 
000 ordinary and $10,682,- 
000 group, and had 16 
Leaders Club members, 5 
M.D.R.T. members, 11 
CL.0.s,. and .9 N:Q:A. 


winners. 


Our Syracuse Agency, Harry 
C. Copeland, Jr., General 
Agent, delivered $9,083,000 
ordinary, 31% of this by 
first and second contract 
year men, and $961,000 
| group, and had 11 Leaders 
- Club members, 2 M.D.R.T. 
* members, 3 C.L.U.’s, and 
10 N.Q.A. winners. 





Massachusetts Mutual 


Life Insurance Company - 





THE POLICYHOLDER’S LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
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